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North Chairman and 
Taylor President of 
Phoenix of Hartford 


Former Has Been Head Since 1951; 
Is Now President of National 
Board of Fire Underwriters 


TAYLOR JOINED CO. IN 1936 


Became Treasurer in 1939 and Ex- 
ecutive Vice President in 1958; 
Continuous Leadership Assured 


The Phoenix Insurance Co. of Hart- 
ford on February 27 elected John A. 
North chairman of the board and Jack 
D. Taylor president. Mr. North had 
been president since January, 1951, and 
Mr. Taylor executive vice president since 
December, 1958. 

The new Phoenix president joined the 
company’s investment department in 1936. 
He became assistant treasurer in 1937, 
| treasurer in 1939, vice president and 
treasurer in 1949, and executive vice 
president in 1958. He received a BS. 
degree from Hillsdale College in 1925 
and attended Harvard Business School 
in 1931-32. He entered the banking busi- 
ness in Cleveland, moving later to join 
the Connecticut Bank and Trust Com- 
pany in Hartford, which he left in 1936 
to go with the Phoenix. 


Phoenix Mutual Life Director 


Mr. Taylor is a director of the Stanley 
Works and Phoenix Mutual Life; chair- 
man of the finance committee, Metro- 
politan District Commission, and a 
trustee of Loomis School. 

Mr. North stated that it is becoming 
increasingly necessary to divide the 
burdens of corporate management and, 
in turning over the chief executive 
responsibilities to a younger man, Mr. 
North feels the training and administra- 
tive abilities of Mr. Taylor will assure 
the company continuous leadership and 
sound growth which have been character- 
istic of the Phoenix companies for over 
a century. : 

As chairman of the board, Mr. North 
will be the first to fill this position with 
» the Phoenix. He will also continue as 
chairman of the executive and finance 
committee. Mr. North’s many connec- 
tions of long standing with industry 
boards, bureaus and associations, will 
likewise continue as part of his executive 
activities for the Phoenix companies. 

At the annual meeting of stockholders 
held just preceding the directors’ meet- 
ing, the following directors were re- 
elected for a term of three years: Lester 
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Prudential ’60 Sales 
Over $9,773 Million; 
Assets, Earnings Gain 


President Louis R. Menagh Also 
Cites Increases in Insurance in 
Force, Benefit Payments 


EARNED INTEREST AT 4.40% 


Ordinary Business $6,446 Million; 
Industrial $1,636 Million; Group 
$1,691 Million Investment Results 


Newark, N. J.—The Prudential’s over- 
all life insurance sales for 1960 totaled 
$9 billion 773 million, trailing those of the 
previous year by less than 2%, Louis R 
Menagh, president, announced Tuesday 

However, the company established rec 
ord highs during the year in benefit 
payments, amounts of insurance in force, 
number of policyholders, interest earn- 
ings, and assets. 

Payments to policyholders and bene- 
ficiaries jumped from $1 billion 350 mil- 
lion to $1 billion 512 million. These 
payments included $385 million in divi- 
dends, representing an increase of $70 
million over the previous year. 

Living policyholders received better 
than two-thirds or $1 billion 40 million 
of the aggregate payments. 


More Than $82 Billion In Force 


The amount of life insurance in 
rose by $5 billion 452 million t 
billion 183 million 

The number of persons covered by 
Prudential insurance also set a new 
high of 36,000,000, an increase of roughly 
1,000,000 over the 1959 total. 

Interest on company investments 
climbed from 4.19% in 1959 to 4.40% in 
1960. Federal income taxes of $71 million, 
up $10 million over the previous year, 
reduced the net rate to 3.93%. 

Record assets of $16 billion 551 million 
at the end of 1960 represented an in- 
crease of $882 muillion. 

Ordinary, Weekly Debit, Group 

\ breakdown of the year’s over-all life 
insurance sales showed: 

Ordinary insurance accounted for $6 
billion 446 million, compared with $6 
billion 528 million in 1959. 

Monthly and weekly debit, $1 billion 
636 million, compared with $1 billion 
600 million. 

Group, $1 billion 691 million, compared 
with 1959’s $1 billion 816 million. 

The year’s aggregate sales of $9 billion 
773 million contrasted with $9 billion $944 
million for 1959. 

Yearly premiums on new _ sickness 
and accident policies totaled $30 million 
463 thousand, off $5 million 403 thousand. 
However, the number of people who 
now have this type of Prudential cover- 
age rose from 1,600,000 to 1,700,000. 

Group accident and _ health — sales 
dropped from $39 million 676 thousand 

(Continued on Page 8) 
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This advertisement, supporting Lincoln Life agents, appears 
in full color in the Saturday Evening Post, February 11, 1961 





“T am for... the greatest good to the greatest number’ 


THESE WORDS OF ABRAHAM LINCOLN state a 
principle which The Lincoln National Life Insur- 
ance Company has adopted. In keeping with this 
principle, Lincoln Life designs insurance policies 
for people in all walks of life . . . trains its agents 


2 dees 





This new portrait of Abraham Lincoln by 
Mr. Birney Lettick appears here for the first 
time anywhere. It was commissioned by The 
Lincoln National Life Insurance Company 
to commemorate the 100th anniversary of 
Lincoln’s first inauguration. Reproductions, 
suitable for framing, are available free from 
Lincoln Life. © 1961 L.N.L. 


in thoughtful human service worthy of the Lincoln 
tradition ... and maintains warm, helpful relation- 
ships with people everywhere. The Lincoln Life 
agent stands ready to help you at any time. You 
have only to call him. 


NATIONAL Life INSURANCE COMPANY 


Its name indicates its character 


Fort Wayne, Inziana 
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Franklin’s Eastern Division With 
Over $55 Million in 1960 Celebrates 


Big Sales Meeting Held in Philadelphia; Claude L. Freed Host; 
Elated Over January Volume; F. J. O’Brien, Charles 
Crumbley, R. A. Schlangen Speakers 


By Wa ttace L. CLapp 


Claude L. Freed, eastern regional sales 
director of The Franklin Life, put on a 
sales show at the Barclay Hotel, Phil- 
adelphia, on February 18 that will long 
he remembered by the many agents and 
their wives who attended. The featured 
speaker from the field was Charles 
Crumbley, associate general agent of the 
company at Laurel, Miss., national vice 
president of the Junior Chamber of Com- 
merce, whose 1960 production with The 
franklin was $964,034. The home office 
guest speaker was Francis J. O’Brien, 
vice president and sales promotion di- 
rector, who sparkled with 


sales inspira- 
tion at the afternoon session and then 


spoke “heart to heart” to the wives at 
the banquet. 
Another guest speaker, Robert A. 


Schlangen, central Florida area manager 
for The Franklin, gave his “100 Man” 
story which he effectively ties up with an 


CHARLES 


5S CRUMBLEY 


audio visual presentation on Franklin’s 
PPIP policy. 

Freed Proud of January Production 

In opening the afternoon session Mr. 
Freed announced that the division’s 1960 
paid-for production was $55,662,000, a 
ain of 16% over 1959, which Spenenes 
«nnualized premiums of $807,664 

On top of this record- breaking score 
lis agents and general agents produced 
‘na January, 1961 drive, despite snow 
and bad weather, $5,500,000 of new busi- 
ness—853 sales. This business was in 
tribute to William Clements, who was 
Mr. Freed’s geners il agent in Collings- 
wood, N. J. for many years up to his 
promotion last fall to vice president of 
The Franklin. 

“January was the greatest month in 
our history,” said Mr. Freed. Appropri- 
ately the best agency score was made by 
the Collingswood office whose new man- 
ager, Ron Leach, was presented with a 
silver cup. His 33 men produced 89 sales 
tor over $700,000 of business. Other 
leading agencies were those at Pottsville, 
Levittown and Teaneck, N. 

Individual January leaders 
ot — as announced by 
eee » Carl M. Newman, 25; 


in number 
Mr.. Freed, 
George W. 


‘kler, Jr., 22; George L. Schauer, 19. 
adore in volume were John Costa, 
$258,808; Joseph H. Diamond, $170,053 
and William D. Thomas, $154,519. All 


received silver cups. 
Recognition was then given to the di- 
Vision’s 1960 leaders. In annualized pre- 





miums they were Mr. Newman, Thomas 
J. Blank and Donald L. ‘Selman. For most 
sales made the leaders were Lester I. 
Koch, Mr. Newman and John Costa, 
Helpfulness to Others Crumbley’s 
hilosophy 
Outstanding impression gained from 


the talk by Charles Crumbley was that 
his life insurance success is largely due 
to his philosophy of helpfulness to others. 
He came into the business in 1955 after 
making $6,000 a year in the radio ad- 
vertising business. In his first full 
Franklin year he made $8,133, a $2,100 
raise over his radio salary. His four 
motivations in selling the PPIP policy, 
The Franklin’s leader, are persistency, 
production, income and prestige. 

Mr. Crumbley’s persistency is reflected 
in his prospecting methods. He said he 
never lets up, and is constantly widen- 
ing his circle of friends. “Seek the pros- 
pects and you'll find them, ask for re- 
ferrals and they will be given to you, 
knock on their doors and they will buy, 
again and again,” he emphasized. 

The reason he joined the Jaycees after 
graduation from college was “because I 
wanted to repay those that helped me by 
helping others. The Jaycees taught me 
that this was the law of human nature 
which is like the law of science in that 
for every action there is an opposite and 
equal reaction. So, as the Bible tells 
us, what we sow, we shall also reap. If 
we are going to make our living in a 
community, we must put something back 
in to make it grow and prosper. 

Following this pattern Mr. Crumbley 
is wholeheartedly in all kinds of Jaycee 
community activity. He is a church goer, 
enjoys outdoor sports, takes an interest 
in local politics. He encourages his wife 
to join in community and church work 
and said that she, in turn, keeps him in- 
formed on who's getting married, preg- 
nant, and who has been promoted in 
town. 

Calls “Recession Talk” Baloney 

The speaker, out to make 1961 his big- 
gest year, said he refuses to be stopped 
by “recession talk,” which he labelled 
“baloney.” He pointed out that bank de- 
posits are at an all-time high, that more 
children are being born than ever before. 
Many of the people unemployed today, 
in his opinion, are seasonal workers on 
farms and in construction ... “lazy peo- 
ple and those looking for an easy living.” 

He quoted the U. S. Labor Department 
as saying that our national population 
will increase from 180 million to 208 mil- 
lion in this decade, a gain of 28 million 
new babies. “This means,” said Mr. 
Crumbley, “that the number of young 
workers competing for jobs in the 1960s 
will be by far the largest for any ten year 
period in our history—50% greater than 
in the 1950s. Biggest increases will oc- 
cur in professional occupations requiring 





CLAUDE L. 


FREED 


the most education and training. Col- 
lege trained people will get the highest 
paid jobs.” 

Pointing to continuing inc reases in col- 
lege tuitions, he advised: “Emphasize 
this trend to your prospect; make him 
face facts. Then show him how he can 
solve his problem by systematic savings 
in life insurance to cover college educa- 
tions.” 

Despite his January out-of-town trips 
for the Jaycees Mr. Crumbley said that 
he had made 29 sales on 25 lives for total 
annualized premium of $7,701. “The busi- 
ness is there if you look for it. Reces- 
sion? Baloney! 

People Called Upon and When 

His sales modus operandi is to call on 
people in seasonal professions at the peak 
of their business profit period. Thus, he 
concentrates on merchants from January 
to March but always before income tax 
time. He sees salaried employes Goring 
the March-June period up to beginning 
of vacations. In the summer months his 
prospects are construction workers, 
hotel, motel and recreation workers. In 
the fall months he gets after teachers and 
farmers, and in December he visits oil 
men, stock investors, grandparents and 
people who belong to Christmas clubs or 
get paid year-end bonuses. 


As to what he sells, the speaker em- 
phasized: “Ideas—simple, common sense 
ideas furnished by Franklin’s home of- 


fice... ideas my clients will like, under- 
stand and buy if I’ll just inform them.” 
His presentation is with audio visual, 
whenever and wherever i ae 

Ten Prestige Building Pointers 

After giving his audience the benefit of 

some of his actual sales presentations the 
speaker closed by enumerating ten pres- 
tige building suggestions as follows: 

“Income builds prestige. Pay your 
bills promptly and if you don’t have the 
money, make arrangements with whom 


you owe. 
2. “Always send out personal thank- 
you letters after a sale. 


3. “Send letters of thanks to home of- 


fice people who have helped mz. 
4. “Refer people to my clients’ busi- 
nesses as well as doing business with 





LIAMA Conference Slate Complete 


The Agency Management Conference 
of the Life Insurance Agency Manage- 
ment Associati on will hold its 23rd an- 


nual spring meeting at the Edgewater 
Beach Hotel Chicago, March 13-14. Ron- 
ald D. Rogers, vice president and direc- 
tor of agencies for North American Life 
of Chicago and chairman of the Confer- 
erce, will preside at the meeting and will 
give the keynote address Monday morn- 
ing 

Norman T. Fuhlrodt, 
president, Central Life 
speak Monday morning. 


executive vice 
Assurance, will 
His speech is 








entitled “Executing the Plan.” LIAMA’s 


Managing Director Burkett W. Huey 
will give the closing address of the 
morning session. 


A panel discussion on methods of dis- 
tribution will be conducted Monday after- 
noon with Bernard S. Lyon, regional 
agency vice president of Pan-American 
moderating. Nine companies will be rep- 
resented on this panel. 

Dr. G. B. Gross, author, lecturer and 
counselor, will be the final speaker that 
afternoon with a_ speech entitled 

(Continued on Page 6) 





motions, 


on policy loans, assignments, etc 


and achievements. 


them. This only fair. If people give me 
referrals shouldn’t I return the favor? 

5. “Help your client with personal 
problems; be a good listener. Consult 


him on your problems. 


6. “Get to know his family and friends; 
introduce him to yours 
“Recommend your clients for pro- 
help them to find better jobs, 
help other clients to find good employes. 
8. “Be prompt with service, especially 


9. “Be quick to recognize promotions 
Send letter to client’s 
boss and carbon to client. 

10. “Most important, live 
promises to the best of your abi 
Schlangen’s “100 Man” Story 
In presenting his “100 Man” story 
Robert Schlangen said: “This is a must 
for all men and it precedes our audio 
visual presentation of the PPIP policy. 
We refer to a survey by U. S. Commerce 
Department of 100 men which shows (1) 
between ages 18-25 they are all working; 
(2) between ages heir in 
continue to increase; (3) between 
55-65 their incomes are fairly level, 
at age 65 income down to almost 
zero. The average man in this span of 
time will earn from $200,000 to $450,000. 


LO all 


ity.” 





25-55 comes 
ages 
but 


goes 


“Out of 100 men, one will be wealthy; 
four will have adequate incomes; five 
must continue to work because of neces- 
sity; 36 will be dead, and 34 will have 
worked a long time but end up dead 
broke. These 54 men never realized the 
value of saving money. They should 
have started early to save money via 


life insurance, investing at least 30 to 
40 cents of every dollar.” 


O’Brien Believer in Setting Goals 


Vice President O’Brien paid tribute 
to the eastern division for achieving over 
$55 million in 1960, ranking No. 2 in the 





Freed as 
said that 


nation, and pointed to Claude 
“an incomparable leader.” He 
when he joined The Franklin 
1940 the company was in the Idr 
ts sales that year were $18 million 
pared to the 1960 production 
million . an amazing gain in 
time under leadership of President Chi 
Becker. 

A great believer in setting goals 
achieving them, Mr. O’Brien recom- 
mended: sreak down your goals into 








20 ye: 











monthly, weekly and daily objectives 
Then they won't look so shtening t 
you. Also set separate for pre- 


miums and sales. By so doing the vol- 





ume will take care itself. 
The speaker then quoted advic 

to him years ago by his boss, 

Johnson, then a Penn Mutual 


about the 


turn Mr 


agent, who said: “Don’t worry 
big sales, just get sales.” In 
O’Brien advised his audience: t 
make one sale a day and let nothing in- 
terfere with it. You will get into a reg- 





ular habit and your daily sales will mul- 
tiply. Remember that you must tell your 
story at least three times a day or Bagge tes 
out of business. Every present n that 
you make will make you a bette ‘r_ sales- 





man. Finally, don’t stop after you've 
made a good sale. You're at your peak 
at that point. Keep going! 





In closing Mr. O’B: 
cation a national conventions, saying: 
“If you have done it easier to 
do so again. Enthusiasm and mental at- 
titude determine the success you will 
have in our business. Y 


ou can have any- 
thing you want if you're willing to pay 
the pr ice. 


rien urged qualifi- 


once it is 


Banquet Highspots 
Mr. O’Brien was again in the sp rt] 
at the banquet which climaxed 
Franklin’s party. Well known 








tenor voice, he gave renditions Wi ‘Id 
Irish Rose” and “Mother Sikes His 
talk to the agents’ wives made a deep 


impression. He urged them never to 
minimize their own importance to their 
husbands’ work. “You are his biggest 
inspiration,” he said. “Your pride in him 
and his sales success is worth more to 
him than anything else.” 

Claude Freed, master of ceremonies, 
introduced special guests including Jack 
and Ruth Hillegass of Red Hill, Pa 
Charles Mertz, executive secrtary, Phil- 
adelphia Life Underwriters Association, 
and Mrs. Mertz. The evening ended 
with entertainment and dancing. 
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Connecticut Mutual 
Reports ’60 Gains 


87% IN PERMANENT INSURANCE 
President Zimmerman Points to Healthy 
Aspects of Company's Operations; 
New Investment Rate 5.69% 





New records in almost every phase of 
operation highlight the annual report to 
policyowners of the Connecticut Mutual 
Life released by Charles J. Zimmerman, 
president 

Among the new highs set during 1960 
were $139 million in benefits to policy- 
owners and beneficiaries, $348 million 
increase in total insurance in force, and 
$596 million in new insurance issued. 

More than half of total benefits went 
to living policyowners as proceeds of 
matured endowments, disability agree- 
ments, annuities, cash values and policy 
dividends 

Death benefits amounted to $25 millon 
Heart and circulatory diseases continued 
to be the leading causes of death, fol- 
lowed by cancer and accidents, especially 
auto accidents, Mr. Zimmerman reported. 

Mr. Zimmerman cited the increase in 
insurance in force as a “significant meas- 
ure of growth and progress,” and point- 
ing out that the company’s total insur- 
ance in force had reached $47 billion 
at year’s end, he predicted that the $5 
billion milestone would be passed dur- 
ing 1961. 

High Rate of Permanent Insurance 

The $596 million in new business rep- 
resented an increase of nearly 4% over 
1959. Mr. Zimmerman termed this “es- 
pecially outstanding” when measured 
against the fact that sales of Ordinary 
life insurance by all companies showed 
a slight decrease last year. 

Eighty-seven percent of the new busi- 

as permanent, cash-value life in- 
as opposed to temporar f 


term insurance. “This is a far 








Philadelphia Life Names 
Smith Vice President, Agcy. 


Alan L. Smith was elected vice pres- 
ident, agency, at the regular meeting of 
the board of directors of Philadelphia 
Life. Announcement was made by Pres- 
ident Joseph E. Boettner, CLU. 

Mr. Smith will continue to direct re- 
cruiting of new manpower in the field 
for the company, and be responsible for 
the development of new areas of repre- 
sentation. 

Mr. Smith entered the life insurance 
business in 1945 and joined Philadelphia 
Life in 1952. He has had extensive field 
experience and served as a regional di- 
rector for Philadelphia Life prior to 
being appointed assistant superintendent 
of agencies in 1955, and director of 
agencies in February, 1957, a post he has 
held until this advancement. 





percentage than that of the life insurance 
industry as a whole,” Mr. Zimmerman 
said. The Connecticut Mutual does not 
sell Group or accident and sickness in- 
surance. 

The high percentage of permanent in- 
surance and an excellent record of con- 
serving insurance in force helped to 
boost the company’s assets nearly $78 
million to a record high of more than 
$1 billion. 

New investments during the year to- 
taled $172 million, of which 41% went 
into new mortgages and 37% into bonds. 
The gross rate of return on new invest- 
ments was 5.69%, which is reflected in 
a rise from 4.57% to 4.77% in the gross 
rate of return on all invested assets. 

The net return on all investments, 
after expenses and Federal income taxes, 
rose from 3.68% to 3.90% during 1960, 
Mr. Zimmerman reported. “While this 
might not look like an impressive in- 
crease, on $1% billion it provides an 
extra $3.2 million for the ultimate benefit 
of policyowners and their families,” he 
commented. 





ALAN L. 


SMITH 





Prudential’s Toronto Head 
Office Formally Dedicated 


Toronto—Toronto’s newest skyscraper, 
the $12,000,000, 20-story Prudential Ca- 
nadian head office building at the corner 
of King and Yonge Streets, was officially 
with 
ticipated in by Premier Leslie Frost and 


opened recently ceremonies par- 
300 community leaders, among those par- 
ticipating being Louis R. Menagh, new- 
ly-elected president of Prudential and 
Howard Austin, vice president in charge 


of Canadian operations. 


Program Completed For 
New York Sales Congress 


The afternoon session of the 4lst an- 
nual sales congress of The Life Under- 
writers’ Association of the City of New 
York has been completed, according to 
General Chairman Harry C. Copeland, 
Jr., general agent, Massachusetts Mutual. 

The program, “Exploring New Sales 
Frontiers,” will be held beginning at 
10:00 a.m., March 9 in the Grand Ball- 
room of the Hotel Astor. 

Promptly at 2:00 p.m., Grant Taggart, 
agent, California-Western States Life, 
Cowley, Wyoming, will start the after- 
noon session on the subject of “With 
Dotted Lines Since Age Eighteen.” Mr. 
Taggart will be followed by Robert B. 
McDonald, partner, Sullivan & Cromwell, 
attorneys at law, New York, who will 
discuss “Life Insurance Sales Opportuni- 
ties from the Attorney’s Point of View”; 
and the final speaker of the day will be 
Dr. Arthur Secord, director of com- 
munity service and professor of speech, 
Brooklyn College, describing “How to 
Tell What You Know.” 

The morning portion of the program 
as previously announced consists of 
William P. Lynch, CLU, vice president, 
Prudential, subject: “The Keys To Suc- 
cess”; John A. Utz, agent, Kansas City 
Life, Valencia, Pa., subject: “ ‘Pace’— 
For The Soaring Sixties”; and William 
E. North, CLU, general manager, New 
York Life, Evanston, Ill. and president, 


National Association of Life Under- 
writers—subject: “The Greatest Dis- 
tance”. 


Admission is $1.00 and the presentation 
by each member of his 1961 membership 
card. Admission for non-members is $6.50, 
$4.50 of which may be applied toward 
membership if an application is sub- 
mitted within ten days after the sales 
congress. 








— do you know... 


... that Sun Life Assurance Company of Canada 


@ opened its first United States branch in Detroit in 1895 and is now active in 43 states? 


@ maintains 150 branch offices in the United States and Canada from St. John’s, 
Newfoundland to Honolulu, Hawaii and from Miami, Florida to Prince George, 


British Columbia? 


@ recently initiated a continuing series of educational leaflets in the public interest, 
of which over a million have been distributed on request? 


@ offers, among other new policy plans, the Adjustable Policy, providing the head of the 
family with a choice of four options after five years? 


UN LIFE of CANADA 


HEAD OFFICE: 


MONTREAL 





is 















we 
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Decreasing Premium 
Threat to Insurance 


OPINION OF EDMUND L. ZALINSKI 


Executive Vice President of Life Insur- 
ance Co. of NA Addresses Northern 
California Managers 


‘We must find a means to stem the 
get decrease in premium per thousand 

f life insurance, and a way to halt the 
coal away from life insurance as an 
important savings medium of the Amer- 
ican people, ” declared Edmund L. Zalinski, 
executive vice president, Life Insurance 
Co. of North America. 

Speaking before the General Agents 
and Managers Associations of Northern 
California, Mr. Zalinski pointed out that 
while business will probably be good 
during the next 10 years, experience on 
the life insurance scene will depend upon 
how well companies and agents interpret 
the trends and plan their own products 
and marketing operations. 

“Regardless of how you look at it, 
it appears that we are selling a product 
with a decreasing price tag brought 
about both by lower mortality and by 
the fact that the product is not in any 
substantial demand among the people 
over age 45 who have most of the pur- 
chasing power,” continued the INA exec- 
utive. 

Factors in Situation 


The growth of Group insurance and 
pension plans as well as the greater 
attractiveness of mutual funds and com- 
mon stocks in an economy with inflation- 
ary overtones, he said, are some of the 
factors adversely affecting the purchase 
of permanent individual life insurance. 

With decreasing mortality and_ in- 
creased longevity life insurance must be 
made more desirable as a savings or 
investment medium and state insurance 
regulations must be modified where ne- 
cessary. More and more consideration, 
however, is being given all-lines under- 
writing as a possible solution to cost 
and turnover problems, he asserted. 

“It is obviously easier and more con- 
venient to deal with one agent, agency, 
or company than with several. Most 
people are in the habit of dealing with 
one doctor, attorney, banker, druggist, 
grocer, cleaner, or milkman. It is logical 
that they should also prefer to deal with 
one insurance man for the same reasons,” 
ad led the INA executive. 

“Merchants, sensitive to competition, 
have shaped the buying habits of our 
customers. If we don’t adopt more of 
their techniques, we may lose out in 
competition for the consumer’s discre- 
tionary dollar,” stated Mr. Zalinski. 

Through the handling of all-lines, many 
benefits accrue to the agent, such as 
enabling him to increase his income more 
than if he spent the same amount of 
time seeking new customers. At the same 
time, he will be doing a better job for 
his clients and eliminating much com- 
petition, he said. 

Life companies, he 


continued, have 


Colonial Names McGeehan 
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VINCENT S. McGEEHAN 


Appointment of Vincent S. McGeehan 
as assistant director of Group sales for 
Colonial Life of America was announced 
by W. Thomas Fiquet, vice president, 
Ordinary agencies. 

Mr. McGeehan will work directly with 
Richard G. Mulholland, Colonial’s direc- 
tor of Group sales in the company’s ac- 
celerated expansion program in this field 
since its recent affiliation with Chubb 
& Son through the Federal Insurance 
Co. 

Prior to going with 
Geehan was New Jersey State district 
Group sales representative for Phoenix 
Mutual Life. An alumnus of Farleigh Dick- 
inson University, he started his insurance 
career with The Prudential in its Group 
sales and service division. 

An Army veteran, Mr. McGeehan 
served in the armed forces during the 
Korean Conflict and is a past commander 
of the Catholic War Veterans Post 155. 
He is also a past regent of the Royal 
Arcanium in Bayonne, N. J. A former 
athlete at college, he is active in youth 
organizational work including his local 
Little Baseball League and the Police 
Athletic League. 


Colonial, Mr. Mc- 


done a great deal to bring about all- 
lines underwriting in their efforts to 
secure life production from property 
agents. In doing this they have inspired 
in their agen's a desire to produce 
property insurance in order to protect 
their life markets. From a — point 
of view, the high cost of agency building 
is a compelling argument in favor of all- 
lines underwriting. Still another reward 
is greater diversification of risks, noted 
the speaker, 

Mr. Zalinski summarized by saying 
that, “Companies and agents are inter- 





Program Announced For 
MDRT Annual Meeting 


AT BAL HARBOUR, JUNE 25-29 


Prominent Personalities Will Be Fea- 
tured on Program of Four-Day 
S2ssion in Florida 


Dr. Mortimer J. Adler, director of the 
Institute for Philosophical Research, San 
Francisco, will give the keynote add-ess 
at the annual meeting of the Million 
Dollar Round Table, June 25-29, at the 
Americana Hotel, Bal Harbour, Florida. 

Dr. Adler will develop a philosophical 
framework within which succeeding 
speakers will discuss a broad ranve of 
life insurance and_ related subjects. 
MDRT chairman is James B. Irvine, Jr., 
CLU, National Life of Vermont, Chatta- 
nooga 

On June 26, following Dr. Adler, a 
group of MDRT speakers will disc uss 
“The Life Underwriter as a Businessman.’ 
The sub-topics to be discussed include: 
organization for million dollar produc- 
tion; prestige building in a new com- 
munity ; effective use of tax letters and 
mailing pieces; records are necessary; 
why not a life insurance partnership ; 
why not a life insurance corporation; 
from agent to general agent to agent. A 
panel of Round Table members will 
round out the evening discussing ‘ ‘How 
I Sell Millions Every Year.” 

One of the stellar attractions of the 
four-day meeting will be a case study 
panel to which all of the morning of 
June 27 will be devoted. There will be 
four guest speakers, all recognized 
authorities in estate, business and finan- 
cial planning: Rene A. Wormser, partner 
in the New York Citv law firm of 
Wormser, Koch. Kiely & Alessandroni; 
James F. Thornburg, partner in the 
South Bend, Ind., law firm of Seebirt, 
Oare, Deahl & Thornburg William J. 
Casey, partner in Hall, Casey, Dickler, 
Howley & Brady, New York City law 
firm; and David Boyd Chase, partner, 
¥. K. Lasser & Co., accountants and 
auditors, New York City. 

On Tuesday afternoon, several MDRT 
members will lead a series of concurrent 
workshops and idea exchange sessions 
on: disability approach to business in- 
surance; tax sheltered annuities: split 
dollar—a package sale; split dollar in 
reverse: selling professional partnerships. 
“Toint Selling of Employe Benefit Plans” 
will be the topic of an evening work- 
shop, also conducted by MDRT mem- 
bers. 

Wednesday morning, Mr. Thornburg, 

(Continued on Page 8) 





ested in securing a larger volume of sales 
at a lower sales cost; both must defend 
themselves against competition within 
the insurance business and with other 
businesses which are also pursuing the 
same purchase dollars; both need to grow 
and also to prevent attrition; both have 
the need to increase income and profits. 
All-lines underwriting is one answer to 
most if not all of these objectives.” 


Elected Vice President 
Of Connecticut Mutual 





EDWARD B. 


BATES 


Edward B. Bates, CLU, has been 
elected vice president of the Connecti- 
cut Mutual Life. He has been second 
agency vice president since January, 1960, 

when he resigned as general agent at 
ia Angeles to come to the home office. 

During the past year, in addition to his 
work in the agency department, he has 
had an increasing number of duties in 
other areas of the company’s operations. 
He has served on several important com- 
mittees, including the growth study com- 
mittee. In his new position Mr. Bates 
will have broad executive responsibilities 
in the overall administration of the com- 
pany. 

Raymond W. Simpkin, with the new 
title of vice president in charge of agen- 
cies, will cont inue to have direct respon- 
sibility for the home office agency de- 
partment and for the operation of the 
company’s coast-to-coast agency organ- 
ization. 

A graduate of the University of Chi- 
cago, Mr. Bates joined Connecticut Mu- 
tual as an agent in that city in 1946. 
He was appointed general agent at Kan- 
sas City in 1949, and after four success- 
ful years there, was transferred to head 
a larger agency at Los Angeles. Under 
his direction, the agency quadrupled its 
sales and rose from 30th to third place 
among Connecticut Mutual agencies na- 
tionally. 


Great-W est t Group Changes 
Great-West Life has announced four 
appointments to its United States Group 
field organization. R. F. Treaccar, or. 
has been appointed Group supervisor of 
a new Group office in Houston; G. L. 
Bogart, L. C. Clark, and R. J. Stephan 
have been appointed assistant Group 
supervisors at Chicago, Los Angeles, and 
Grand Rapids respectively. 





A & H SALES DIRECTOR 
$15,000 


Large company in Chicago area is in 
need of an experienced A&H man to 
head the sales department. Company is 
progressive in sales promotion approach. 
They are expanding and operating in 


many states across U. S. 


Job #E-228 





GROUP ADMINISTRATOR 
$8,000 


Large midwestern company needs a 
young man to step into Home Office 
Group department. Leads to supervisory 


role. 


Job #£E-229 





IBM SUPERVISOR 
$8,000 


Small company, licensed in one eastern 
state, is offering chance to man to take 


charge of IBM. College graduate. 


Job #E-230 





330 S. Wells St. 








Please refer to the job number in your inquiry. Send for our 
free brochure, "How We Operate," without obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 4, Illinois 





GROUP A & H SALES 
MANAGER $10,000 


Man with at least ten years’ experience 
in supervisory capacity preferred by 
large eastern company. Should have col- 
Must have ability to de- 
Group A&H 


lege degree. 
velop the progress of 


Supervisors, agents and brokers. Great 


opportunity here. 


Job #E-231 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 







EVERY DOLLAR 
COMES BACK! 


Young men can't resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
7 of dividend earnings 
throughout. 





And “assurance” 
is something we | 
always give you. 
We specialize in 
having specialists | 
whoare known for 
working through 
with a case... 0 
successfully. 7 


As close to you as your telephone J 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. © MU 4-5779 ] 
General Agents i 
{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada Jj 


_— sees 
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is Wrong With Me, Everyone 
Monday eve- 
umar Life will 


At the Fellows] 
ning Shearen 
be the master of ceremonies 

Harold A Thorsvig, vice president and 
sales manager for National Public Serv- 


ip Dinner 
Elebash of L: 





ice, will open the T aaa morning ses- 
sion; followed by Wylie Craig, vice 
president of Georgi International Life 

“Agencies . Action” is the topic to be 
discussed by Max M Hittle, manager of 
ugencies for ene United when he 


Puesda Rex H. An- 
derson, vice for marketing for 
Life of North America, will handle the 
discussion of “Life With Health” and 
Robert H president of National 
Union Life, will speak about acquiring 

company’s “First 50 Million.” 

Four workshops will be held simul 
taneously Tuesday afternoon. Stuart C. 
Ferris, agency vice president for Secur- 


speaks y morning 


president 


Sanders, 


ity Lif of Denver, will moderate the 
workshop on health insurance. H. E. 
Whiteley, second vice president and as- 
sistant sales director for Standard of 
Oregon, will chairman the one on group 
insurance. The w be p on manpower 
will be moderated by Arnold Berg, vice 


president and director of agencies for 





Indianapolis Life. Paul Dumas, director 
Oo es fo Alliance Mutual, will 
he he workshop entitled “The First 
50. Million 

The final morning session will be 
opened by Ben F. Hadley, vice president 
and director of agency administration, 


Columbus Mutual who will discuss what's 


been done to 


improve relationships be- 
tween the life insurance business and col- 
leges. Dr. S. Rains Wallace, LIAMA’s 
director of research, will speak that 
morning and the closing address will be 
by J. D. Anderson, newly elected presi- 
dent of Guarantee Mutual Life and a 


LIA MA’s board of directors 


member of | 
Mass. Scowad Anabaena 

Richard H. Durick } 
an assistant se ‘retary, and Thaddeus K 
Malysz has been nz amed manager of 


the benefit department for the Massa- 
chusetts Mutual Life. 


has been appointed 


Resigns as ALC Counsel 


C. Judson Pearson, former West Vir- 
ginia Insurance Commissioner, who 
joined the ALC Chicago headquarters 
staff early this year as counsel, has re- 
signed to return to his home in St. Al- 
bans, West Va. 

Mr. Pearson expressed his regret, say- 
ing that his welcome at the ALC had 
been a warm and friendly experience, 
but that personal considerations prompted 
his return to his home state. 

W. Lee Shield, executive vice president 
of the ALC, accepted the resignation 
“with regret and with understanding.” 
He said that plans for filling the vacancy 
will be announced shortly. 


Indict Consultant Here 


An insurance consultant, Roy Weston, 
38, of New York, has been indicted 
charged with forging the names of pol- 
icyholders by which he is alleged to 
have secured more than $200,000 in pol- 
icy loans. 


Inter-State Agency Head 


Robert A. Brown, president, of Inter- 
State Assurance, Des Moines, has an- 
nounced appointment of Vernon B. Hill, 
as vice president and director of agencies 
Mr. Hill has been general agent for Na- 
tional Travelers Life, Des Moines, for 
six years 


Volunteer State Appoints 
Three New General Agents 


Three new general agents have been 
appointed by Volunteer State Life. They 
are James C. Cox, Joseph H. Michael 
and W. Gordon Peavy. 

Mr. Cox, who will be serving in Tabor 
City, N. C., joined the Volunteer after 
working as an agent for Shenandoah 
Life and as supervisor-agent for Kan- 
sas City Life. Previous to entering the 
life insurance field, Mr. Cox ran his own 
wholesale-retail appliance business for 
ten years. He is a member of the Elks 
and is active in work for the Boy Scouts. 

Mr. Michael will assume his duties in 
Memphis, Tenn. For the past six years, 
he has served as an independent agent 
for the Marx and Bensdorf insurance 
agency. Previous to that, he worked for 
Connecticut Mutual for eight years. He 
is a member of the University Club of 
Memphis. 

Mr. Peavy will be serving the Corpus 
Christi, Texas, area. He has worked as 
an agent for Fidelity Union and Occi- 


dental Life of California. For the past 
three years, he has served as manager 
and agent for U nited Fidelity Life. Mr. 


Peavy taught in the public schools for 
ten years and spent three years in vo- 
cational counseling before entering the 
life insurance business. He is an active 
Optimist Club member. 











Two figures that underline Manufacturers 
Life’s solid growth during 1960 


5.41% — is the earning rate on world assets after investment expenses. * 
1960 was the third consecutive year the rate exceeded 5°4—one good 
reason why Manufacturers Life can offer high return annuities and low 


premium life contracts. 


50.9% — increase in new business in our United States Division. The 
1960 total was $247,197,998 of which $193,214,508 was ordinary and 
$53,983,490 was group. It’s a new record that reflects a combination of 
intensive growth and new expansion in both our whole time and our 


brokerage operations. 


*The market value of the bonds and stocks owned by the Company 
as at December 31, 1960, is in excess of the value at which these assets 
are carried in the accounts 


BRANCHES IN THE FOLLOWING CITIES: Baltimore 
Denver « 
e Los Angeles « Miami « Minneapolis « Newark 
Phoenix 


Cincinnati « Cleveland « Columbus « 
Hartford « Honolulu e Ind 
Oklahoma City « Philadelphia ° 
Saginaw © San Diego « 





San Francisco 


Boise « 
Detroit « 


Boston « 
Flint 


Chicago 
Grand Rapids 


e Pittsburgh « 
Seattle « 


Portland « Richmond 
Spokane e Washington, D.C. 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 
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Prudential Moves to Clear 
Way For VA Policy Issues 


In a move to make its proposed vari 
able annuity contracts available to the 
public, The Prudential filed with the 
Securities and Exchange Commission an 
application for an exemption from the 
Investment Company Act of 1940. 

In the 102-page application, The iw 
dential first asks that the SEC finds tl 
company not subject to registration un 
der the 1940 Act, which governs regula- 
tion of investment companies. 

The Prudential contends that since it 
is primarily engaged in the sale of in- 
surance, not securities, it should be ex- 
empt from the provision of this Act 

However, the application takes into 
full account the possibility of SEC not 
agreeing with this contention. It states 
that “in order to avoid litigation and 
the attendant delay in making these con- 
tracts available to the public, the appli- 
cant makes the alternative application” 
for exemptions from certain of the In- 
vestment Act’s provisions. 

The Prudential points out that some of 
these provisions are in conflict with New 
Jersey variable annuity laws, or are for- 
eign to the operation of a life insurance 
company. 

For instance, the Act requires that a 
person be able to promptly redeem his 
securities, whereas the New Jersey law 
establishes a minimum payout period of 
36 months. The purpose of the New 
Jersey provision is to prevent the use of 
variable annuity contracts for speculating 
in the stock market. 

The Investment Company Act also 
holds that the board of directors of an 
investment company must be elected by 
its stockholders and that any changes in 
basic policy have prior approval by 
shareholders. The company points out 
that such an arrangement would be con- 
trary to New Jersey law, which specifies 
that the company’s board of directors 
must have control over all branches of 
The Prudential’s business. 


Lloyd S. Carter Advanced 


The advancement of Lloyd S. Carter 
to assistant director of agencies was an- 
nounced by M. V. Goken, president of 
Lafayette Life, Lafayette, Ind. 

Mr. Carter joined the agency depart- 
ment in 1956 as field supervisor. Named 
assistant superintendent of agencies in 
1957, he was promoted to superintendent 
of agencies in 1958 and now moves to his 
new capacity. 

A graduate of University of Kentucky's 
School of Commerce, Mr. Carter has had 
extensive work in all areas of the life 
insurance business and is a graduate of 
the Life Insurance Agency Management 
Association’s Agency Officers School. 








Indianapolis Life Reaches 
Half-Billion In Force 


Indianapolis Life has attained $500,- 
000,000 insurance in force, President 
Walter H. Huehl announced. This figure 
consists entirely of individually issued 
policies written by its own agency force. 
Indianapolis Life has never reinsured 
nor merged with another company. 

This milestone was achieved as India- 
napolis Life completed the best year in 
its history during 1960 and then jumped 
off to an even faster start in 1961 with 
January production running 21.6% ahead 
of January of 1960. President Huehl 
also announced that assets now exceed 
$127,,000,000 and surplus funds total more 
than $12,500,000. 





BATON ROUGE GENERAL AGENT 

Wylie Craig, vice president of Georgia 
International Life announces the ap- 
pointment of George Whitlock as general 
agent to represent the company in Baton 
Rouge, La. 

Mr. Whitlock’s life insurance career 
started in 1954 when he joined Pan- 
American Life as an agent. For the last 
three years he has functioned as assistant 
general agent with recruiting, training 
and supervisory duties in addition to his 
personal sales activities. 
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FATIGUE—A FRIEND IN DISGUISE 


Nobody welcomes fatigue. Yet, it can 
be a friend in disguise. Without a sense 
of fatigue, we would often push our- 
selves beyond the limits of our endur- 
ance—and the diagnosis of certain dis- 
eases, of which fatigue is an early 
symptom, might be long delayed. 

There are many kinds and many 
causes of fatigue. For example, there’s 
simple physical fatigue which you feel 
after you’ve had a strenuous “work- 
out.” You rest or get a good night’s 
sleep—and it vanishes. 

Fatigue may also be caused by low 
blood sugar—especially among people 


Metropolitan Life 


INSURANCE COMPANY® 


A MUTUAL COMPANY 


1 MADISON AVENUE, NEW YORK 10, N.Y. 


who eat little or no breakfast. Any 
healthy person who “tires out” before 
noon should have a breakfast high in 
protein foods—especially meat, eggs 
and milk. 

In contrast, there’s the persistent and 
exhausting form of fatigue that’s en- 
tirely unrelated to physical effort or diet. 
This is nervous or emotional fatigue. 
Brought on by anxiety, tension or bore- 
dom, it is a steady drain on your energy. 

If you are persistently tired, take a 
look at your way of life. How much 
exercise do you get? Physical activity is 
often the one thing most needed to 


overcome emotional fatigue. 

When fatigue persists, see your phy- 
sician. A check-up will reveal whether 
there’s any disease to account for your 
tiredness. Or a frank talk about your 
worries may help untangle the emo- 
tional knots that make you “tired all 
the time.”” Whatever the cause, fatigue 
shouldn’t be ignored. 


Remember: for the most common 
forms of fatigue, “tonics” are seldom of 
any value. Avoid self-medication. Fa- 
tigue, like any other symptom of phys- 
ical or mental distress, should be 
investigated by your physician. 





THE LIGHT 
THAT 
NEVER FAILS 





This advertisement is one of a continuing series 


’ sponsored by Metropolitan in the interest of our 

national health and welfare. It is appearing in two 

+ colors in publications with a total circulation in ex- 
cess of 45,000,000 including Saturday Evening Post, 

' Ladies’ Home Journal, Good Housekeeping, Red- 
book, Reader’s Digest, National Geographic, 
U.S. News and Look. 
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Northwestern Mutual Staff Changes 


Formation of a new electronic data proc- 


essing department and related promo- 





CHARLES G. GROESCHELL 
tions of two executive officers and four 
officers is announced by Northwestern 
Mutual Life, Milwaukee 





HARVEY D. WILMETH 
The 


new data processing department 
will be 


supervised by Charles G. Groe- 


schell as director of personnel, and serv- 
ices. Immediate direction of the depart- 
ment will be handled by Wilfred A 
Kraegel as manager of data processing. 
Mr. Groeschell moves from the execu- 
tive office of comptroller, a post he has 


held since 1953. Mr Kr: aegel has been an 


NML officer as an assistant actuary since 
1956 
Harvey D. Wilmeth will become North- 


western’s 
the new 


officer as 
Currently he is 


youngest executive 
comptroller. 


manager of mortgage services. Frank 
H. Rice, who has held the post of assist- 
ant actuary, will become assistant man- 


ager of data processing in charge of 
systems. 

Two additional assistant managers of 
the department have also been named— 
Lester C. Laatsch in charge of opera- 
tions and Wilbert J. Reimer in charge 
of control and documentation 30th 
men advance to officers with these ap- 


pointments. 


Drawing heavily 
manpower, 


upon its actuaries for 
Northwestern Mutual will be 


establishing its first new department 
since 1951. Previously the firm’s entire 
home office complement of almost 1,750 
people had been divided into 14 depart- 
ments 

According to President Donald C. 


Slichter, creation of the department is 
a logical step in NMI.’s long range plans 





WILFRED A. KRAEGEL 


for expanding its use of electronic data 
processing. The firm’s conversion of 
work from manual to electronic methods 





FRANK H. RICE 


now covers almost 30% of its 


policies. 


Detroit General Agent 
General American Life of St. Louis 
has appointed Alex T. Drobish as general 
agent at Detroit, bringing to seven the 
number of general agencies the company 
has in that city. 


1,700,000 








MANAGEMENT OPPORTUNITY 


Supervisor position with a rapidly expanding agency. We are looking for a top 
personal producer who is interested in a career in management. He will take over 
a going unit of full time men on an annual salary plus production bonus with the 
privilege of writing personal business with full commissions. 


Interested parties please send resume. 


Box 2887, The Eastern Underwriter, 93 Nassau Street New York 38, N. Y. 


All replies held in strict confidence. 








Superintendent Upheld On 


Credit Premium Maximums 

Albany, Feb. 24—The right of the 
State Superintendent of Insurance to 
establish maximum rates for life insur- 
ance, when such insurance is tied in 
with installment buying, was upheld by 
the Appellate Division. In reversing a 
decision by Supreme Court Justice Wil- 


liam Deckelman, the Appellate Division 
said that the State Insurance Super- 
intendent not only has the power but 


the duty to see to it that premium rates 
charged on credit life insurance are 
reasonable. 

Old Republic Life Insurance Co. and 
Credit Life Insurance Co. which admitted 
their premium business in New York 
State on credit life insurance and other 


such business as credit health and ac- 
cident insurance approaches $2,000,000 
annually, attacked the power of the 
Superintendent to establish maximum 
rates. 

Presiding Justice Francis Bergan of 


the Appellate Division, in writing the 
opinion upholding the Superintendent, 
noted that the State Legislature provided 
authority for such regulation after a 
full-fleged investigation. 


Prudential Business 


(Continued from Page 1) 


to $35 million 475 thousand of annual 


premium. 
Investment Holdings 

The 
1960 
be: 

Mortgages totaling $7 billion 63 million, 
up $452 million from the previous year. 

Industrial, government, and _ other 
bonds totaling $7 billion 95 million, up 
$380 million. 

Investment real estate holdings of 
$406 million, unchanged from 1959, 

Common stocks valued at $351 million, 
about $3 million less than the previous 
year. 

Prudential said it continued to channel 
funds into the smaller and moderate- 
sized businesses during the year. As a 
result, through its commercial and _ in- 
dustrial loan department, which was set 
up four years ago for this purpose, it 
raised its total loans in force in this 
category by $68 million. 

At year’s end, it had $377 million out- 
standing among 28 relatively small com- 
panies in the United States and Canada. 


Prudential’s 
holdings to 


investment end of 
ledger showed major 





new business and of claims. 


Vice President. 





Wanted: CLAIMS DIRECTOR 


Must have field inspection experience, both in handling of 
Should also have administrative 
experience in supervising others. 


College degrees or special educational background not es- 
sential provided successful experience indicated, with record of 
continued progress in present connection. 


Write in confidence to R. A. Frederick, Administrative 


THE FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 











U. S. Life to Split Stock 
1960 Sales Set Record 


Raymond H. Belknap, president of 
United States Life, announced that the 
directors of the company recommended 
that the stockholders, at their annual 
meeting to be held ‘March 29, approve 
a 20% increase in the company’s author- 
ized capital, This will enable the board 
to declare a stock distribution at the rate 
oi one share for each five shares held of 
record on a date to be determined later. 

He also announced that, during 1960, 
all divisions of the company’s operations 
were profitable; that new paid-for life 
sales in 1960 totaled $309,173,344—highest 
in company history... New Ordinary life 
sales were $136,548,207—6.6% ahead of 
1959. Total life insurance in force as of 
December 31, was $1,650,840,315. The 
average size individual policy sold during 
the year was $12,375—a ~rg A rise over 
the 1959 average size of $11,2 

Mr. Belknap said that ey operating 

earnings increased surplus to policy- 
owners by 20.6% over 1959, The net yield 
from invested assets before Federal in- 
come tax was 4.25%, as against 4.16% in 
1959. The company’s admitted assets at 
year end were $116,624,408. 

New Group A. & H. premiums written 
in 1960 were over 25% greater than in 
1959. New paid-for Group life was $172,- 
625,137. 


MDRT Meeting Program 


(Continued from Page 5) 


who made a notable talk on “Legal As- 
pects of Executive Compensation” at the 
1957 MDRT meeting, will bring the 
audience up to date on deferred compen- 
sation and related subjects. That after- 
noon, Messrs. Wormser, Chase ane Casey 
will team up with MDRT members to 
lead concurrent workshops on estate 
planning, opportunities in corporate plan- 
ning, and life insurance as an investment. 


Other guest speakers include William 
E. North, CLU, president of National 
Association of Life Underwriters and 
manager for New York Life at Evanston, 
lll., who will precede Dr. Adler Monday 
morning, and Deane C. Davis, president 
of National Life of Vermont, who will 
address the members Wednesday morn- 
ing, following Mr. Thornburg’s lecture. 


Featured guest speakers on the final 
day of the meeting will be Robert R. 
Duncan, chairman of the board of the 
Harvard Trust Co. of Cambridge, Mass., 
and president of the trust division of 
the American Bankers Association; Louis 
H. Pilie, partner of the CPA firm of 
3arton, Pilie, Hughes and Jones, New 
Orleans, and president of the American 
Institute of Certified Public Accounts, 
and John C. Satterfield, partner in the 
Jackson, Miss., law firm of Satterfield, 
Shell, Williams and Buford, and presi- 
dent-elect of the American Bar Asso- 
ciation, 

They 


will be followed by William T. 
Earls, 


CLU, Mutual Benefit of New 
Jersey, Cincinnati, a past chairman of the 
Million Dollar Round Table, who will 
moderate “The Greats Return and Face 
the Table,” a panel session featuring four 
veteran members all of whom are past 
chairmen of the MDRT. 


Chairman Irvine said the names of 
MDRT members who will speak at the 
annual meeting will be announced later. 
Program committee is headed by MDRT 
Vice Chairman Lester A. Rosen, CLU, 
Union Central Life, Memphis. 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





Your future is bright when you are with The Penn Mutual. 
Knowing that the success of its underwriters is the success of the company, The Penn Mutual offers its men specialized 
training and education in all phases of life insurance selling. Penn Mutual opportunities go to Penn Mutual men... 


whether in direct sales, sales supervision or General Agency work. Think about your future with The Penn Mutual! 


THE PENN MUTUAL LIFE INSURANCE COMPANY itoceexoence souare, pritacuenia 
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Berkshire Launches New Policy Plans 


President Furey and Other Officers Reveal Features of 
New Lines Long in Preparation; New Pro- 
motion Material 








\ unique new life, annuity and pen- 
sion trust line involving major rate 
evisions and some totally new concepts 
f life insurance was introduced to 71 
general agents and supervisors of the 
Berks Life at the 1961 Field Man- 
agement Conference held at the com- 
pany’s Pittsfield, Mass., home office, 
February 12-15. The entire conference 
program was devoted to the introduction 

the new p licies and to plans for 
marketing them beginning March 1. 

’roduct the new line, Esai within 
the company as Project One, has heen 
going on since late 1959 

To give proper perspective to the new 
products and to the developments within 


the industry and the company that led 
t to produce them, the 
ypened with a color motion 
> ff occasion and for 
meetings in each 
agencies 


dec 1s10n 





rence 


ror tne 





at introductory 
Berkshire Life’s 41 


President hear ites Explains Program 


llowing the motion picture, re 
I tur W 
Rankin Furey, CLU, Berkshire president, 
presented some of the new and different 








epts built into the design of the 
new | Early in his talk he said “We 
ve noted a growing need for two 
listinct and separate approaches to 
modern markets. We believe there is a 
great segment of buyers who almost 
resent the overcharge mutual companies 
make, t xtra money to buy the policy 
in the place, to be followed hope- 
[ some day, by a large refund called 
a dividend. This buyer wants to know 
‘How much can I get for $100 or $500 a 


Give me the lowest possible pre- 
im now!’ This is the family market, 
the largest market as far as numbers go, 
in many ways our normal market. 

“But then there is the business insur- 
ance side of the house—key man, stock 
purchase, partnership, profit sharing, the 
so-called minimum deposit plans, and 
much of the insurance as an investment 
market. Here the demand is for high 
premium, high cash and ledger values, 
I dividends and lowest possible net 








1 
nign 


“The 
Surance at 
basis. The 
guarantees 
worry 


first market is for the most in 
lowest cost on a continuing 
second is for the lar gest 
and ledger values and doesn’t 
much about out- 
One pricing 


too of-pocket 

cannot 

tible with b th markets so we 

have created two lines, each designed 
a separate market.” 


Officers Tell of Features 


system 








George D. Covell, CLU, first vice 
lent, who presided at most 
sessions wed Mr. Furey’s 
a si f the principles which are 
the mn of the new line, and 
set i he rest of the confer- 
ence vit an itline the rder in 
vhich the information on the new plans 


be presented 





ing Mr. Covell’s presentation, 

F. B. Ric 1, first vice 
ance announced 

esign of the was based 
1958 CSO M Table, mak 


century old 
Richardson 


distinct 


ing Berkshire Life 





com 


ion of the 





salesmen 
president and 
y, headed all a 
tuarial operations which went into crea 
{ of announced that 
effective March 1, a new quantity dis 
unt system based on discount factors 
varying with premium frequency, would 
be adopted across the board. He also 
presented detailed descriptions of a new 
ne-year term dividend option providing 
one-year term insurance for the amount 
f the cash value at the end of the 
policy year and the adoption of a new 
add-on principle for most forms of 








riders and extended to policies issued 
since 1951. 

Part of the major revision by Berk- 
shire is the complete redesign and recon- 
struction of the life policy. Merrill R. 
Tabor, first vice president and secretary, 
showed the newly designed policy and 
explained the many improved policy 
provisions and liberalizations in the new 
contract, including liberalization of set- 
tlement options. 

New Contract Unique 

One of the highlights of the meeting 
was the announcement of a unique new 
contract which Berkshire calls the 
“Magic Endowment,” for boys and single 
men up to 35 years of age. The only 
plan of its kind in the industry, the 
new contract is essentially an endowment 
at 65, with premiums limited to age 40, 
or for 20 years, whichever is longer. Ac- 
cidental death benefits equal to the sum 
insured and a guaranteed insurability 
rider are included automatically. Unique 
features in the plan include 4 options 
available on the first marriage before 
age 40. The options are (1) purchase 
additional insurance up to twice original 
amount on a permanent plan without 
evidence of insurability within four 
months of marriage (2) change without 
evidence to LP65 for issue ages 0-14 
and to OL for issue ages over 15, with 
the cash value difference paid in cash 
(3) purchase permanent insurance on 
wife, without evidence, for half the 
amount of husband’s policy (4) continue 
a reduced premium after the policy is 
paid up and thus mature policy before 
age 65 

Low Premium Term Plans 
Other major changes announced in- 











Are You Interested? 


College graduate, age 39, self 
employed insurance broker and 
life agent for past 10 years, earn- 
ing in excess of $25,000, seeks as- 
sociation with large multiple line 
company at Sales Management 
level. Either in H.O. or field. 
Preferably N. Y. area, 

Address Box 2886, The Eastern 


Underwriter, 93 Nassau Street, 
New York 38, N. Y. 














clude a new, unusually low premium line 
of term plans, two of which involve 
modified premiums in the first two or 
three years close to non-par rates: ac- 
cidental death benefits premium reduced 
and now issued from age 0 for full face 
amount and from age 15 any amount 
up to twice face amount; waiver rates 
for women same as for men three years 
younger; new family income rider for 
term from 10 to 50 years, providing pay- 
ment of face amount on death instead of 
at end of rider period; new reduced 
immediate annuity rates; discontinuance 
of most of old juvenile line, instead 
issuing most popular adult plans down 
to age 0. 

Equity for policyowners who bough 
prior to March 1 was discussed by 
Lawrence W. Strattner, Jr., CLU, first 
vice president, insurance services. In 
answering the possible question from 
policyowners as to whether or not they 


should drop old policies to buy new, 


Mr. Strattner said “The answer is 
emphatically ‘No’. We can assure our 
policyowners that we are continually 
reviewing the status of older policy 


issues. Through dividend adjustments in 
the future and through retroactively 
liberalizing more restrictive policy provi- 
sions in old policies, the Berkshire will 
bring to the owners of older policies to 








General Agent. 


underwriting. 





FIELD SUPPORT 
THAT MEANS 
SOMETHING 


Fidelity Mutual operates on the belief that progress 
is dependent on the welfare and success of every Agent and 


Our trained staff of field-experienced counselors helps 
achieve this welfare and success. Each member of our 70 
agencies has frequent opportunity to tap the experience of 
these traveling envoys — to confer on his efforts, aspira- 
tions, successes — and frustrations. 


This kind of support explains, in part, the high morale 
of our field force and the outstanding job it is doing in life 





thee FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 


insurance 
Company 











Photo of the Man Who 


Knows How 
to handle Tough Cases 








Bernie Haas 


Bernard A. Haas Agency 


Manhattan Life 


60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 











the maximum extent possible the benefits 
incorporated in any new line.” 

Mr. Richardson closed the new product 
introduction with a talk on Berkshire 
Life’s philosophy of competition. In the 
talk he stressed that confidence which 
the prospect feels in the agent, rather 
than competitive position, is usually 
responsible for a sale. Mr. Richardson 
said “In a survey made some years ago 
by the Agency Management Associa- 
tion, the agents stated that only 7% of 
all sales involved competition. 87% of the 
agents who answered the questionnaire 
said that competition occurred jn less 
than 10% of all the sales they tried to 
make. It is true that competition occurs 


more often in the larger cases, but the 
fact remains that in total it seems to 
arise in less than one out of every 12 


attempted sales.” 

Commenting on the fallacy of selling life 
insurance on the basis of illustrative 
dividends, Mr. Richardson said “Can any 
one of you name a single company that 
has used the same dividend scale over 
a period of 20 years, or 10 years, or even 
5 years, in the past? We saw the results 
of a survey that was made by another 
company on this point. In the last 10 
years a group of 24 companies made a 
total of 103 major changes in their 
dividends scales, an average of between 
4 and 5 changes in 10 years. One of these 
companies made no less than 8 changes, 
2 changed 7 times, and 3 companies made 
6 changes in just 10 years. Over a 20 
year period there was an average of 8 


major changes in scale. One company 
made 15 changes, another 14, and seven 
made 10 or more changes.” 


New Promotion Material 


\ complete new line of promotional 
material designed for both the brokerage 
and full time operation was introduced 
by Charles W. Earnshaw, CLU, training 
and promotion director. It included many 
new visual sales aids, mailing pieces, 
and a unique “flexible proposal” system 
designed to help the agents and brokers 
effectively present to prospects the un- 
usual flexibility and versatility of the 
new line of policies. 

During the final session of 
day meeting, Charles E. Ferree, Jr» 
director of public relations and adver- 
tising, announced that for the first time 
in company history, consumer advertising 
would play a part in the product market- 
ing plans. During 1951, Mr. Ferree said, 
and beginning with the March 1 issue, 
the Wall Street Journal will carry large 
ads telling readers that some new and 
exciting ideas in life insurance are being 
marketed by Berkshire Life represen- 
tatives. A full scale tie-in merchandising 
campaign, built around a reprint mailers, 
was also announced 


the three 
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A sales promotion 
program that gives him 
greater sales potential 
and more 


receptive prospects ! 





and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 

A MUTUAL COMPANY FOUNDED IN 1845 

Life Insurance + Group Insurance «+ Annuities 
Accident & Sickness Insurance Pension Plans 
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Israeli Insurance Officers at Meeting 


Here of Citadel Board 


The first annual report of the Citadel 
Life Insurance Co. of 444 Madison Ave 
nue, New York City, which = started 
issuing policies on May 5, 1960, has been 
made by President Moshe B. Pomrock 














By the end of last year it had written 
insur mount of $3,170,392 
An additi nda half has been 
ritten s ar 
This company has attracted consider- 
) ttentior S $400 000 of its stock 
$1,200,000 1 by raeli capital, 
the first investment otf i raeli funds 
br id which has been made by an Is- 
eli ins The Citadel's investor 
rs in tl] United States are 
st business . bankers and law- 
vers, wh'le the Isracli investors are three 
successful and experienced Israeli in 
surance panic They are the Hass- 
1 f ( Mordec: ilist is man- 
ging d nd M rock is di- 
ector a anager: the Migdal of 
which Dr. W. E. Erhard is managing 
lirector. and the Zion, the managing di- 
rector of whech is Jacob Sharir 


Guests at Consulate and Club 
Messrs. Zilist and Sharir in New York 


ittend the annual meeting of the 
1, wer guests of honor at a re 
ception in the Israel consulate. The con 


sulate invitations were issued by the Eco 
nomic Minister of Israel, Aryeh Manor, 
ind the investment authority representa 
tive of that nation, Shimon Horn. Hosts 
ld i he ballroom of the 

to u n February 23 following the 
reception were Mr. and Mrs. Pomrock 
Among those attending one or the 


othe hese Te ns in addition to 
the guests from Israel were Matthew 
Klaas nage the Swiss Reinsur 
1 President A H 





um S. Connell, vice 
Nort! ee 
he pher« d, 
ry, The “onl tg 
Rosenblatt and 
Burton A. Fin- 
lire tors Vics 
is Marvin Rot} 
secretary M “steep 
He ry Me lal S treasurer 
Expansion Plans of Company 

The Citadel, which now has four gen 
eral agents in Greater New York, has 
I an expansion program which will 
opening agencies in Albany, Ro- 
chester, Syracuse and some other key 
cities in this state, and it has applied 
for lo business in New Jersey, 
and Massachu 


to write $10,000, 












itted assets of The Cita 
r 31, 1990, were $1,153,334 
the directors President 
he organization and 
costs ot the company 
a new company. The 





t rating loss for the year was 
In commenting on why the Citadel 
picked that name for a life insurance 


mpany, President Pomrock said 
» the Citadel was a 





Ar} Warrior kings 
employed thousands workmen to as- 


semble the massive rubblework and huge 
square stones that went into the con- 


struction of the Citadel. To this day, 
in many parts the world, the Citadel 
tands as a toric shrine to man’s 





eternal quest for security and peace. This 
new company is your personal Citadel 
gainst an unknown future an invul- 

rable vault in which you may with the 
iullest confidence store your family’s 


hopes and dreams for the years ahead.” 
Letter from Minister of Finance 
Levi Eshkol, Israel Minister of Fi- 

nance, in a letter to President Pomrock, 





“The insurance-mindedness of the 
\merican publi lic on the one hand and the 

ative spir levotion and persever- 
ance of ant on the other are sound 





MOSHE POMROCK 


foundations on which these activities will 
be based. This first experiment of com 
bined American-Israel investment in the 
United States will serve as an exampl 
to other enterprises. Let us hope that 
this step will bring about even closer 
American-Israel ties of friendship.” 





Equitable Society Extends 
Its Public Health Program 


The Equitab le Society is extending 
and broadening its seven-year-old public 
service program in health education 

Highlights of the expanded program, 
be effective immediately 
» name of the Bareau of Public 
Health in the Medical Department, ad- 
ministrator of the program, is changed 
o the Bureau of Health Education 
Howard Ennes, director of the Bureau 

1954, continues in that post 

Supplies of health booklets and pam- 
phlets, in a new format, will be — 
available advance and without arg 

» both agents and employes for distribu- 
tion to individuals and to civic, school 
and service organizations in their com- 
munities. Later these publications will be 
ffered through the | > ] 
tion’s doctors and healt]! 



















e audio-visual part of the program 
is being strengthened. Besides planning 
new health films the Bureau of Health 
Education will enlarge distribution of its 
award-winning color-cartoon film on 
habits, “The Owl and Fred Jones.” AI- 
ready seen by 20.5 million people, the 
film is being distributed free to thousands 


‘ 


f theatres and television stations 





\ health education consultation service 
is being set up The Bureau staff will 
give advice and help on health and family 
life education programs to Group policy- 
holders and community organizations 
who request it 





Equitable will continue 
role in furthering the nationwide Health 
Careers project of the National Health 
Council. Two Society officers, Senior 
Vice President Melville P. Dickenson and 
Chief Medical Director Norvin C. Kiefer, 
M. D., are members of a commission 
directing this project 
table in 1955 

Since 1954, when the overall health 
education program was originated, Equi 
table has published a wide variety of 
booklets, posters, articles and films and 
distributed them directly to health and 
community organizations, schools and 
Group clients on their request. Some 50 
million pieces of health literature have 
been provided in this manner 


o play a key 





initiated by Equi 


Home Life, New York, 
Had Record ’60 Year 


SALES HAVE TOTALLED $256,321,000 


Chairman Worthington Reports in Force 
$2,240 Million; Assets at $424 Million; 
Average Policy $14,017 


New records in four important areas 
of company operations were reported 
“¢ Home Life of New York by William 

Worthington, chairman. During 1969, 
oe company achieved new highs in sales, 
insurance in force and assets, as well as 
the lowest mortality experience on 
record 

A record-breaking total of $256,321,000 
in individual and Group life insurance 
was purchased from the company in 1960. 
The total, consisting of $196,347,000 in 
individual life insurance and $59,974,000 
in Group life insurance, increased 4% 
over 1959. Purchases of individual life in 
surance were 4% lower than in 1959 
while new Group life insurance rose 42% 
Group health insurance sales during 
1960 produced premiums totaling $1,090,- 
000 on an annual basis 

New records were established in in 
dividual and Group life insurance in 
force. At the end of 1960 Home Life’s 
insurance in force totaled rt Heeagpa hag 
a 6% increase over the previous ye: 
Individual policies accounted for $1, 707, 
670,000 of the aggregate; Group life in 
surance amounted to $443,214,000. In 
addition, Group health insurance pre- 
miums in force at the end of the year 
totaled $7,188,000 on an annual basis 

Company assets increased during the 
year by 6% to a record total of $424,- 
275,000. Approximately 44% of assets 
were invested in mortgage loans and 
45% in securities. Within the company’s 
portfolio of securities, the largest in 
crease was in the industrial bond cate 
gory. Home Life’s holdings of these 
securities now total $59,555,000, a net 
increase of 15% over last year 


New Investments at 5.93% Rate 


Interest earnings on invested 
continued to rise, reflecting the strong 
demand for investment capital and mort 
gage loans. The gross interest rate for 
new investments made during 1960, be- 
fore deducting Federal income tax, was 
5.93%, compared with 5.57% in 1959 and 
5.17% in 1958. For all company assets the 
net interest rate in 1960, after deducting 
all investment expenses other than Fed 
eral income tax, was 4.22%, the his 
since 1937, After tax deduction, the net 
rate was 3.80% 


assets 


rhest 





Very satisfactory results of the com 
pany’s cost control program, coupled with 
improved investment yields and favorable 
mortality experience, enabled Home Lif« 
late in 1960 to announce another in- 
crease—the third in seven years—in 
the dividend scale for individual policies 
The dividend scale increase for 1961 
amounted to 9% on the average. The 
total apportionment rose by 15%, due 
to the increase and the larger volume 
of insurance in force 

In spite of this increased dividend 
portionment, the company’s results for 
the year allowed for the largest addition 
to unassigned wg in the history of 
the company. The increase amounted to 
$2,802,478, HE was 12.5% above last 
year’s increase and brought the total 
unassigned surplus to $25,132,929. Policy 
reserves and funds increased during 1960 
to a total of $380,645,000. Surplus and 
reserves for contingencies amounted to 
$31,234,000 at the end of the year. 

Benefit payments to policyowners and 
beneficiaries reached a total of $34,868,- 
000. About two thirds of this total con- 
sisted of living benefits, and one third 
of death benefits. 

The average size of all new individual 
policies issued in 1960 was $14,017, com- 
pared to $13,872 in 1959, and the average 
of policies in force was $8,978, compared 
to $8,718 the year before. The company 
has long been an industry leader in the 
average size of new policies and for the 
past eighteen years has led all other 
companies in size of policies in force. 
During 1960, present policyowners ac- 


Norman Ostrove Joins 
Matt Jaffee Associates 


NORMAN OSTROVE 


Matt Jaffe Associates Ltd., general 
agents for Canada Life, with offices at 
431 Fifth Avenue, New York, has an 
nounced the appointment of Norman 
Ostrove as brokerage supervisor. 

Mr. Ostrove was formerly associated 
with the Equitable Life Assurance So 
ciety, having served as field assistant in 
1957 and 1958. Also active in the insu 
ance brokerage field, he has extensive 
management experience. 

Mr. Ostrove studied business admin 
istration at New York University, Boston 
University and Columbia University. He 
served overseas for four years during 
World War II and participated in four 
campaigns. He worked in a liaison ca- 
pacity with the French First Army. A¢ 
tive in the affairs of Boy Scouts 
America he is a member of the Crest 
wood Troop 2 Troop Committee 


Speakers Announced for 
N. J. Ass’n Sales Congress 


Williz ow Ingram, vice president of The 
Prudential, will be the kick-off speaker 
at the _o congress of the New Jersey 
State Association of Life Underwriters 
m March 16. The congress will be held 
at the Gibraltar Building of The Pru- 
dential at 1:30 pm. Mr. Ingram’s topic 
is “Here’s How,” and he will present 
sales ideas and techniques which work 
in today’s market. He will speak with 
the background of experience in The 
Prudential since 1932 and of responsi- 
bility in supervising 1,300 district agen 
cies in the United States and Canada 

Tickets for the sales congress are 
available from all local New Jersey as- 
sociations of life underwriters. The 
price is $2.00 for members, $4.00 for 
non-members. 


In addition to Mr. Ingram there will 
be two other speakers: William Har 
melin, general agent in New York of 
Continental Assurance, will discuss his 
specialty, accident and sickness cover 
ages and ways to make more sales in 
this expanding — Isaac S. Kibrick, 
agent for sve York gor in Brockton 
Mass., will have as his subject, “How t 
Prepare for Old Age through Life In 
surance.” 








counted for 45% of new individual in- 
surance sales. 

In the annual report, Mr. Worthington, 
who became chairman of the board on 
February 1, introduced his successor as 
the company’s president, J. Harry Wood, 
CLU. Mr. Wood was previously manag- 
ing director of the Life Insurance 
Agency Management Association. 
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aeons ; » « THIS CASE CONTAINS 
nm cost competitive contracts 


designed specifically for each of 
the many life insurance markets 











And more, too! Supporting The Union Central 
representative and his superb merchandise is a powerful national adver- 
tising campaign; a sound, smart sales promotion program; and quality, 
direct direct mail. His career is aided further by a proved Training and 


Educational procedure. 


This places The Union Central agent, and his Company, in a preferred 


position in today’s life insurance market place! 


The UNION CENTRAL LIFE Insurance Company, Cincinnati 


Security for the American Family since 1867 
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Morgan Doolittle Keynotes Empire 
Mutual President’s Club Meeting 


Morgan ©. Doolittle, president of Em- 
pire State Mutual Life of Jamestown, 
N. Y., was the keynoter at the two day 
meeting earlier this week of the company’s 
President’s Club, held at Mayflower 
Hotel, Washington, D. C. Attending 
were 65 leading producers and general 
agents and their wives. The producers 
had qualified with the prescribed produc- 
tion in the club year period of July 1, 
1959 to December 31, 1960 

With Vice President Douglas S. Felt 
presiding at the opening business meet- 
ing on Monday, Feb. 27, President Doo- 
little in discussing “The Challenge of the 
Sixties” happily reported that 1960 had 
been the most successful year in the 
company’s 75-year career, and he looks 
ahead with confidence to continued growth 
in 1961 
Presenting year-end figures, Mr. Doo- 


} 1 


little said that new paid-for life business 


increased 15% last year over 1959. Total 
life insurance in force was $127,000,000 
last December 31. Assets went ahead 


8% to over $11,000,000. Dividends to pol- 
icyholders, he said, increased by 22%. 
A. & H. volume was also ahead for the 
year. 

Welcome to Washington was extended 
by Ernest M. Abell, Empire Mutual's 
general agent in that city. 


Potter in Wheelchair 


A dramatic appearance at the morning 
session was that of Howard A. Potter, 
gcneral agent in Buffalo, who came to 
the meeting in a wheelchair. He had met 
with a serious accident—a fall from a 
roof—and has been confined to his home 
for the past eight months. Undaunted, 
he has been conducting business via the 
telephone from his bedroom. His sub- 
ject at the meeting was “It Could Hap- 
pen to You” and it made a big impres- 
sion 

Other morning speakers were Frank 
M. Widner, home office claim manager, 
speaking on “Our Changing Claim Phil- 
osophy”’; Leonard Greenberg, general 


agent, New York, on “Programming A. 
& H. with Life Insurance.” 


Three home office executives—Alanson 
Towne, actuary; Vice President Felt, and 
Lyndon A. Fox, superintendent of agen- 
cies—then introduced a number of new 
policies and a brand new, modernized 
rate book. Thereafter a President’s Club 
luncheon was held at which Mr. Doo- 
little was the host to the producers and 
their wives. An afternoon sightseeing 
tour followed. 


Awards Presented at Banquet 


That evening Mr. Doolittle presented 
awards to the following leading agents 
based on their meritorious production in 
the club year period: Matthew Jaffe, 
New York; Bailey Marmelstein, Water- 
town, N. Y. who received cups in recogni- 
tion of the largest first year combined 
premium income—life and A, & H. For 
the largest volume of life business pro- 
duced in the club year the cup awards 
were made to Robert Dolin and Arthur 
Glass, both of New York. For the largest 
first year premium income in A. & I 
the winners were Lawrence Firkser 
Hempstead, N. Y. and ‘Russell Weinhart, 
Wayland, N. Y. And for the highest 
persistency in life insurance the award was 
given to Raymond Coloton, Canton, N. Y 









WE INVITE YOU TO 


TEST AND COMPARE THESE NEW LOW RATES: 


Single Premiums for $10.00 a Month Income Rates apply to Premiums of $50,000 and over* 


NO REFUND 


Male 
AGE 60 $1617.37 
AGE 65 $1389.84 


Female 


$1839.98 
$1594.72 


10 YEARS CERTAIN 


Male 


$1690.26 
$1512.96 


Female 


$1880.37 
$1672.53 


INSTALMENT REFUND 


Male 


$1779.90 
$1596.69 


Female 


$1963.11 
$1762.17 


* FOR PREMIUMS OF $10,000 OR MORE BUT LESS THAN $50,000 INCREASE THE ABOVE PREMIUMS BY % OF 1%. 
FOR PREMIUMS OF $1,000 OR MORE BUT LESS THAN $10,000 INCREASE THE ABOVE PREMIUMS BY 12%. 


IF YOU WOULD LIKE TO RECEIVE OUR BROKERAGE BULLETINS, JUST DROP US A LINE. 


She 


* (CANADA LIFE 





Home Office: Toronto, Canada 


(lssurance Company 


A MODERN COMPANY 113 YEARS OLD 


The second day’s program started with 
a general agent’s breakfast at which 
“Recruiting” was discussed. It was pre- 
sided over by Carrol D. Wright, general 
agent, Watertown, N ‘ 

Chairman of morning session was Wil- 
liam H. Fletcher, Jr., vice president 


MORGAN O. DOOLITTLE 


Speakers included Miss Marmelstein on 
“Guess What? Women Are Different”; 
Donald Gribbin, chief underwriter, on 
“Bad or Borderline’; Charles Keyes, gen- 
eral agent at Jamestown, N. Y. on “Pre- 
Approach Material,” and Robert Dolin, 
agent, N. Y. on “Key Man Insurance”; 
George Carr, manager, Group sales, on 
“Pick "Em Up in Clusters’; Richard 
Stuck, upstate agent, on “I like What | 
See” and Arthur Glass, general agent, 

.. Y. on “Life Insurance is My 
ness.” 

President Doolittle was host at a lunch- 
eon that noon, held in the Columbia Coun 
try Club, Chevy Chase, Md., at which 
Fulton Lewis, III, chief investigator of 
Un-American Activities committee of 
U. S. House, was the speaker. 


Busi- 


Western Life Has 27% Gain 

Continuing its record production pace 
of 1960, Western Life of Helena, Mon- 
tana, announced that the volume of in- 
surance paid for during January, 196], 
totaled $8,359,932, a gain of 27% over 
January, 1960. More than $207,000 of 
new premiums were produced on 934 
individual lives. 

Western had closed out its golden an- 
niversary year with a 33.6% increase in 
life insurance sales during 1960. The life 
insurance affiliate of St. Paul Fire and 
Marine had total individual and Group 
insurance sales of $155 million. 

Ordinary life sales for the year reached 
more than $116 million, a 27% increase 
over 1959 company production figures. 

Western’s Group insurance sales were 
also well ahead of 1959, showing an in- 
crease of nearly $33 million in Group life 
insurance sales, 

Company accident and sickness sales 
for 1960 totalled more than $112,000 for 
a new company record in health insur 
ance premiums. 


GOTHAM AGENCY LEADER 

For the second successive year, Philip 
1. Goldberg of New York was the leader 
in Group life insurance production with 
the Gotham Agency of Phoenix Mutual 
Life, it was announced by James N. 
Mazzeo, agency manager. 

Mr. Goldberg, who is a life and quali- 
fying member of the Million Dollar 
Round Table, specializes in corporate 
programming and personal estate plan- 
ning as well as charitable endowment 
through life insurance. He lectures at 


Purdue University’s Institute of Life In- 
surance Marketing and is the author of 
the book, “Estate Planning, a Guide to 
Insurance, Savings and Investment.” 
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Mutual Benefit Life Reaches All-Time ws. swe ure wostex 
High With 175 CLU Representatives — » :0s vi: ute mens oe 


the years have shared their experience and 
‘i a ‘ knowledge with the whole institution of 

10 MBL Agents Receive Designation; life insurance. Some are authors of re- 
4 Earn CLU Agency Management Diploma cently published books. Many are famous 


: "i bill ine P 2 in the insurance field. And, since a com- 
Mutual Benefit Life agents, through the Familiarity with the rate book is not pany is known by the people it keeps, 


years, have acquired the stature andrepu- enough...an agent needs knowledge of Mutual Benefit Life is doubly proud of 
tation of true professionals. They have _ financial, legal and sociological considera- _ their qual success. 

done this in many ways: complete knowl- __ tions... other media of savings and invest- 

edge of their product, its relation and ment...employee benefit plans...wills... ’ 

ans to their aad way of life, expe- and various insurance plans. Bill Earls, CLU, MBL 

rience in related fields such as finance, “CLU study... provides the life under- general agent in Cincin- 

taxes, law, and estate planning, among writer with a broad understanding of im- nati since November 

others. Attesting their enviable standing portant phases of life insurance and re- 1950, has led all the com- 


in the insurance field is the fact that 175 lated fields of knowledge, and improves pany’s yen = MBL 
Mutual Benefit Life agents have attained __his practical ability to apply this knowl. Y€@!S_ @m@ won 





the coveted CLU designation. edge to the advantage of the buyer of life — pee — 2 bil 
- Fourteen MBL agents successfully com- insurance,” Mr. Ames said. adi tailatinieaian ice a“ Bill Earls 
| pleted the 1960 examinations of the Amer- With so high a percentage of agents on 
| ican College of Life Underwriters. the CLU membership list, it is no wonder or ngeccsolanginee vc lahamgubardedneras 


The ten Mutual Benefit Life represent- _ that the average MBL policy sold last year psetnnvn npn wi ine nares h a 
atives who achieved the CLU designation was $15,459, with commensurate high pase gence Asa cRNA 
are: Atlee I. Beagle, Oklahoma City gen- = egmmissions. MDRT lificati 8 
eral agent; Hal W. Dale, Jackson general , acieaeeeanees 
agent; Bernard E. Goldberg, Hempstead; 


—| Irving Grody, Los Angeles; Dorothy E. | " 
race cee Wiis Rove, Brokers Continue to Consider 


| Clevenger, Houston; Walter A. Sivek, MBL for Surplus Business 
Newark home office; John H. Teasdale, weacanitelons gatas ew 

- ° ‘. roKers iike to Go Dusiness wl * eir 

Albany; Raymond J. Wagner, Pittsburgh; reasons, as extracted from their comments and 

) and Robert R. Rose, Washington. letters, are: 


Three general agents, Charles L. Doane, 





Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 





1. MBL is easy to do business with. 

















CLU, of Omaha; Alfred J. Lewallen, CLU, Ae aay ——— won seven MBL awards, 
3 of Miami; Fort A. Zackary, CLU, Wichita, away. andl loval anenaies uréneady be telp ke, ne NN*t including the President's 
r plus Russell W. Gentzler, CLU, of Omaha fore, during and after the sale. — Trophy and the New Organization Award 
1 completed management examinations and 3. Very liberal income options and flexible | (twice). Mr. Huber’s latest book is 

received CLU Agency Management  8'eements assure satisfactory programs. Estatology, a complete treatise on estate 
- diplomas. 4. The high early year cash values protect my planning procedure, published this year 
n policyholders in time of emergency. by Estatology, Inc. In 1959, Mr. Huber 
1 ‘11% of MBL Field Force Now CLU 5. Rng ne ee ee eee published the Estate Planner Reader. He 
P The new additions to the CLU ranks bring er toe - top quality aie pila has also co-authored Wr Uting and Sell ing 
1 Mutual Benefit Life representation in the 6. Promotion and merchandicing ideas are Business nsurance, published by the Uni- 
¢ titled roster to 11% of the field force. tops and always available. versity of Illinois. 
. The reason for this impressive total is __ 4. Ene Disability Income contract is unique 
‘ obvious: Mutual Benefit Life personnel ™ etneniag ; Mildred F. Stone, 
: have always appreciated the value of the Pi tha yee a ee life =§CLU, staff assistant to 
: CLU program. It is both an important 9. The <n contract is vested, which guar- the president, jomed the 
r prestige builder and a means of gaining _antees my renewals. Petre oe company 35 years ago. 
the knowledge which will enable the life 10. The Company is nationally known and Among her works — A 

insurance man to do a better job. readily accepted by the public. Short H — - nn! el = 

John H. Ames, CLU, president of the surance, publishe y M 

F Mutual Benefit Life Chartered Life Insurance Research and a 
: i Underwriters Association, recently wrote CAREER AGENTS’ EARNINGS Review Service, and — whiesag 
“| in the MBL monthly field magazine that AVERAGE $14,077.83 Better Life Insurance Letters, published 
1 “the knowledge gained from CLU studies An earnings survey of Mutual Benefit by National oe — 9h 
. enables the insurance agent to do a more Life career agents revealed an average Stone is also the aut or : a 45,a 
a thorough job in serving his clients. income of $14,077.83 in 1959. This sauces meee - So Aira 
, Source of Higher Income po ea es ces Her latest book is The Teacher Who 
“ “The underwriter can expect a higher, Company service. 10% of this group Changed an Industry, a biography of Dr. 
1- more consistent volume of business and earned over $25,000; 23% made be- Ss. S. Huebner, a definitive study of the 
will thereby be better able to provide for tween $15,000 and $25,000. legendary pioneer of insurance educators, 

himself and his family,” he said, ; - published in 1960 by Richard D. Irwin, Inc, 
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Bernard Bergen Agency 

Wins President’s Cup 
MUTUAL TRUST LIFE LEADER 
Company Officers Attend Dinner to 


Honor New York Agency, Company 
Leader for More Than 10 Years 





The Bernard Bergen Agency was 
honored at a recent dinner given by 
Mutual Trust Life to celebrate the retir- 
ing of the President’s Cup. More than 


75 were in attendance 
Highest Percentage of Quota 
The President’s Cup, awarded on the 





General Agent Bergen receives award 
from Mr. Embury. 


Sis ¢ ghest perce ge f quota, 
was presente 1 to the Bernard sergen 
Agency permanently since the agency 
ad the highest percentage of quota for 

re yt quarters 1960 
pi ie ect sales of 
Mutual Trust, mad e presel on to 
Mr. Bergen ; emarked that the last 
time The Bergen Agency won the cup 
vas in 1955 and since then the agency 

is been given such a high quota that 

me office felt the agency would 
¢ ~p 1 1 he 4 et.” How ever, 

e men in the agency ncreased 1€ 

lume approximately 30% over 1959 


$250,000 Paid in Commissions 


een the 


mpany for over 
ten years and now has close to one 
idred million dollars of business in 
e. In 1960 the agency paid to its 
izgents over $250,000 i1 ymmissions 
Ih mnection with paid commissions, 
Mr ] nN bury announce 1 t] at le 
th 1961 all production clubs, 
iS al ent ( il atl 
¢ S« s ea ed 
Mr. Embury 4 Ince ¢ 
rma + ‘ r | 1 ib ri 
Dire Mil Dollar ( \ 
S S S ( n 
( ( 
Atte he ver Mr. Berge As 
l r ] E. Cl VICE res 
Arg¢ [ publ ela Ss 
M i s extende | \ hes 
s Ss cers € 1 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 


Incorporated 





QUEENS VILLAGE 29, NEW YORK 








Prudential Award Winners 

The Prudential’s Ho-Ho-Kus, N. J., 
district has been declared the top district 
in “all-round accomplishment” for 1960 
and has been awarded the President’s 
Trophy for established districts. This 


district, managed by H. C. Oles, led 
more than 600 similar organizations in 
the U. S. and Canada to earn the honor. 


The trophy for pioneer districts—those 
that are opened in new territories—went 
to the Gadsden, Ala., district, managed 
hy Richard D. Smith. W. L. Joiner, 
Chattanooga District, won top agent 
trophy 

Ho-Ho-Kus gained an additional honor, 
as its A. S. Grossman staff won the 
trophy for established staffs. The T. E. 
Robinson staff, of Gadsden, won the 
trophy for pioneer staffs. The Chicago 
south region won the regional trophy. 

Although a trophy is not awarded for 
regional home office performance, it is 
customary to name one regional home 
office the leader in all-round accomplish- 


ment. Mid-America. for the fifth con- 
secutive vear, has been named to this 
honor 


Reorganizes Underwriting 

California Life of Oakland has ap- 
pointed Clayton L. Martin as assistant 
manager of the underwriting department 
which it is reorganizing. He was formerly 
an underwriter with another company in 
.os Angeles. The company has also 


named Dean C. Hardy as assistant man- 
ager of policyholder service and the 
policy change section 


pany and the special congratulations of 
President Raymond Olson 

Mr. Bergen gave special awards to the 
two leading agents of the vear, Howard 
M. Katzen, who was the leading agent 
for the and third quarters and 
Bernard A. Feldman, who led the agency 
in the 


first 


fourth quarter. 

Bergen also presented President 
trophies to Earl Adler, Bernard A. 
“eldman, LeRoy H. Greenfield, Charles 
olzberg, Howard M. Katzen, Louis L. 
~*hman, Samuel L. Paris, Charles Rosen- 


These trophies symbolize the highest 
production club in the company. 
15 Million Dollar Goal 

In talking about the agency, Mr. 

Bergen stated that in his opinion it was 

a well-balanced team, that 24 were with 

the agency over ten years, 18 between 


five and ten years, 12 less than three 
years and nine a year or less 
In his closing remarks Mr. Bergen 


said t] 


1at in 1961, based on what has been 


submitted so far this year, the agency 


in excess of $15 million. 


} 14 
snoulid Gao 


Name Dutcher President 
New Accounting Chapter 


\ Northeastern chapter of Insurance 


Accounting and Statistical Association 
was proposed this month by a group 


of insurance officers meeting at the 
Columbia Club, New York, for the pur- 
pose of exploring the possibility of 
establishing an IASA chapter in that 
region of the USA. 


A charter and bylaws were drawn 
up to be submitted with a petition to the 
national board of the IASA. The 178 in- 
surance companies eligible to belong to 
the chapter will be invited to join as 


soon as the executive committee of the 
IASA gives approval. 
Thirteen local chapters of IASA are 


now in successful operation. To insure 
the the new chapter, it was 
decided to elect officers to serve until 
June 30. Their names and companies: 


success of 


President: Burtt D. Dutcher, North 
American Re. 
Vice President: Irwin Grant, Public 


Service Mutual. 

Secretary: Howard Watne, Postal Life. 

Treasurer: Luke Hansell, Prudential 
of Great Britain. 

Mr. Dutcher has long been active in 
the affairs of the IASA. He is a past 
chairman of the Groun insurance section, 
and is now serving as a member of the 
national executive board. Assistant vice 
president of North American Re, former- 
ly he was associated with New York Life 
and Connecticut General Life and is a 
fellow of the Life Office Management 
Association. His early years in the in- 
surance business were confined to Group 
insurance, however in recent years he 
has devoted much time to the manageri: 
aspects of insurance companies, acting 
as a consultant, establishing sem‘nars 
for new life companies, and teaching 
work simplification courses to insurance 
executives. 





Arnold Agency Supervisor 

Appointment of Benjamin Shuster as 
brokerage supervisor was announced by 
William A. Arnold, Il, general agent of 
the John Hancock at 161 William Street, 
New York. Mr. Shuster is a native New 
Yorker, a graduate of Pace College, vet- 
eran of the Army Air Corps, and his 
community and civic activities include 
Church, Welfare, PTA and Little League 

The Arnold Agency of John Hancock 
is in its tenth year, and during that time 
has provided life license and/or sales 
training for more than 1,000 newly li- 
censed brokers, in addition to the train- 
ing of its full-time staff 





r _ 
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: Agency Managers 
' 


These men are former Southwestern- 
ers, now believed to be somewhere in 
the North or East. They must have had 
previous experience in the life insur- 
ance field in the Southwest. They are 
now in field management or supervisory 
positions. 

These men want to return to the 














WANTED | 





TENNESSEE LIFE INSURANCE COMPANY 


SUBSIDIARY OF TENNESSEE GAS TRANSMISSION COMPANY 
TENNESSEE BUILDING HOUSTON, TEXAS 


— ete, etl munis 











ad 


General Agents 


Southwest. They can do so and grow 
with a fast-moving company, Tennes- 
see Life Insurance Company of Houston. 
Personal resumé, qualifications and 
whereabouts of these men should be 
sent to 
Mr. Robert P. Hale, Vice President, 


the address below. 
" 









THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Canada Life Assurance Co., 
Toronto, Canada) 


NEW LOWER RATES IN 1961! 
Amounts $100,000 and over 
thirty cents per $1,000. 


$50,000 up to $99,999 reduced twenty 
cents per $1,000. 


Only four contracts not included! 


reduced 








NASHEM AGENCY 
110 East 42nd Street 
New York 17. N 


LEE 





LOS ANGELES GENERAL AGENT 

The United States Life has appointed 
Melvin A. Pachter as its general agent 
in Los Angeles. Mr. Pachter, a member 
of NALU, started in the business in 
1948, and most recently has done broker 
age development work. 








behind every 
SOUTHLAND LIFE 
AGENT 


. is a top-ranking company, 
making him one of the most 
respected men in his home 
town. Full line of policy con- 
tracts, many with life-time 


renewals. 


Over $250,000,000 


in Assets 


Over $1,450,000,000 


Insurance in Force 


Southland ; Life 


Home Office @ Southland Center 
Dallas 











“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 





INDIANAPOLIS 





OMAHA | 

















i 





oS 











March 3, 1961 











gorse 





GROWTH SUMO 


That’s the picture at Provident Mutual. 
0/ 


For this vigorous 96-year-old has actually grown 88% since 1950 in the amount of protection 
in force on the lives of all its policyowners. 

There are many reasons for this fine gain. A continuing favorable dividend scale. New policies 
for the individual and family. Increasing activity from the newly added Group insurance and 
Health insurance lines. New discount practices for premium payment. 

Growth is measured in other ways, too. 

Policies are people. People with dreams—for themselves, their children and grandchildren. People 
with hope for a better tomorrow and brighter years to come. 

And therein lies the very best part of this healthy growth situation: the peace of mind, the attain- 
able dreams of 350,000 Provident Mutual policyowners. This is our richest reward and fullest 
satisfaction. 


PROVIDENT MUTUAL 
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MASS. MUTUAL DIRECTOR DIES 

Gilbert H. Montague, one of the coun- 
try’s authorities on antitrust law, and a 
Massachusetts Mutual 
Life since 1944, died recently at his home 
in New York at the age of 80. A native 


of Springfield, Mass., he received his 


director of the 


bachelor of arts, master’s, and law de- 
grees from Harvard University. While 
studying at the Harvard Law School, he 
taught economics at Harvard and num- 
bered the late Franklin D 
among hi 


Roosevelt 
s students. 


Middelthon, Formerly Here 
Now Miami Manager. N.Y.L. 


New York Life has promoted two gen- 
eral managers to inspector of agencies. 


They are William R. Middelthon, at the 


company’s Miami general office since 
1955, and Clinton Montz, at the New 
Orleans office 

Mr. Middelthon joined New York Life 
in 1927 and two years later was ap- 
pointed assistant manager at the Vander- 


bilt office in New York City. In 1940 
he became manager of the Chelsea office 
here and transferred to the Knoxville 
office in 1943. He has been in Miami 
since 1955. 

Mr. Montz, 40 years with New York 
Life, celebrated that anniversary in 1957. 
He was appointed cashier of the New 
Orleans office in 1925 and assistant man- 
ager in 1927. In 1936 he moved to the 
Jackson, Miss., office and a year later 
became general manager there. He took 
charge of the New Orleans office in 1952. 





BULLETIN 





To our General Agents* 


You will soon be receiving an announcement of the new pro- 


gram for the company. When you receive the printed material, 
you'll get a follow-up telephone call from the home office con- 
cerning it. We want to be sure that you are fully informed of 
what we will be doing, why we are doing it, why it will be to 
your agents’ advantage to identify themselves with the pro- 
gram, and how it will affect their prospects. 


This program speaks for the management of the company. 
And it is of utmost importance that it speak also for you and 
for every agent representing New England Life. It will serve 
the interests of our prospects with information and persua- 
sion. With your support, this new national advertising program 
will help us do business. 


*And of interest to our agents, and friends throughout the industry. 


NEW anmpeard 
Miu U1 ¥ BL ee 


Heads Madison Ave. Agency 
For Security Mutual Life 





SIDNEY S. ROBERTS 


Security Mutual Life, Binghamton, 
N. Y., has announced the appointment 
of Sidney S. Roberts as general agent 
in charge of its Madison Avenue Agency 
in New York. A native New Yorker, 
Mr. Roberts was associate general agent 
with Lambert M. Huppeler Agency of 
New England Life before joining Secur- 
ity Mutual. 

Mr. Roberts began his insurance career 
in 1945 as a John Hancock agent. In 
1955 he joined The Prudential as a divi- 
sion manager in its Manhattan agency, 
a post he held until 1960 when he joined 
the Huppeler Agency. 

While a student at New York’s Law- 
rence High School, Mr. Roberts was 
signed by the ‘New York Giants B aseball 
Club after graduation. He pitched first 
for Trenton in the Inter-State League, 
and later, following his purchase by the 
Brooklyn organization, for Montreal in 
the International League. His baseball 
career ended when he entered the Army 
in 1942. 

Presently a member of the teaching 
faculty of the New York City Life Un- 
derwriters Association, Mr. Roberts re- 
sides in Kew Gardens, N. Y. 


Western Life Conferences 


A series of 16 one-day sales confer- 
ences are being held throughout the 
country by Western Life of Helena, 
Montana. Western Life agents will hear 
home office executives give summaries 
of 1960 sales results and plans for 1961 
Rounding out the year with a total paid 
volume of Ordinary life insurance of 
$116,019,859, Western reported a 27% 
increase in sales over the previous year. 

Management personnel will also report 
on Western’s recent transfer of part of 
its operation from Helena to St. Paul, 
Minn. The life insurance affiliate of St. 
Paul Fire and Marine, Western plans to 
complete its switch of operations to a 
new $6 million St. Paul-Western head 
quarters by fall of 1961. 


R. B. Richardson, president of Western 
Life; T. P. Patterson, first vice president 
and Robert L. Utne, CLU, agency vice 
president will address the meetings and 
lay out company goals for 1961. The 
agents will also receive information and 
sales aids from officials of Western’s 
Group insurance, accident and sickness 
and advanced underwriting departments 

Conferences are being held in Wichita, 
Orlando, Dallas, Denver, Birmingham, 
Albuquerque, Phoenix, Salt Lake City, 
Helena, Seattle, Cincinnatti, San Fran- 
cisco, Toledo, Los Angeles, Omaha and 
St. Paw 
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National L. & A. Appointments 


William F. Barry, associate general 
counsel, was made vice president and 
general counsel, National Life & Acci- 
dent, Nashville, re which capacity he 
succeeds Douglas Henry who retired at 
the end of the year. Walter M. Robin- 

Jr., assistant general counsel, was 





WILLIAM F. BARRY 


made associate general counsel. 

J. Pat Maxwell, manager of the east- 
ern territory in the real estate and mort- 
gage loan department, was made assist- 
ant treasurer. Norman M. Hughes, vice 
president and chief actuary, was elected 





WALTER M. ROBINSON, JR. 


to membership on the company’s execu- 
tive committee. 
Careers 

Mr. Barry, a former assistant attor- 
ney general and solicitor general of the 
State of Tennessee, has been associated 
with National Life since 1951, and has 
been a member of its board of directors 
since 1944, He is also vice president and 
general counsel and a director of WSM, 
Inc. 

Mr. Robinson joined the company in 
1950 as attorney and was made assistant 
attorney general in 1953. Among his 
other distinctions, he holds the degree of 
CLU, having completed this course of 
graduate study in three years, and has 
served as instructor of classes of CLU 
aspirants in Nashville. 

Mr. Maxwell was associated with Pru- 
dential 12 years before joining National 


Life in 1959. A native of Alabama, he 
went direct from Auburn (Alabama 
Polytechnic Institute) into the Air Corps 
and after a distinguished record in the 
78th Fighter Group, joined Prudential. 
He is a senior member of the Society 
ot Residential Appraisers and vice pres- 
ident and a director of its Nashville chap- 
ter, and is also vice president of the 
Tennessee chapter, the American Insti- 
tute of Real Estate Appraisers. 


Mr. Hughes who is vice president and 
chief actuary of National Life has per- 
formed exceptional service in the past 
few years, first as a member of an ad- 
visory committee invited by the U. S. 
Treasury Dept. to present the industry 
point of view to the legislative and treas- 
ury people who were preparing plans 
for changes in the federal income tax 
law, and more recently as a member of 
the Joint Advisory Committee on Inter- 
pretation of the Federal Income Tax Law 
as it applies to life insurance companies. 
He is a member of the Board of Gov- 
ernors of the Society of Actuaries of 
which he is a charter Fellow. 


BUILDING FOR TOMORROW! 


For the third time in its 110 years, Phoenix Mutual announces plans for a new 
Home Office building to meet the demands of present and future growth. This 


iS a Significant step . . . 


for it is a direct result of the confidence placed in the 


Company by many thousands of families and business owners who are building 
programs of life insurance savings and protection to meet tomorrow's needs. 


ASSETS 


United States Government Bonds 
All Other Bonds ienbiais 
Bo ee First Mortgages on Real Estate 
* Real Estate (Including Home Office) 
RE: ccna 
Policy Loans 
Cash 
Other Assets 


LIABILITIES 


Reserves for Insurance and Annuities 

Policyholder Funds at Interest 

Reserves for Dividends Payable in 1961 

Incomplete Claims 

Reserves for Taxes and Miscellaneous Purposes 

Contingency and Security Valuation Reserves 
Surplus. ........ 


Total 


$ 37,868,986 
344,124,342 
377,331,222 

19,062,718 


19,163,854 


73,402,696 


3,536,373 


19,941,662 
$894,431 ,853 


$677,586,424 
120,373,957 


12,664,268 

3,161,735 
19,295,898 
11,331,880 
50,017,691 


$894,431,853 





PHOENIX MUTUAL LIFE INSURANCE 





OF ‘HARTFORD, CONNECT: 1CUT . 


Gadness Regional V. P. 


Election of G. E. Gadness, Chicago, as 
regional vice president of California Life 
has been announced by B. N. Nemerov, 
president and chairman of the board. 
Mr. Gadness has been director of the 
Chicago regional office for the past two 
vears. The promotion centralizes all 
Midwestern activities of the company in 
Chicago. Regional offices in Minneapolis 
and Detroit are operated under the 
supervision of regional directors. 





natin. ita ocee | 
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V. P.-Treas. Manhattan Life 


FRANK J. FINAN 


Frank J. Finan as been elected vice 
esident and Treasurer of Manhattan 
ft New York, it was announced by 
Company President Thomas E Lovejoy, 
ly 
Mr. Finan has been with Manhattan 
Life since 1937, wit the exception of 
ee and a half vears my service dur- 
World War II. Upon his return to 
e home office at the end of the war, 
é s engaged ] nodes ex 
led mortgage loan program. He be 
ame assistant treasurer in 1955 and 
easurer 1958 
Mr. Finan is a member of the Ameri- 


Institut f Real Estate Appraisers 


e Real Estate Board of New 


Colonial Promotes Manto 














The promotion and appointment of 
Peter F Mant ) as manager of the M an 
1 ittan, N \ \ yr] lyr in *h office oft 

aul Life Ss ant by Ri a 

D Nels executive ri pre lent 
MV e locate Manl t his branch 
ilso Bronx. M Manto, a 
rative rk and graduate i 
arril School, began his Co 
al ge! 1 he New K 

D g S rst vea 

l e qua ied yr the « m 
ny’ aniza The Pres 

le 
I S moted e€ posi 
) nage Since assuming 
is position, he has ranked five times 
mong Colonial’s 15 top field manage 
This achievement qualified him for li e 


membership in the company’s CLIC Club 
He also served as secretary of the CLIC 


Club. Mr. Manto has completed Part I 


he LUT‘ uurse and most recently 
mpleted the LUTC course in accident 
1 health. He has also completed Co- 
I’ irse in field management 


Wilcox, Urciuoli, De Borst 
_Appointed by heron Life 


| il Life of New Yi appointed 
es F Wilcox, Ir. gener = agent at 
New London, Conn., Joseph R. Urciuoli 
neral agent at Syracuse, N. Y. and A 
H. De Borst general agent at Grand 
R iy) ls, Mi 
Mr. Wilcox is a ner New York Life 
gent specializing in business insurance 
1 estate planning 
Mr. Urciuoli had been with The Pru 
dential and was a staff manager with 
Unity Mutual Life. He was also a tele- 


vision actor and played semi-pro foot- 


Mr. De Borst founded the De Borst 
(seneral Agency in Grand Rapids in 1952. 
He at one time served with Metropolitan 


Life 





Life Institute’s Program 
Reaches 50 Million People 


Continuing emphasis on the unique 
values of permanent life insurance will 
be the theme of the Spring advertising 
program of the Institute of Life Insur- 
ance, according to Holgar J. Johnson, 
Institute president. 

The new series of advertisements 
builds on the base established by the 
previo Us “Unique 5 Advantages” cam- 
paign which appeared in the Spring and 
Fall of 1960. “The initial campaign laid 
the groundwork by outlining those char- 
acteristics of life insurance that no other 
form of protection, savings or invest- 
ment could provide,” said Mr. Johnson 
“The second series related these unique 
advantages to the important events in a 
man’s life. Now the appeal has been 
broadened to show the entire family the 
vital role life insurance can play in their 
lives.” 

As in the previous campaigns, the 
closing paragraph of each ad in the 
series is identical: “The wise family 
head carefully estimates his family’s 
future needs, then plans his life insurance 
accordingly. Since family circumstances 
ften change, many couples review their 
programs with their life insurance agent 
each year. In this way, they get the 
most from the unique advantages of their 
life insurance. 

Each ad will be carried in 575 daily 
or Sunday newspapers reaching more 

han 50 million people in 363 communi- 
ties. The series began during the week 
of February 27. Subsequent advertise- 
ments will appear every other week end- 
ing on May 15 

Member companies and their agents 
have been offered a promotion program 
designed to tie into the campaign and to 
alert people in local communities to the 
messages. 

Reprints of each advertisement have 
been made available, as well as other 
supplementary material including direct 
mail encl psures. posters _ speeches. 

Research studies on the first elements 
of the campaign sh he that public un- 
derstanding and acceptance of “The Five 
Unique Advantages of Life Insurance” 
was unusually str Booklets and 
pamphlets iagporting the theme will 
continue to be distribut ec 1 by the Insti 
tute to comps anies and the general public 
during this phase of the campaign 


Ostrand Asst. Agency Supt, 


G. Walter Ostrand, Jr. has been ap 
pointed assistant supe rintendent of agen- 
cies and Robert W. Goodwin has been 
named as agency divisional assistant 
for Lincoln National Life it is announced 
by Henry W. Persons, vice president and 
director of agencies 

Mir. Ostrand entered life insurance in 
1950 as an agent, and his background 
includes successful experience as a brok- 
erage manager and later as a district 
manager. 

Mr. Goodwin became associated with 
life insurance in 1958. Prior to this he 
had served as an administrative assistant 
to the vice president of sales for a major 
airline, 


Advisory Council Chairman 


Dwight E. Styne, General American 
Life’s general agent in Honolulu has 
become the 1961 chairman of the com- 
pany’s General Agent’s Advisory Council. 
The five-man council was established in 
1950 to make available to the officers 
of the company the advice of individual 
General Agents and to provide a means 
through which a cross-section of field 
opinion could be obtained. The Council 
considers methods, practices and policies 
from the standpoint of the interests of 
the company and its policyholders as well 
as field representatives. 

James E. Gilles, general agent in 
Columbus, has been appointed to a five- 
year term on the Council. The agency 
headed by Mr. Gilles ranked second in 
the company in 1960 and paid for a life 
insurance volume 50% higher than in 
1959. 








LIFE INSURANCE 
PURCHASED ON 


R E a E WA L S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. PLaza 3-2826 















One of a series 







How far is it 
to Portland? 








Well, about 25,000 
miles in the direc- 
tion you‘re headed. 











Direction plays a vital role in the training of 
our field men. For only by directing our efforts 
toward building the man — by guiding him in all 
phases of his personal growth — does the successful 
salesman emerge. 


In the process, we make available the best sales 
tools and provide careful training, guidance and 
supervision. Out of the mold of consideration and 
understanding comes a man of greater stature and 
income — who is a happy member of his community 
and a credit both to himself and to the name of 
Union Mutual. 





UNION MUTUAL 


America’s 8th Oldest Life Insurance Compan 


y 
Home Opie Pvt IV AA INE 
Carlton G. Lane, President / John Carnochan, Executive Vice President 
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Heads Company News Bureau 





FRED W. WACKERNAGEL JR. 


Fred W. Wackernagel Jr., a former 
New York City newsman, has been ap- 
pointed director of National Life of 
Vermont's news bureau, effective March 


\ new unit in the company’s public 
relations hg ae which is headed by 
Richard z Jottamini, the news bureau 
will nt Maiet handle publicity for Na- 
tional Life’s nationwide field force. 

Until recently Mr. Wackernagel man- 
aged the Vermont News Bureau as a 
branch of Wolcott & Associates, Inc., a 
New York and Los Angeles public rela- 
tion firm. The bureau was absorbed last 
autumn by Management Counselors, Inc., 
a New York public relations concern of 
which he then became managing director. 

Previously Mr. Wackernagel was an 
editor and feature writer in New York 
City for the Associated Press radio news 
division and was in the public relations 
department of W. R. Grace & Co., inter- 
national transportation and manufactur- 
ing firm. He was also with the United 
Press in Washington, D. C. 

He is a member of the Overseas Press 
Club in New York and the Public Rela- 
tions Society of America. 


Carl Rasch Dies; Former 
Western Life President 


Judge Carl Rasch, 94, director and 
general counsel of Western Life, died at 
his home in Helena after practicing law 
in Montana for more than 70 years. 
Born in Germany, he came to this coun- 
try in 1884. He worked on a farm in 
lowa and later attended Cornell College, 
Mount Vernon, lowa, where he obtained 
his Ph.B. degree in 1889. His first ex- 
perience with the life insurance business 
was obtained as a part time life insurance 
salesman while attending Cornell. 

In 1928 Judge Rasch was elected a vice 
president of Western Life and named 
to the presidency in 1933. He served as 
president until 1938. 


WIN PRESIDENT’S TROPHIES 

Three agencies of Northwestern Na- 
tional Life, the Montana agency at Great 
Falls, St. Cloud district agency at St. 
Cloud, Minn. and the Billings district 
agency at Billings, Mont. were awarded 
President’s Trophies by John S. Pills- 
bury, Jr., Northwestern National pres- 
ident, for their growth records in 1950. 

In the competition the Montana agency 
headed by Harold F. Rose, was first in 
Division I, composed of 28 agencies of 
similar size, the St. Cloud district agency, 
led by Richard H. Raiter, was first among 
30 agencies in the Division I] and the 
Billings district, under Harold E. Koontz, 
was first among 28 agencies in the Divi- 
sion III. 


Louis R. Menagh Elected 


Director Life Association 


Louis R. Menagh, president of The 
Prudential, has been elected a director 
of the Life Insurance Association of 
America, it was announced by Bruce E. 
Shepherd, executive vice president of 
the Association. 

Mr. Menagh became the eighth pres- 
ident of The Prudential last month, fol- 
lowing service as executive vice presi- 
dent. He joined The Prudential while 
still a student at Rutgers University and 
has been with the company on a perman- 
ent basis since 1914. Mr. Menagh was 
elected vice president and comptroller 




















Agreements. 


However... 


Hartford Life Promotions 


At Hartford Life, a member of the 
Hartford Insurance Group, W. Tris 
Stevens was elected assistant actuary; 
John F. Guion, CLU, assistant director 
of sales; and Leonard J. Watson and 
David H. Berg were elected assistant 
secretaries. 


in 1947 and executive vice president in 
1957. 

He has taken a leading role in the life 
companies’ efforts to establish and main- 
tain an equitable income tax formula for 
the business. 


Let’s talk 





A place for everything . 


benefits than her husband could ever have afforded . . 


and let 


No doubt about it. 


kind most likely to offer the most tangible... 


agents who sell it. 


Tk M 


...and its proper place 


We were pleased when a certain young widow received substantially more 


It was good, also, to see how term insurance helped a promising young business 
man. With his temporary, low-cost protection, he gained peace of mind... was 


better equipped to protect his frail capital, to plunge ahead into the fray. 


’s face it... 


short. Quite possibly, you deprive him of guaranteed savings, available through 
steadily built-up cash values. You may deprive him of the guarantees of protection 


as long as needed, at a level premium he can afford. 


. term plans, in proper perspective, 


for low-outlay, temporary protection. 


But at General American Life, the emphasis is on permanent life insurance... 


the kind most likely to be of long-lasting benefit to the people who buy it... the 








. - 
eRe mourners ogra 










.and everything in its place, That's General American 


Life’s philosophy on term insurance. 


. because of Family Income 


. sell a man term insurance and you often sell him 


can meet special needs 


and intangible... 





Woodmen Convention 
The national convention of Woodmen 
of the World Life Insurance Society will 


be held in Los Angeles July 3l-August 3 


it was announced by President J. R 
Sims. The convention earlier had been 
scheduled for Atlanta, Ga. At Los An 
geles, the delegates and guests all will be 
housed and all activities held in the 
Biltmore Hotel, in contrast to Atlant 
where it would have been necessary to 


utilize several different housing facilities 


Some 1,000 persons will attend the con 
vention. 


returns to the 








HOME OFFICE: 1501 LOCUST STREET, ST. LOUIS, MISSOURI 
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Aqueduct Brokerage Co. 
Named by Northeastern Life 


ELLIOT LEHRFELD 


is been ap- 
theastern 
t Ozone 





Co-general agents in the agency are 
Elliot Lehrfeld and Hyman Gomer. Mr. 
Lehrfeld joins the company with many 





vas a pe 








WLRT Committee Heads 


Helen Millett 


1961 chairman of the 




















Women Leaders Round Table has an- 
nounced the committee hairmen w 
Ww SE e that i it 1 duri 1961 
7 are: M p, Mary C. Me- 
Keon, division manager, Prudential, 
Montclair, N. J.; lget, Florence E 
Lorf, Penn Mutual, Detroit; registration 
Lillian L. Probst, nklin Life 
Col bia, Tex incations 
B Mutual {) W y K 
4 National Quality Award 
Hallib 1, CLU, Union Cer 
Memphis; legislation, Alberta M 
supervisor Na I al Life ( \ € 
r histor Hermine R. 
msi _ New York City educz 
TZ lelson strict manager, E 
table Life As eS ety, New Y 
City: 1 pa nta 1 Ethel I 
Karene, CLU, Il Ce il Life, New 
York Gi 
This year 
f he Wome 
vhi Tigi Ai€ 
Women’s Q 
Table. The g 
he organization representing 13 com- 
rown over the years to its 
bers, represen 50 
States, the District of 
ad 1 the West Indies 


f name from the Women’s 
m Dollar Round Table 
Leaders Round Table was 
ip at the Detroit 





to the Wome: 
voted by the membersh 
Convention in 1957. 


ving with Mrs. Millett on the 
ittee of 1961 are: Arlene 







n, John Hancock, 


Cl public 





A; 
Life As- 
1d Norma J 


Pension 


irance Society, Roanoke; 


Austin, arrangements chairman, 
Funds, Inc., 


Detroit. 








Conn. General Passes 
$11 Billion in Force 


For Connecticut General Life of Hart- 
ford, 1960 was a year of progress, ac- 
cording to Frazar B. Wilde, chairman 
of the board and president. In the 
preliminary report to stockholders, Mr 
Wilde said the company passed the $11 
billion mark in life insurance in force 
and paid out more than one-quarter 
billion dollars to policyholders and bene- 
ficiaries. Of all benefits paid by the com- 
pany during 1960 75% went to living 
policvholders. 


For the second consecutive year the 
company added more than $10 million to 
funds for extra security for policyholders 
and beneficiaries. Total funds for this 
purpose now stand at $156,997,909. 


Payments received from policyholders 
during 1960 on all lines of individual and 
group life, accident and health insurance 
and pensions amounted to $378,925,620. 
Total sales of new life insurance, both 
on an individual and Group basis, were 
$1,312,137,823. For the first time sales 
of new Group life insurance surpsssed 
one-half billion dollars in one year. Divi- 
dends paid to stockholders during the 
year totaled $2,880,000. 


SPECIAL 


REPORT 
FROM 


Schwemm Agency Sales 
February sales in the Earl M. 
Schwemm Agency, Chicago Branch of 
Great-West Life, have passed the mil- 
lion dollar mark, bringing to 200 the 
number of consecutive months of a mil- 
lion or more of production. 

The pattern of million dollar months 
began in July, 1944, and business has ex- 
ceeded that figure every month since. 
The average for the 200 months is ac- 
tually closer to $2 million. The agency's 
total production in 1960 was $27,600,000. 


CHICAGO: 


400 


100 








Today our ordinary sales (exclusive of 


group and reinsurance) are approximately 
400°; ahead of 1958 and 100% ahead of 


1959. There is only one reason—we are sales 


minded. Perhaps you are the General Agent 


seeking sales success. If so write: 


Since 1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 


209 S. LASALLE STREET + CHICAGO 4 


Operating in 48 states and the District of Columbia 


» ILLINOIS 
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Director of Research 





























































































































WILLIAM B. BUCKMAN 
William C. Safford, president of West- 
ern and Southern Life, announced the 
appointment of William B. Buckman 
as director of research. In making this 
announcement, Mr. Safford commented, 
“We are in an era of rapid and some- 
times unpredictable changes. A progres- 
sive organization must be scientifically 
aware of trends and developments af- 
fecting the entire scope of its opera- 
tions. Comprehensive facts, thoroughly 
tested by adequate research, can make 
a tremendous contribution in meeting 
the challenges and opportunities of the 
1960's.” 

Mr. Buckman received his Bachelor’s 
Degree at University of Mz ae and 
iis Master’s Degree at George Washing- 
ton U niversity. He has a record of out- 
standing achievement in economics and 
business research for private business 
and government. 


IBM 7070 System Installed 
At Pan-American Life 


The IBM 7070 transistorized com- 
puter system was delivered to the Pan- 
American Life Home Office in New Or- 
leans recently. This highly modern com- 
puter system is designed to greatly speed 
up the overall business operation of 
Pan-American Life. As an example, at 
present nine hours are required to main- 
ain and up-date the company’s master 
v9 icy records. This data processing 
system will do the same job in 90 min- 
utes. Average addition on the 7070 com- 
puter is executed in less than one-ten- 

thousandth of a second. The system is 
modular in design and composed of 18 
separate units. 

The System is composed of two com- 
puters, the IBM 7070 and the 1401. This 
gives Pan-American Life a degree of 
flexibility in a work not possible 
by former methods. The 1401 system is 
a self-contained data processing unit and 
a high speed car-to-magnetic tape con- 
verter. It is also a high speed printing 
system, operating at a speed of 600 
lines per minute. 

The 7070's design permits it to grow 
and adjust with the growing needs of 
Pan-American Life’s business. The 7070/ 
1401 computer system was specifically 
built to Pan-American Life’s needs at 
a cost of over $1,000,000. 

A Pan-American Life spokesman 
stressed the fact that although the “space 
age” computer system will increase the 
speed of processing work of the com- 
pany many times, not one person con- 
nected with the company will lose em- 
ployment because of the installation of 
this system. 


Winnipeg—Great-West Life recorded 


gain of 13% over the previous record 
set in 1959. This and other new high 
records were reported by D. E. Kilgour, from premiums 
president, to the company’s annual meet- $159,975,000. 

ing. 

Steadily rising investment earnings en- 
abled the company to pay increased div- 
idends to policyholders and, at the same 
time, make the largest addition to sur- Total 
plus funds in its history. 


Total business in force reached $5,091,- 


interest earned 


premiums 





Great-West Had 13% Gain 0,000 by year-end. 


over 42% is owned 


investment assets the National 
rose to 5%. The company’s total income 


Great-West Life’s 








Of this amount, NALU COMMITTEEMAN 
licyhold A by United States Howard W 
1 y ers. Assets had i sased $48,- ‘ 
new high sales of $667,329,000 in 1960—a §00,000 to $791,494.00. Sonya —— 


. Ogden, CLU, Northwestern 
2 4 al, Ogden, Utah, has been named to 
The net rate of the 1960-61 membershi p committee of 
Association of Life U nder- 
writers. Mr, Ogden, national committee- 
man for the Ogden Association of Life 


Underwriters, ees Ralph J. Hill, 


investments was 


Group insurance CLU, Salt Lake Ci as chairman of area 
business continued to grow and at year- 10—C sk srado, eer " Mexice » Utah and 
end Group life insurance and annuities Wyoming. 

in force stood at more 


than $2.5 billion. Mr. Ogden’s appointment is announced 
individual and by NALU Membership Committee Chair- 


Group health insurance were $28,862,000, man Philip A. Hoche, CLU, Kansas City 
compared to $25,666,000 in 1959. 


Life, Winter Park, Fla. 






BERKSHIRES 


Berkshire Life’s Project One is PERSONAL INSURANCE — Both new 
the Insurance BREAKTHROUGH of BREAKTHR | lines include extensive options 
the 20th Century, incorporating e for men and women; add-on rider 





advances in an entirely new line 
of Life and Insured Pension Plan 
policies that provide unprecedented 


provisions for low-cost family 
coverage; liberal conversion; 3 
choice of low premium or high cash 


values and flexibility at unusually value coverages to meet every 

low cost. INTRODUCES prospect’s present and future 
needs from infancy to retirement. 

NEW VALUES introduced in the 4 ; 

Project One BREAKTHROUGH are CENTU RY S BUSINESS INSURANCE — No business 

created through use of the 1958 CSO insurance prospect need be lost. If 


Mortality Table and a new policy 


maximum protection at low outlay is 

ricing system, Berkshire is one of the required, the Berkshire has it. If the 
pricing sy 

first to come out with the all new buyer wants high early cash values 


lower premium schedules which 


with a one year term dividend 


the new tables make possible. - option, Berkshire’s new line 
In addition, the Company offers can provide just that. 


two lines of policies, a low 


premium line and a high NEW INSURED PENSION PLANS 
early cash value line, And are offered by a Company 


full commissions are 
payable on both lines. 








UNPARALLELED 
FLEXIBILITY is 
the backbone of 

the entire new... 


that has specialized 


in this field... and 
NCE provides a unique, 


comprehensive 


system to its 
RWRITING Agents and Brokers 


for engineering, 
installing and 
maintaining 
low-cost 


pension 
E plans for 
WRHRSEAEECE E_E EE organizations 


of every size. 





OUTSTANDING QUALITY has distinguished Berkshire coverages 
for over a century. One of New England’s original mutual 
companies, Berkshire today steps out into a new era of growth 
and development, with a proudly preserved reputation for service 
to policyowners. 


ADVERTISING AND PROMOTION COORDINATED 


The Project One BREAKTHROUGH gives Berkshire Agents and 
Brokers more to sell... and helps them sell it, too! Specially- 


prepared Project One BREAKTHROUGH promotion material equips 
every Berkshire Representative to earn more income by coordi- 
nating his local promotion efforts with a consumer advertising 
program in the Wall Street Journal. 


Watch these pages for more news about the Project One 
BREAKTHROUGH, aS Berkshire Life pioneers with exciting new 
approaches to the personal and business insurance markets to 
help its Agents and Brokers break through to new high produc- 
tion levels. 


BERKSHIRE LIFE INSURANCE COMPANY e PITTSFIELD, MASS. © A MUTUAL COMPANY FOUNDED IN 1851 
Life, Accident &. Sickness, Pension Plans, Annuities 
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Aetna Life Announces During the year, Mr. Beers noted, 


oO ( s b K r @ $5 1 oO 
eround was broken for a new nillion SUPERVISOR WANTED 


Large 1960 Increases additic m to the companies’ home office. 


The number of employes at the home 
office and at the companies’ field offices 


TOTAL IN FORCE $243 BILLION throughout Connecticut rose to 5,500, an 


increase 





Must have good record personal production. Salary and commission. Established 
paren l of 450 agency of large company. Our agents know of this advertisement. Reply Box 
Ww. 2883, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 


For Recruiting and Training 








Report of President H. S. Beers on Last The number of policies, certificates 
Year's Operations; Record Group and bonds in force in the companies in 
And A. & H. Increases creased to 15,250,000 during the vear 
oe Total premium income was $1,175,285,000 ° 
Substantial gains in ae protec- In the Aetna Life, new individual life Estes Supt. of Agencies 
tion written and a new high for bene- insurance written was up $47.6 milli on Piedmont Southern Life of Atlanta has 
fits paid in a sing sle year were reported to $667 million for the year, raising the appointe 1 Jack F. Estes superintendent 
for 1960 by the Aetna Life Affiliated amount in force to nearly $4.6 hilliv of agencies. He was formerly assistant 
Companies anes S. Beers, president, New insurance sold on Group life ees general agen! for another company at 
announced these results in a report On employe ins surance plans amounted to \tlanta 
last year’s operations of Aetna Life, nearly $14 billion. Insurance in force in aan 
yg Casualty and Surety and Standard the cous, degostanent at the end of 1960 Regional Group Manager 
i was + , 
The aawsher of claim seymente made fs 38: cen cc ag ae a Thomas H. Kennedy has been named 
to or for policyholders totalled 6.400.000 $793. “il; : : eee eee Group manager by Western Life, life 
ic) sss : $793 million, an increase for the yea insurance affiliate of St. Paul Fire and 
for a record $742 million in benefits of $61 illio Assets rose $230,538.39 beatae rane E Rh 
ue , f $61 million. ets TOSE PLIV,II5, Marine Insurance Co. He will direct 
More than $2 billion in new individual — to $4,031,107,933 Western's Group insurance operation 
and Group life insurance was written Surplus available for policyholder n Ohio, Indiana, Michigan and Ken- 
luring the year, while the total amount protection increased to more than $355 tucky, serving area representatives of 
of life insurance in force rose to $24.3 million Western Life and St. Paul Fire and 
billion — Marine from new offices at 720 Superior 
In 1960, more than 10,000 new Group ; oe Building, Cleveland. 
insurance cases were written, a record +s Formerly associated with the Life In- 
number for one year. A record gain in Votes 50% Stock Dividend surance Company of North America as 
group and individual accident and healt} Directors of Continental American Life Group field representative, Kennedy has 
increased volume in these lines to $37 5 of Wilmington, have voted a 50% stock six years experience in the group in- 
million dividend also 50¢ a share cash dividend. surance field. 
a 








my income 
increased ten times. 





SIDNEY C. ORY 


Mr. F. J. O’Brien, Vice President Lafayette, Louisiana 
Franklin Life Insurance Company January 13, 1961 
Springfield, Illinois 

Dear O’B: 


Recently I completed my tenth year with the Franklin Life and I can hardly express my 
deep appreciation for the wonderful things that have happened in that decade. In the 14 
years of my previous insurance connection, I enjoyed many honors, and qualified for all 
honor clubs and conventions based on production. But I was never able to attain the sub- 
stantial income that I felt my work and efforts had earned. In fact, I seriously considered 
leaving the business, even though I loved it, and enjoyed the work. 

While making these decisions back in 1949, it was my good fortune to contact Franklin’s 
Regional Manager B. B. Johnson in New Orleans. The result has completely changed ~ 
life. In ten years, my income has increased more than ten times over the previous hig 
And while this is by no means the sole measure of happiness and success, it does contribute 
greatly to job satisfaction. And I have thoroughly enjoyed my work as a Franklinite, with 
an appreciation of the business that I never knew before. 

I have been able to send my daughters through college, with no financial strain. They 
each have their own automobile; as does my wife. We own a lovely home in a lovely 
neighborhood and enjoy membership in our Country Club. These are many of the extras 
made possible by good income. I have also found time for much civic work as a result 
of the freedom of my status as a Franklin Life representative. 

I sell nothing but Franklin exclusives. This makes me different from all the other 
life insurance men. And it makes it possible for me to bring a new approach to the solv- 
ing of family problems, and creation of family security for my clients. I feel a deep sense 
of appreciation and enjoyment in being associated with a truly great life insurance com- 
pany. And I look forward to long years of continued happy association. 

Cordially, 
Sidney C. Ory 





Lhe Friendly 
WIRANTRIGLIDN ILI coimany 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U. S. 
devoted exclusively to the underwriting of Ordinary and Annuity plans. 























Over Four Billion Dollars of Insurance in Force 
ee 








Republic National Life 
Agencies Superintendent 





PATRICK J. TURNER 


Appointment of Patrick J. Turner as 
superintendent of agencies for Republic 
National Life, Dallas, has been an- 
nounced by H. R. Hunke, vice president 
and agency director. 

A native of Minnesota, Mr. Turner 
attended grammar and secondary school 
in Minneapolis. Following a tour of 
duty in the Air Wing of the Navy, he 
was graduated from the University of 
Minnesota in 1948, 

\ former FBI Agent, the new super- 
intendent of agencies first became asso- 
ciated with the life insurance industry in 
personal production. After establishing 
an outstanding record in the field, he 
moved into the home office of a large 
midwestern life insurance company as a 
member of their agency management 
staff. 

Mr. Turner will office in Louisville, and 
be responsible for development of Repul )- 
lic National Life’s expanding general 
agency operation in the Ohio Valley area. 


U. S. Life General Agent 

United States Life has appointed Ad- 
vanced Underwriters, Inc., as general 
om in Grosse Pointe, Mich, Clinton 

. Laux, mid-west region superintendent 
of agencies for the company, in his an- 
nouncement, said that Robert H. Hawk- 
ins, CLU, will be president of the agency. 

Mr. Hawkins entered the life insur- 
ance business in 1946. His experience 
has included both personal production 
and brokerage management. Mr. Hawk- 
ins’ memberships include the Detroit Life 
Underwriters, the Detroit Association of 
Insurance Agents and the Grosse Pointe 
Exchange Club. He has completed both 
his LUTC and CLU studies. 


Crown Increases Dividends 

New dividend scales were announced 
by A. F. Williams, vice president and 
managing director of Crown Life in 
Toronto. 

Dividend payments in the year follow- 
ing introduction of the new scales will 
show a 9% increase over payments by the 
present scales. The rate of interest al- 
lowed on funds left on deposit, including 
dividend "ae is also increased 
by 4% to 3%49 


Fargo General Agent 
Guardian Life has appointed Melvin 
J. Berg general agent at Fargo. Vice 
president of the Fargo Life Underwrit- 
ers Assn., and a director of the Red 
River A. & H. Assn., he is active in 
community affairs. 
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President-Elect Bar Assn. 








































































































Under-wood & Underwood 
SYLVESTER C. SMITH. JR 


Sylvester C. Smith, Jr., general counsel 


of The Prudential was nominated pres- 


ident-elect of the American Bar Asso- 
ciation at its meeting in Chicago -last 
week. He will be formally elected to 
that post at the ABA convention in 
August at St. Louis when the present 
president-elect, John C. Satterfield of 
Yazoo City, Miss. moves up to the 
presidency and Mr. Smith will assume 
the presidency in August 1962. 

Mr. Smith has been active in ABA for 
many years and is a past chairman of the 
House of Delegates, has been chairman 
of the Administrative Law Section and 
on the Board of Governors. 


Chesapeake Life Proposes 
Five-for-One Stock Split 


Chesapeake Life, Baltimore, has pre- 
sented to its stockholders for approval 
on March 6, a proposed split-up of their 
stock on the basis of five shares for each 
share held. This would increase the 
number of authorized shares from 100,- 
000 to 500,000. After approval by the 
stockholders, the plan is subject to ap- 
proval of the State Regulatory Boards 
and the Securities and Exchange Com- 
mission. 

In making the announcement, president 
of the company, Leonard H. Rosenberg, 
stated that the company had just com- 
pleted its most successful year of oper- 
ation. The total admitted assets during 
the past year increased by 12% and 
were over the one million dollar mark, 
income increased by 50%, policyholders’ 
reserves by 80%. The net increase in 
life insurance in force was six million 
dollars which is a 50% increase and the 
largest in the company’s four years of 
business. The company is now admitted 
to do business in nine states. 


Aetna Advances Stotler 


Thomas R. Stotler has been made as- 
sistant secretary, life underwriting de- 
partment, of Aetna Life. Mr. Stotler 
joined Aetna Life after graduation from 
high school in 1941 and entered the life 
underwriting department in 1946 follow- 
ing Army service. He subsequently was 
advanced to senior underwriter and as- 
sistant chief underwriter before being 
made chief underwriter three years ago. 








Minneapolis General Agent 


Frank P. DeLuc has been appointed 
general agent in Minneapolis for Indian- 
apolis Life, Agency Vice President 
Arnold Berg announced. 

Mr. DeLuc was active in life insurance 
sales and supervision work in Fort 
Worth, Texas and Little Rock, Arkansas 
prior to moving to Minneapolis to start 
his own agency for Indianapolis Life. 


United Reports Gains 
Life insurance in force of United Life 
and Accident of Concord, N. H., in- 
creased 85% during 1960 to a total of 
$445,385,506, it was reported by Douglas 
B. Whiting, president. Considerable gains 
were also recorded in Group insurance 
which increased 14.2% and health insur- 
ance premiums in force rose to 29.5%. 
Assets of United Life were $47,133,977 
at the end of 1990, an increase of $3,- 
300,221. During the year United Life 
earnings before Federal income tax and 
before dividends amounted to $7.12 per 
share, as compared to $5.30 in 1959. 
President Whiting pointed out that 


Reduces Female Premiums 

Confederation Life Association, Toron- 
to, has reduced all premiums for new 
life insurance policies covering female 
lives. Previously, the same rates were 
used for both males and females. Divi- 
dends and non-forfeiture values remain 
the same for both males and females, and 
premium rates for policies issued on the 
lives of males also remain unchanged. 


a new high figure of $12,541 for the aver- 
age size policy was established by United 
Life in 1960. 


Burns Trophy Winner 


George J. Mucey, manager of the 
Washington, Pa., district office of Balti- 
more Life, was the 1960 winner 
company’s Burns trophy. By winning the 
trophy for the third time, the Washing- 
ton district became the permanent pos- 


of the 


sessor of the silver cup. The current 
award was in competition for seven 
years among the company’s 55 districts 
It is presented annually to the district 
with the best record for quality and 
quantity production. 

Presentation was made by 
Niles, president. 


Henry EF 
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NEW BUSINESS 
$144,525,366 


BUSINESS IN FORCE 
$1,013,704,411 


ASSETS 
$198,732,632 


PAID OR SET ASIDE 


FOR POLICYHOLDERS AND BENEFICIARIES 


$24,566,613 


CAPITAL AND SURPLUS FUNDS 


$15,299,152 


A COPY OF OUR COMPLETE ANNUAL REPORT SENT ON REQUEST 


When it comes to insurance...it’s 


Dominion 


for hfe 


THE DOMINION LIFE ASSURANCE COMPANY 


HEAD OFFICE: WATERLOO, ONTARIO 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, New Jersey 


* * * 


WALLACE LITCHFIELD, Branch Manager, Southern New Jersey 
130 North Broadway, Camden 2, New Jersey 


* * * 


BEN L. GOLDENBERG, C.L.U. General Agent 
1049 Asylum Ave., Hartford 5, Conn. 
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HANGES IN REINSURANCE 


Important changes in the worldwide 


reinsurance field have been cited by P 





Keller, chairman of the board of direc- 
tors of the Swiss Reinsurance Co. He 
fing hat numerous current mergers of 
large insurance companies in different 
parts of the world are enlarging the 
retained coverage capacities of such car 


s and thus reducing the volume of 


uusiness placed with reinsurers. As a 


result Mr 


SCOCK new 


Keller feels reinsurers should 


markets and more intensely 


cultivate markets in countries where 


einsurers are now doing business, such 


the United States 





One suggestion is to contact the small 
er insurance companies in the home cities 
where they are located Mr. Keller tells 
United States 


of a Swiss Re. unit in the 


setting up branch offices in Dall is, ( hi- 
cago and San Francisco “in order the 
better to cultivate on the spot connec- 


! 
In Canada 
Tx r¢ mite , 


tions with local companies.’ 
an office has been opened in 
instead of having business sought from 


New York 
Also the 

reinsurance 

lems, Mr 


units of 


increasing size of individual 


risks creates serious prob- 


Keller 


ndustrial production and trans- 


states Present day 


organizations make increasing de- 


port 


port 
mands on insurance, he holds, and highly 
expensive machine tools, electronic ma- 
chines and other devices can quickly turn 


what was formerly a normal insurance 


major claim.” 


make 
technical 


ss into a ‘spectacular 


~~ it is essential to liberal 


increases where possible in 


and free reserves when closing the ac- 
counts of any year. Also reinsurers 
should pay better attention to the qual- 
ity of risks accepted so as to reduce loss 


possibilities 


Among other problems mentioned by 
Mr. Keller is the 


limited 


introduction of un- 
liability risks 
3ritain 


coverage on auto 


in the Swiss markets. In Great 
coverage has 


Keller says 


abroad either is happy about a 


and France where such 
been tried in the past Mr 
“nobody 


practice which no clear-thinking and re- 


sponsible insurer can take lightly, be- 


cause in the extreme, but not to be ex- 


cluded, case it can threaten his existence. 


We consider introduction of unlimited 


cover to be a contravention of sound 


insurance principles, and are opposed 


to it.” 


Robert P. Crawford, vice president and 
director of the Glens Falls Insurance Co. 
and vice president of the National Life 
Assurance of Canada, has been elected 
a director of the life company, a mem- 
ber of the Glens Falls Group. Mr. Craw- 
ford joined the Glens Falls in July, 1937, 
following graduation from Dartmouth 
College. He held assignments as spe- 
cial agent in the central New York and 
Newark, N. J., territories until October 
1, 1946, at which time he was recalled 
to the home office and promoted to man- 
ager of the inland marine and automo 
bile departments. He was subsequently 
elected a secretary and in 1955 was ap 
pointed a vice president. He was elected 

1 director of the Glens Falls on March 
18, 1960 

* » 2 


Alice M. Campbell of the Boston office 
of the New York Underwriters Insur- 
ance Co., a member of the Hartford In- 
surance Group, marked her 25th anni- 
versary with the company on March 1. 
A graduate of Lexington (Mass.) High 
School, Mrs. Campbell is secretary to 
Clarence F. Campbell, state agent. She 
is president of the Lexington Auxiliary, 
Sons of Union Veterans of the Civil 
War and a past secretary of the Massa 
chusetts Department of the organization 
Mrs. Campbell also is a member of the 
Lexington Grange and the Ladies of the 
Grand Army of the Republic 


* * * 


Dr. Bernard H. Baum, director of 
Continental Casualty’s organizational 
analysis department, has been named a 
winner of the Business Administration 
and Social Science Doctoral Dissertation 
Competition sponsored by the Ford 
Foundation. Dr. Baum received his 
*h.D. in sociology from University of 
Chicago in 1959, and joined Continental 
Casualty in 1960, where he founded the 
department of organizational analysis. 
His winning dissertation, entitled “De- 
centralization of Authority in a Bureau- 
cracy,” examines human behavior under 
a program of decentralization of au- 
thority in the Federal Civil Service. It 
will be published this spring by Prentice- 


Hall, 








Matar 

WILLIAM T. WRIGHT 
William T. Wright and William H. 
Eyre have been appointed vice presidents 
of Sterling Offices, Ltd., with 
quarters in New York City. Mr. Eyre is a 
graduate of St. George’s School, New- 
port, R. I., and Williams College. He 
received his CPCU designation in 1954 
Mr. Eyre joined Sterling Offices in 1954 
and became assistant vice president in 


head- 









Matar 
WILLIAM H. EYRE, CPCU 


1959. Mr. Wright, a native of Montreal, 
Canada, entered insurance with the 
Guarantee ——— of North America 
in 1937. He came to New York in 1947 
in charge of the reinsurance branch and 
was made associate manager in 1955. He 
went with Sterling Offices in 1957 as 
assistant vice president and U. S. re- 
insurance manager of the Guarantee 
Company of North America. 





Dr. Norvin C. Kiefer, chief medical 
director of Equitable Life Assurance So- 
been cited for outstanding 
service to civil defense by the national 
Office of Civil and Defense Mobilization 
The award was made to Dr. Kiefer, also 
winner of the agency’s first Distinguished 
Award in 1953, for “invaluable 
personal contribution as an author and 
lecturer and for exceptional leadership 
in providing encouragement and infor rma- 
tion to American industry in preparing 
for non-military defense and survival.” 


ciety, has 


Service 








* * * 


Garnett E. Cannon, president of Stand 
ard Insurance Co.. Portland. Oregon. has 
been named to the advisory committee 
of a charitable trust fund established by 
a wealthy central Oregon sheep baron 


The trust fund was set up at the death 
of J. G. Edwards when he died in 1945. 
Mr Cannon has also recently been 


elected to the board of directors of the 
Portland C chamber of Commerce, and 
vice president of the Portland Area 


Council of the Boy Scouts of America 
* * * 
Paul H. Blaisdell, director of special 


activities, Insurance Information Insti- 
tute, will address a conference of Boy 


Scout Leaders on “Safety Through 
Scouting,” April 13 at Statler Hilton in 
New York. Sponsored by the Greater 


New York Safety Council as part of New 
York’s 31st annual Safety Convention 
and Exposition, the session will be ar- 
ranged by Thomas J. Duffy, division 
manager, loss prevention department, 
Liberty Mutual 


* * * 


Murray White. CLU, assistant general 
agent with the Berkshire Life, has been 
ni umed chairman of Life Insurance Divi- 
sion’s 1961 campaigns on behalf of Toint 
Defense hee al, it was announced by 
Richard Maass, chairman of ]DA’s board 
4 governors. Mr. White and a commit- 
tee of life insurance leaders, head the 
division’s drive for TDA. which will cul- 
minate in a testimonial dinner, to be held 


March 28 at the Commodore Hotel. 





John S. Thatcher, CLU, second vice 
president—underwriting of Colonial Life 
of America has been elected to member- 
ship on the Middletown, N. J., Board « 
Education. Mr. Thatcher started his life 
insurance career in 1948 and joined the 
Colonial in November, 1959, 

x | * 





WILLIAM M. REES 
William M. Rees has been elected <¢ 


member of the board of directors of 
Vigilant Insurance Co. He is a senior 
vice president of Federal Insurance Co., 
a director of Chubb & Son Inc. and 
the Colonial Life of America. 
+ * * 
Arthur H. Milleson, former clerk of 


the Ohio General Assembly and four- 
term member of the Ohio House of Rep- 
resentatives, has been appointed asso- 


ciate director of the Public Affairs De- 
partment at Nationwide Insurance. Mr. 
Milleson also has been a Nationwide in- 
surance agent for the past 15 years, 
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N. Y. Department’s Training Course for New Examiners 


State Insurance Departments through- 
out the nation are closely observing the 
manner in which the New York Depart- 
ment is conducting: its “on the job, and 
in-service training” of new examiners. 
New York is the only State Insurance 
Department which has _ established 
courses which will result in preliminary 
training for assignment to field work. 
The new people at New York Depart- 
ment are learning to prepare themselves 
for their permanent assignments in the 
Department. How to train examiners 
has long been a problem with State In- 
surance Departments. 

This educational process is under the 
direction of .the New York Depart- 
ment’s Auditing and Training Bureau, 
chief of which is Irving W. Wayman 
who has been with the Bureau 25 years. 
A native of Chattanooga whose family 
moved to New York City, he attended 
New York University School of Com- 
merce, Accounting and Finance, one year 
as a day student, the remainder in night 
sessions. His entire working career has 
been in Government service and his first 
oy oust experience was in 1924 when 
he became a provisional bookkeeper with 
the State Insurance Fund after which 
he worked for 15 months with the 
Federal Government as an_ Internal 
Revenue agent. He joined the Insurance 
Department in July, 1928 under Super- 
intendent James A. Beha as a junior 
examiner and was assigned to the Fire 
and Marine Bureau, chief of which was 
the late Albert N. Butler who sub- 
sequently left the Department to become 
a vice president of Corroon & Reynolds, 
Inc. 

In 1936 Mr. Wayman was assigned to 
the Audit Bureau as an_ assistant 
examiner and he acquired his present 
title in January, 1958. About that time 
the name of the Audit Bureau was 
changed to Audit and Training Bureau as 
it took on additional functions of train- 
ing new examiners and other Department 
personnel. It was then that the current 
method of the “On the Job and In- 
Service Training” program was adopted. 

Assisting Mr. Wayman in supervision 
of the Bureau activities are Abraham 


Gassner and Joseph Spirer, associate 
examiners, and ene Reid, Maurice 
Cohen and Loretta Murphy, senior 


examiners. 


Mr. Gassner, born in Brooklyn, worked 
as a bookkeeper and public accountant 
in the daytime while studying at New 
York University in the evening. He re- 
ceived three degrees from the university, 
became a CPA in 1931 and two years 
later was admitted to the bar. In May, 
1933 he entered the Insurance Depart- 
ment as a junior examiner in the casualty 
bureau under the late Charles Wheeler; 
was made a provisional associate exam- 
iner in 1956 in charge of the training 
program and in 1958 was_ appointed 


associate examiner in a training Bureau 
on a permanent basis, 


Mr. Spirer, a native New Yorker, was 
valedictorian in a public school; planned 
to teach bookkeeping upon receiving a 
Bachelor’s degree with teacher’s certi- 
ficate from City College in 1934. How- 
ever, he entered the accounting and in- 
surance brokerage fields. In 1948 he 
joined the Insurance Department as a 
junior examiner. After several years 
field work with the Property Bureau he 
was transferred to Auditing and Train- 
ing Bureau and is now associate insur- 
ance examiner in connection with the 
Department, his work including job train- 
ing of new employes and audit opera- 


tions. 
The preparation of the “In Service” 
training course involved a tremendous 


amount of work in the New York De- 
partment. It resulted in the writing, 
editing, printing and distribution under 
the direction of Adelbert G. Straub of 
a seven-volume work bearing the title, 
“The Examination of Insurance Com- 
panies.” These exceedingly valuable 
volumes were written as a co-operative 
work by members of the Insurance De- 
partment and insurance company offi- 


cials, all authors having specialized 
knowledge. 
The books, edited and prepared by 


Mr. Straub when he was a Deputy 
Superintendent of New York, have 
proven a lifesaver for some State In- 
surance Departments as a guide in their 
own training of examiners. The volumes 
also provided the text material for such 
courses. Due to constant changes in the 
business of insurance and also because 
of numerous revisions, ie and 
new sections added to the New York 
Insurance Law the information contained 
therein is in need of considerable re- 
vision and re-editing as the last volume 
was published seven years ago. It is 
hoped by Chief Wayman of the Au diting 
and Training Bureau and his associates 
that a new revised edition will be printed 
eventually. Mr. Straub is now a vice 
president of the New York Life. 

The indoctrination of the trainees is 
in brief as follows: Directly on appoint- 
ment as examiner he is assigned to the 
Audit and Training division for a period 
of six months to a year. 

He receives instruction manuals out- 
lining the procedure to be followed in 
auditing annual statements of life, fire and 
marine, casualty, fraternal and other 
types of insurers. He is instructed to 
read, assimilate and analyze the informa- 
tion he finds in the statements. 

During this period he attends a series 
of 20 classroom lectures of two hours 
each. Individual items contained in the 
annual statements are explained, ques- 
tions are encouraged and a period of 
discussion set aside. In this manner the 
trainee becomes acquainted with insur- 
ance terminology, insurance accounting 
and the basic provisions of the New 
York Law and its regulations pert: ining 
to examinations of companies, 





DR. LOUIS I. DUBLIN 


The names of Dr. Louis I. Dublin and 
the late Dr. Clarence A. Kulp have been 
chosen to be inducted into the Insurance 
Hall of Fame which is located at Ohio 
State University, Columbus, Ohio. The 
induction will be on March 10. 

Dr. Dublin, formerly vice president and 
statistician of Metropolitan Life and 
who retired December 31 as consultant 
on health and welfare for Institute of 
Life Insurance, is a former vice presi- 





Upon entering the classroom a set of 
20 to 30 questions is given each trainee 
based on current reading assignmeiit. 
Approximately 30 minutes are permitted 
for the answers and then the papers 
are collected. The trainee then receives 
his previous quiz paper, with the in- 
correct answers noted thereon. A re- 
view of the quiz affords him the oppor- 
tunity to insert the correct answers to- 
gether with a brief notation of the rule 
involved. Time is permitted for discussion 
and questions are encouraged. These 
papers are retained by the trainee and 
serve as excellent reference material and 
for review when he prepares for the final 
examination in June. 

Within a period of a fortnight the 
trainee is given an annual statement 
to check and performs the substantial 
work in auditing the statement using his 
audit instructions as a guide. Later, as 
he attains a proficiency in checking he 
is assigned a company statement to re- 
vise. He writes letters to the company, 
makes necessary revisions in the state- 
ment and completes the audit. All of this 
is under the close supervision of an 
experienced examiner permanently as- 
signed to the Bureau. Thus, he obtains 
not only theoretical knowledge of insur- 
ance accounting but also practical experi- 
ence dealing with statement problems as 
disclosed in the audit. 

On completing temporary assignment 
the. trainee is transferred to a field 
examining bureau. 

While the Albany office has not the 
services of regular lecturers they do 
participate in the training program on 
an “extension course” basis. Similar 
treatment is accorded trainees who have 
been assigned to field examinations out- 
side of New York City. 

During their period of study the 
trainees have access to the library of 
the Department, which is in charge of 
Marion Owens, a former newspaper 
woman. The library contains many of 
the bound volumes of the Department 
since its establishment in the middle of 
the last century and also many books 
of court decisions affecting insurance 
litigation, or extracts from those deci- 
sions. The library is in the Depart- 
ment’s New York offices at 123 William 
Street. 


to be in Insurance Hall of Fame 








DR. CLARENCE A. KULP 


dent of American Health Association and 
of American Population Association and 
was vice president of American Association 
for Advanced Science. He was on Secre- 
tary of War Stimson’s committee studying 
the Army’s medical department in 1942. 
Dr. Dublin i is author of numerous books 
in fields of sociology, science, health, 
welfare and life insuranec. 

Dr. Kulp was dean of Wharton School 
of Finance and Commerce. In his early 
career he was a member of Pennsylvania 
State Government where he acted as 
chairman of State commissions on un- 
employment insurance and investigation 
of workmen’s compensation system. A 
former president of American Associa- 
tion of University Teac 1eTs of Insurance 
he was author of “Casualty 
Insurance,” “Social Insurance Coordina- 
tion,” and “Discounting on the Stock 


Market.” 


books on 


‘+ « 


New Post For IBM Executive 


International Business Machines Cor- 
poration announces the appointment of 
Gordun M. Moodie as director of per- 
sonnel, corporate staff. He was assistant 
general manager of the clectric typewriter 
division of IBM. Mr. Moodie succeeds 
Ralph Harris, Jr. who assumes a new post 
as special assistant to Gilbert E. Jones, 
president of the data processing division 

Mr. Moodie joined IBM in 1945 and 
subsequently served in sales and exec- 
utive posts in the electric typewriter 
division including field manager, assistant 
sales manager and manager of market- 
ing services. He is a graduate of Stanford 
University and did post-graduate work 
at George Washington University. 


* * * 


Moving Into Chase Manhattan 
Building 

The bank itself as well as some of the 
other tenants have started moving into 
the Chase Manhattan Building described 
by New York Times as “covering two 
city blocks and dwarfing everything else 
with its 60 stories above the street and 
five underground levels.” Located at the 
edge of the insurance district it has a 
total area of 2,250,000 giross square feet 
and a total price tag of $130 million. 
Observed the Times: “This behemoth 
has been five years in the making and 
will take about three more for final com- 
pletion. This is the kind of a monu- 
mental undertaking that would make a 
Pharoah or a Roman Emperor blush, 
and turn the Medici green with envy... 
In a remarkable deal with the City of 
New York involving urban planning, 
architecture, politics and cash Chase 

(Continued on Page 30) 
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Federal Reports An 
Increase in Earnings 


UNDERWRITING PROFIT MADE 


Donna, Airline Collision and Fire and 
Explosion on Tanker Reduced 


Profits; Surplus Increases 
Fede Co. and its wholly- 
wned su gilant Insurance Co 


in net operating in- 


t 


tax to $7,329,000 or 





in 1960 from $7,182.000 or 
$2.11 a share in 1959. These figures are 
sed on 3,396,707 shares, giving effect 


the 10% stock dividend paid in 1960, 


PERCY CHUBB 2nd 














rot giving effect to the 100,000 shares 
tha vere ssued in exchange for the 
stock Gre Northe Insurance ( 
€ € Cal 
lu Grea ern, net ope: 
ig s $7,559,000 or $2.16 a 
share n 496,707 s es Standing 
i C VCd { 
Fede ] Vigil s inderwrit 
ing in before income tax declined 
“om $5,004,000 to $4,664,000 or $1.37 a 
share Net 1 stment nceome, eX lud 
ng capital gains and losses but before 
come aX, amou ( $1.90 i share 
s against $1.65 a share in 1959. If Great 
Northe \ ed, ul lerw lg in 
1¢ \ 1 share n nves 
nent 
| SS it Great Northern 
as 57.3% expens¢ atio 35.2% 
giving a l rati f 92.5% as com 
ared with in 1959 
| Federa nd Vi e net 
premiums $/ 76,967, 437 ainst 
$72,836,345 in 1959 and $67,291,737 in 1958 
Pe Chubb 2nd, presiden n the 
annu eport » stockholders pointed 
at t ration in the loss 
a ’ T n erwriting income was 





r by three major dis 
Donna, the December 


. J 
riiners 


lis f two al approaching 
New York City, and the fire and ex- 
los n the super tanker “Sinclair 
Pe € ff the iS f Brazil 

At ( surplus to policy- 

iders amounted to eiz2,- 
645.000 1 »f $6.87 74.000 durin 
le yea assets on a Pim a 





lated basis totaled $238,744,000 and for 
Federal alone amounted to $225,063,000 
: ife insurance company sub- 


sidiary, Colonial a“ f America, re- 
Dp s sales oJ ear of $120,719,000, 
as mpared with 85 ,119,000 in 1959. 


American Reports 
Earnings Up In 1960 


NET PREMIUMS AT NEW HIGH 


Underwriting Profit Higher Than in 
1959; Net Investment Income at 
Peak Annual Report Shows 
Notwithstanding losses of nearly $5,- 
000,000 from a series of unusually heavy 
windstorms in 1960, the American In- 
surance Co. will report adjusted operat- 
ing earnings of $2.35 per share for last 
year as compared to $2.14 per share in 
1959, according to a preliminary sum- 
mary of operating results which is being 





ROBERT Z. ALEXANDER 


sent to stockholders by President Robert 
Z. Alexander 

Net written premiums increased to an 
all-time high of $183,912,897, a gain of 
$11,377,640 or 6.6%. There was a statutory 
underwriting profit of $1,077,481 whicl 
together with an increase of $344,257 in 
he equity in unearned premium re 
serves produced an adjusted underwriting 
profit of $1,421,738 compared with $1. 


i 
004,598 in 1959 






Losses and loss expenses were 61.6% 
of earned premiums, compared with 
00.2% in 1959. Underwriting expenses 
were 37.6% of net premiums written, 


down from 39.2% in 1959. Combined loss 
and expense ratios were 99.2%, compared 
with 99.4% in 1959 

Net investment income reached a new 
peak at $9,040,917, an increase of $625,- 
556, or 7.4%. Adjusted net operating 
profit was $9,764,532, or $2.35 per 
compared with $8,870,452, or $2.14 per 
share in 1959. 

Capital and surplus was $114,772,749 at 
December 31, 1960. an increase of $7,248,- 
428 during the year 


Rearden and Christensen Retiring as 


Loyalty Group Chairman, President 


William B. Rearden 
boards, and Walter J. 
dent of Loyalty 


chairman of the 
Christensen, presi- 
Group companies, will 


relinquish active duties early in Marcl 
1ey became eligible under the America 
Fore Loyalty Group retirement plan 





WILLIAM B. 


REARDEN 


hs ago but have continued to 
be active in order to speed the integra- 
tion of all segments of America Fore 
Loyalty Group operations. The Loyalty 
Group companies and America Fore com- 
panies affiliated in December. 1957 

Mr. Rearden and Mr, Christensen 
were both born and reared in Chicago 
and went into the Firemen’s of Newark 
organization as Middle Westerners 
While Mr. Rearden’s service with Loyalty 
Group commenced in 1929 when he became 
manager of Loyalty Group’s Los Angeles 
operations, he had previously been an 
America Fore fieldman in 1918 and 1919 
when he traveled lowa, Nebraska and Mis- 
souri for the Fidelity-Phenix Fire 

He was appointed second vice presi- 
dent of Loyalty companies in 1934 when 
he became manager of the Pacific de- 
partment at San Francisco. Later that 
year he went to the home office at 
Newark as executive vice president. He 
was elected president in 1956, and chair- 
man of the boards and chief executive 
ifficer in 1959 

He is a director of the 
its four affiliated companies; of the 
Continental, parent company of the 
America Fore Loyalty Group, and the 
Niagara Fire a member company. 

Rearden Has Held Many Posts 

Mr. Rearden has been a member of 
the executive committee of the Under- 
writers Salvage Co. of New York for 
some 25 years and has been president 
for the past six years. He is presently 
a member of the board of governors of 
Inter-Regional Insurance Conference, 
past president and member of the in- 
terim committee of the National Auto- 


several mont 


Firemen’s and 
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PRESTIGE BUILDER! 


Former Spaulding Building, 105 
Nassau St., N. Y. C. May be 
named after substantial tenant. 
2'/. floors or part available—21 
windows each floor, excellent 
light, modern, REASONABLE 
RENT. Fredrick Realty & Mgt., 
93 Nassau St, N. Y. C. 38, 
WOrth 2-5420-1 














mobile Underwriters Association, a direc 

tor of the Sanborn Map Co. and The 
First Pelham Corporation, member of 
the executive committee of the Marine 
Office of America, the Stock Company 
Association and a member of the general 





WALTER J 


. CHRISTENSEN 


committee, American Insurance Associa- 
tion. He has served for many years on 
various committees of the National Board 
of Fire Underwriters and the National 
Bureau of Casualty U nderwriters, 

Mr. Rearden was an incorporator of 
the New Jersey State Safety Council, and 
is a member of the executive and finance 
committees; he is also trustee, treasurer 
and past president of the Newark Safety 
Council; member of the Greater Newark 
Development Council and the Newark 
Association of Commerce and Industry 
He is a trustee of the Bureau of Muni- 
cipal Research at Newark. He is a mem 
ber of the board of governors and past 
president of the Advertising Club oi 
New Jersey and a member of the re 
ment committee Newark Y.M.-Y.W.C.A 
council member-at-large and member of 
sustaining membership and finance com- 
mittees, Robert Treat Council, Boy 
Scouts of America. 

Walter J. Christensen 

Mr. Christensen joined the Firemen’s 
in 1920 and the following year became 
special agent for Iowa and later, state 
agent in Kansas and then Indiana. He 
went to Loyalty’s home office at Newark in 
1926 as assistant in charge of the fire loss 
department. He became general adjuster 
in 1940, trz insferring to the underwriting 
department in 1944 as second vice presi- 
dent. 

When Loyalty’s production forces were 
placed on a multiple line basis in 1947, 
Mr. Christensen was appointed vice 
president handling Loyalty’s business in 
New York and New England. In 1950 he 
was named senior vice president in 
charge of underwriting and production 
for the 21 states comprising Loyalty’s 
Eastern department. Mr. Christensen 
was elected executive vice president in 
1956 and president in 1959, 

President of SEUA 

For several years he has been a mem- 
ber of the executive committee of South- 
Eastern Underwriters Association and 
currently is serving his second term as 
president. He has served on the general 
committee of the American Insurance 
Association. He has been a_ memeber 
of the governing committee of the vari- 
ous fire rating organizations in New 
York, New England, the Middle Atlantic 
States, Maryland, and the District of 
Columbia. He has served on the executive 
committees of Inter-Regional Confer- 

(Continued on Page 29) 











en 





ane 


ee 

















March 3, 1961 





THE EASTERN > 
UNDERWRITER 















Page 29 








WALKER ELECTED PRESIDENT 


Heads North American Reinsurance 
Succeeding Brandli; Walker Joined 
The Company in 1948 

John F. Walker has been elected presi- 
dent of the North American Reinsurance 
Coes succeeding E. Brandli who 

ias reached retirement age. 

After graduation from Trinity Col- 
lege, Hartford, Mr. Walker started in 

followed by 


the fire insurance business, 

several years in aviation underwriting. 

He joined the North American Re in 

1948, was elected vice president on March 
1951 and executive vice president on 

January 1, 1960. 

Mr. Brandli retires after 45 years of 
service with the North American Rein- 
surance and its predecessor company, 
the European General Reinsurance, 


Limited, of London. Mr. Brandli also 
resigned from the board of the North 
American Re to be free to maintain 


some interest in the insurance industry. 


Royal-Globe Companies 
Move New Haven Office 


Rg Globe Companies have moved 
> New Haven office to a new location 
at 195 Church Street. In addition to the 
production and claims offices previously 
at New Haven, the company has moved 
its loss prevention and engineering and 
payroll audit service from Bridgeport to 
the new address in New Haven. 
Headquartered in the new office will 
be: Claims Manager E. A. Gilcreast, 
State Agent John J. Hogan, Special 
\gent Frederick A. Warren, Inland Ma- 
rine Special Representative Richard P. 
Heine, Payroll Auditor Roger Power, 
re Loss Prevention Engineer John F. 
hadbourne. 


N. Y. Compulsory Bill 
For Motor Boat Coverage 


Advisability of compulsory liability in- 
surance for pleasure boats propelled by 
a motor is the subject of a bill intro- 
duced in the New York State Legislature 
y Assemblyman Daniel M. Kelly, Man- 
hattan Democrat. Mr. Kelly stated that 
the number of boating accidents, coupled 
with possible financial irresponsibility, 
and the ever-increasing number of such 
craft, makes action necessary. Mr. 
Kelly’s bill would create a Commission 
to attempt to work out the details of 
such a program. 


Polkowski Joins AMA 


Arthur J. Polkowski has joined the 
American Management Association staft 
in New York City replacing Theron B. 
Strenk as insurance division manager. 
Mr. Polkowski went to AMA from the 
U. S. Fidelity & Guaranty where he was 
supervisor of fire, marine and burglary 
claims. 


Loyalty Group 
(Continued from Page 28) 


ence, the Reporting Form Service Office, 
the Association of Casualty and Surety 
Companies, Factory Insurance Associa- 
tion and the Stock Company Association. 

For many years he was a member of 
the executive committee of the National 
\utomobile Underwriters Association 
and served as its vice chairman; and 
on various committees of the National 
\merican International Underwriters As- 
sociation, 

A testimonial dinner honoring Mr. 
Rearden and Mr. Christensen will be held 
this evening, March 3, at the Essex 
House in Newark. The affair will be 
attended by some 170 civic, financial, 
Board of Fire Underwriters. He is‘a 
member of the board of presidents of 
insurance and industry leaders’ of 


Newark. Active and retired senior of- 
ficials of the group from all parts of 
the country will also attend. 


Royal-Globe Vice Pres. in 
Central Western Territory 





FRED A. MILLER 


Clarke Smith, president of 
Globe Insurance Companies, 


Royal- 
announces 
that the present region with headquar- 
ters in Chicago, has been constituted as 
the Central Western Territory, 
March 1. Fred 
ager at the 


effective 
A. Miller, regional man- 
companies’ Chicago office, 
has been appointed resident vice presi- 
Royal- 
desig- 


dent and will be in 
Globe's 
nated territory. 


charge of 
operations in the newly 
Western 
substantial 


The Central Territory 


premium 


rep- 
volume. 
Mr. Smith 
complete under- 


resents a 
Royal-Globe’s Chicago office, 
said, is staffed with 
writing and service facilities and there- 
fore is “an efficient, self-contained unit 
capable of effectively promoting Royal- 
Globe in this important trade center 
of the central west. 

Mr. Miller joined Royal-Globe in 1922. 
After progressing through underwriting 
and production responsibilities, he be- 
came regional manager at Philadelphia 
in 1949, and in 1954 was transferred to 
Chicago as regional manager. 


Brokers Named To Cover 
Nuclear Ship Savannah 


Insurance to cover the new nuclear- 
powered N. S. Savannah will be placed 
by Despard & Co., Inc. New York in- 
surance brokers, and Preston, Cranman 
& Fogarty, Inc., Savannah, Ga. States 
Marine Lines are general agents for this 
government-owned atomic ship. The 
Savannah is now undergoing testing at 
the New York Shipbuilding Co.’s yard 
in Camden, N. J., preliminary to a trial 
run to Yorktown, Va. Later the new 
vessel expects to make a goodwill tour 
to many parts of the world. 


Hooper-Holmes Elects 


King as Vice President 
Hooper-Holmes Bureau, Inc. announces 
election of Frederick D. King as vice 
president and director. Mr. King joined 
Hooper-Holmes in October, 1949, as an 
insurance inspector in the New York 
office. He has served in various ca- 
pacities with the bureau field offices in 
Greensboro, N. C.; Providence, R. I.; 
Hartford, and Birmingham, Ala. He 
was transferred to the executive offices 
in Morristown, N. J., in March, 1958. 
Mr. King is a graduate of Canterbury 
School, Yale University and served with 
the 13th Army Air Force in the Pacific 
theater during World War II. 





Royal Acquires Stock of 
London & Lancashire 


Announcement has been made that ac- 
ceptances have been received from the 
requisite number of stockholders of the 
London and Lancashire of the proposal 
made by Royal Insurance, to acquire, 
through an exchange of shares, all of the 
outstanding capital stock of the former, 
which is the parent company of the Lon- 
don and Lancashire Group. Following 
upon such announcement, the formalities 
surrounding the proposal were completed 
at extraordinary general meetings of 
the stockholders of the two companies 
held on February 24. 

The earlier announcement at year’s 
end concerning the proposed acquisition 
indicated that the purpose was expansive 
in character and that the resources of the 
two organizations could be developed 
more effectively in association, also pro- 
viding increased and broadened 
tunities and scope. 


nnor- 
oppor 


Oxford, Vice President of 


Boston, Elected a Director 

At the annual meeting of shareholders 
of the Boston Insurance Co., Old Colony 
and Boston Indemnity, Gilbert B. Ox- 
ford was elected a director of each com- 
pany. Mr. Oxford who was born in 
Grimsby, England, now resides in Nor- 
well, Mass. and has spent his entire 
business career of 45 years in the ma- 
rine insurance business in Liverpool, San 
Francisco, New York and Boston Since 
1946 he has held the position of vice 
president of the companies in charge of 
the ocean marine underwriting division. 

He is a director of the oso egy In- 
stitute of Marine Underwriter the 


Board of U mserwritens of New Work. 
the United States eg Association, 
and the Internation: al Trade Association 


of New England, and a me ‘oabean of the 
board of managers of the American Hull 
Insurance Syndicate, the American War 
Risk Agency, the American Marine In- 
surance Clearing House and the Ameri- 
can Cargo War Risk Exchange. Mr, Ox- 
ford is also a member of the board of 
governors of the Maritime Association of 
Greater Boston and a member of the 
American Bureau of Shipping 


New York Federation 


d 
Names Committee Heads 
Federation of New 
announces through Valmore 
H. Forcier, executive secretary, appoint- 
ments of chairmen of the various com- 
mittees for the current year. Hesdien 
the legislative committee is George F. 
Avery, vice president of the U.S.F. & G. 

The private enterprise essay contest 
committee chairman is Kenneth Haslam, 


The Insurance 


York, Inc 


of the idion Agency, Rosedale, Long 
Island. William Keller, Jr., secretary of 
U.S.F. & G., will head the member- 


ship committee for the third consecutive 
year. 

Donald J. Mullen, assistant vice pres- 
ident of Marsh & McLennan has been 
named chairman of the 1961 annual 
luncheon committee. It was also an- 
nounced that the annual meeting and 
luncheon would be held this year on 
Thursday, November 30, at the Hotel 
Astor, New York City. 


Nuclear Talks at Columbus 


Insurance on nuclear risks were dis- 
cussed by two speakers at the annual 
conference at Ohio State University, Co- 
lumbus, March 10. “Risk Management in 
the Nuclear Age” was topic of Dr. Don- 
ald L. MacDonald, associate professor of 
insurance, University of Michigan. Wil- 
liam D. Kientz, co-owner of McElroy- 
Minister Co., Columbus, discussed “In- 
suring the Nuclear Risk.” 

Among talks on other 
those of Frederick M. Reiss, president 
of American Risk Management, Inc., 
Youngstown, O. on “Corporations and 
the Captive Insurer,” and Dr. Robert A. 
Rennie, vice president, research, Nation- 
wide Insurance Co., on “Fundamentals of 
Risk Management.” 


subjects were 


Hanover and Fulton 
Premiums at New High 


TOTAL NET INCOME INCREASES 


President Dorris Confident 1961 Will 
Present Opportunities for Further 
Improvements 
New York 


Insurance 


The Hanover Insurance Co., 
and its affiliate, the Fulton 
Co., report a new high in premium 


volume for the sixth consecutive 


year 
Net premiums written during 1960 to- 
talled $42,493,398, an increase of 3.43% 


over 1959. It compares with a volume of 
$25,942,747 in 1955. 
Total net income for the 


companies 
amounted to $1,155,989, an 


increase 





JAMES L. 
President 


DORRIS 


$843,674 over the previous year. Unde: 
writing results for all lines developed 
a statutory loss $1,543,764. This in 
cludes Hurricane Donna losses estimated 
at $675,000. The ratio of losses and loss 
expense to premiums earned increased 
from 62.21% in 1959 to be 18% in 1960, 
while the ratio of underwriting expenses 
to premiums written dechned | rom 41.64% 
to 40.11% 

Investment income increased arply 
to $2,699,753, up 17.11% over 1950. 
income equalled share on out- 
standing shares. 

In his statement to stockholders, James 
Dorris, president, expressed confidence 
pe 1961 will present opportunities for 
further improvement in the company’s 
operations. Underwriting trends during 
the past year were described as im- 
proving ones, and the merger negotia- 
tions now in process with the Massa- 
chusetts Bonding and Insurance Co. 
promise improved facilities and service 
to agents and policyholders in all classes 
of property, casualty, fidelity, surety and 

accident and health coverages. 

Consolidated assets as of December 
31, 1960, totaled $82,893,995, against $79,- 
619,271 at the close of 1959. Policyholders’ 
surplus declined slightly to $23,607,017 
from $24,000,083. 


EXCELSIOR DIVIDEND 

The Excelsior Insurance Co., of New 
York, at Syracuse, has, declared a 
quarterly dividend of 10 cents per share 
payable March 21 to stockholders of 
record March 7. This will mark the sixty- 
seventh consecutive dividend paid by the 
Excelsior since 1936. The company ics 


180,115 shares of stock outstanding in 
the hands of nearly 2,100. stockholder 
scattered in many states. The majority 
of all stock is owned by individuals 
associated with Excelsior’s nearly 1,000 
agencies, and by many individuals in 
Syracuse and central New York. 
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Excelsior Agents’ 


President Forrest H. Witmeyer of the 
Excelsior Insurance Co. of Syracuse, 
N. Y., announces appointment of the 

llowing E xcelsior agents who will serve 
as membx rs of the company’s Agents’ 
Advisory ( onal during 1961: 

Connecticut Edward T. Moriarty, 
Rockville; William A. Sherry, New 
Haven; Richard M. Whelan, Greenwich 

Delaware: Harry S. Rust, Milford 

Illinois: Eric Anderson, Elgin; Le- 
Grand A. Flack, Effingham; Russell C 
Roberts, Litchfield; Robert B. Stitt, Chi- 


Indiana: Charles E. Corbin, Monticello; 
Ralph G. Hastings, Washington; Horace 
M. Lukens, III, Evansville 





Maryland: J. Vernon Coblentz, Fred- 
erick; H. Merrill Walters, Pocomoke 
City 

Massachusetts: J. Warren Cassidy, Jr., 
Lynn 1; F. Dunnebier, Plainville; 
Johr Eaton, Ir., Brockton; Robert W. 
Harris, Webste Michael R. Skibiski, 
Pe) | nde land 


Michigan: S.Earl Dahlquist, Cadillac; 
Howard G. Downing, Flint; Roy H. Lis- 
key, St. Joseph; John I. Shearer, Bay 
City; Lawrence H. Stockford, Adrian 

New Jersey: Harry G. M: ory Tren 





ton; H. Earl Munz, Paters« George 
R. Parker, Flemington 
New York: Stanley J. Baranello, Syra- 


cuse; Daniel H Fole rer, Clarence; Fran- 
cis L. R. Gibbs, Waverly; DeBanks M 
Henward, Syracuse; J. Randolph Holt, 
Batavia; Gustav W. Klein, Jr., Yonkers; 
Sidney Mang, Sidney; Joseph A. Neu- 
mann, Jamaica; Robert A. Wilkins, Lake 
Placid; Carl A. Young, Syracuse. 
hio: Lester W. Fruth, Fostoria; Carl 
A. Gluck, Youngstown; John W. Hemp- 
hill, Painesville George F. Kramer, 
Zanesville; Richard L. Lehman, Toledo; 
William McMann, Springfield 
Pennsylvania: James A. Cassidy, Amb- 


Marine Rates to Rise 
On St. Lawrence Seaway 


premiums for ocean-going 
the St. Lawrence Seaway 





go up this season from 25 to 40% 
vecause f the accident rate on the 
waterway However, Michael Porter, 
ice president of the Canadian Board of 


‘rs, Said the increase 
ally be “nominal” and 





to the overall costs to ship- 
ywners. Thus any consequent rise in 
shipping rates would be small 






Mr. Porter explained that the decision 
of the Joint Hull Committee of London, 
il, under rs who insure a large 





m-flag seaway users, 
the premiums up to the 

o be correct when 
two years ago 
from other under- 
the premiums 


he increase applied only to 
il premiums that vessel own- 
ach seaway voyage, not to 
the total cost of insuring the ship There 
is no boost in premiums for ships which 
travel in me Gre at Lakes and Seaway 
nly and » likelihood of one is small 


General Agents Plan 
Phoenix Meeting in April 


“Pattern for Pr TESS -The Better 


Way” will be the theme of the 35th 
annual convention of a nerican Asso- 
ciation of Managing General Agents to 


be held at (¢ eae k ag PI hoenix, Ariz.. 
26. Speakers and panel 
point their remarks to 
ways in which managing general agencies 
can more effectively serve regional in 
terests of insurance companies and local 
production efforts of agents 

President Reed Penington of Denver 
and Robert L. Udell, Phoenix convention 
ommittee chairman, are completing 
arrangements for business sessions and 
social activities. 





MUTUAL AGENTS TO MEET 





Advisory Council 


ler; James P. Hutchins, Irwin; Robert Houston, Tex., March 13-15 
E. Reinhard, Allentown; Robert C. Roha, The program has been prepared for 
Meadville; Louis A. Wetzel, Williams- the 16th midyear meeting of the Na- 
port. tional Association of Mutual Insurance 
Appointments to the council are made Agents. “Four Keys to Agency Suc- 
on a rotating basis from year to year, cess; “What's Ahead in 1961 ?”; and 
and the agents are from various states “NAIMA In Action” are captions under 
in which the company is doing business. Which the principal program features 
They serve as advisors to the manage- Will operate. 
ment of the company, keeping the home The meeting is scheduled for March 
office informed of new insurance develop- 13, 14, and 15 at the Shamrock Hilton 
ments in their respective states. Hotel in Houston, Texas. NAMIA Pres- 


Program Arranged for 16th Midyear 
Gathering at Shamrock Hilton Hotel, 





Coffee taste-tester in a South American country 


Some Assignments 
Require Specialists 


W. F. Crowley 


Manager, Houston 


When your clients manufacture, build, distribute, buy or sell 
in a foreign country, they need dependable protection that 
complies with local insurance requirements. You can handle 
the job with confidence and ease when you enlist the aid of 
AFIA specialists. 

AFIA representatives abroad have on-the-spot knowledge 
of business conditions, customs and the laws of the land. This 
wealth of information is constantly channeled to AFIA men 
in this country who skillfully apply it to the protection of 
your clients’ interests—anywhere in the free world. 


FOR EXPERT GUIDANCE AND WORLD-WIDE SERVICE 
CONSULT AFIA ON ALL FOREIGN INSURANCE PROBLEMS 














AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street * New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DALLAS OFFICE ........ . . 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
BIOUSTON ORFECE....ccesss The Century Building, 2120 Travis Street, Houston 2, Texas 
LOS ANGELES OFFICE . 3400 West Sixth Street, Los Angeles 5, California 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICI . Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of leading American capital stock fire, marine, casualty and 
surety insurance companies providing insurance protection in foreign lands 





ident George R. McKiever will preside; 
Milton Broyles of Fort Worth is con- 
vention chairman, and Robert I. Goehrs 
of Houston is president of the Texas 
(host) Association. 


Four NAMIA vice presidents will 
speak on “Agency Success.” C. Good- 
man Jones, Bluefield, W. Va., on “Long 
Range Planning” T. Craig Watson, 
Gastonia, N. C, on “Agency Manage- 
ment”; Paul A. Garrick, Medina, N. Y. 
on “Selling Through Added Manpower”; 
and Claude E. Spencer, Danville, Ill. on 
“Putting the You in Advertising.” John 
Keyser of Kalamazoo, Mich., immediate 
past president of NAMIA, will preside 
over this session. 


“What's Ahead in 1961?” features 
personalities from four areas of the in- 
surance world. John S. Bickley, Austin, 
Texas, Professor of Insurance, Univer- 
sity of Texas—“What’s Ahead for the 
Agency System”; Robert P. Palmer, 
Chicago, secretary, Lumbermens Mutual 
Casualty, “What’s Ahead in Marketing”: 
William C. Searl, Lansing, Mich., presi- 
dent of Auto-Owners Insurance Co., 
“What's Ahead in Rate Regulation” 
and Emaunel Levy, New York City, edi- 
tor, “Insurance Advocate” — “What’s 
Ahead in Automobile.” 


On Sunday, March 12, the agents’ di- 
vision of the company-agents committee 
meets, followed by , the semi-annual 
gg of the 50-man —_— of directors. 
Earl A. Lamb of New York will preside 
at hy committee meeting, and President 
McKiever of Miami at the board meet- 
ing. The Mutual General Agents Asso- 
ciation under Ira Laird, Jr., president, 
has a breakfast meeting for Monday, 
March 13, as does the company division 
of the company-agents committee. F. 

3radbury Esau of the Pawtucket Mu- 
tual will preside over the company- 
agents committee meeting. The joint 
company-agents committee is scheduled 
to meet for a breakfast session on Tues- 
day, March 14. The Texas Association of 
Mutual Insurance Agents is scheduled 
for a full meeting on Wednesday after- 
noon, March 15. 


Cornwell, Lucas Head 
Salvation Army Appeal 


Two men in the insurance field are 
serving as chairmen of committees in the 
Commerce and Industry Division of The 

Salvation Army 1961 Appeal. The appeal, 
with a goal of $1,777,934, seeks financial 
support for the 125 centers and institu- 
tions through which the Salvation Army 
serves the people of Metropolitan New 
York. 


Clifford G. Cornwell, chairman of the 
hoard of American Hull Insurance 
“d ndicate, New York City, is serving for 

he fourth consecutive year as chairman 
of the marine insurance committee 


Ralph L. Lucas, president of miss 
Dorland & Co. also New York City, is 
chairman of the Insurance Brokers Com- 
mittee. 


Matthew I. Ruddy Retires 


Matthew I. Ruddy retired from the 
Shipowners Claims Bureau on February 
28. He was a director and treasurer ot! 
the bureau and has over 40 years experi- 
ence in the insurance field. First em- 
ployed by Johnson & Higgins in 1920, 
Mr. Ruddy became treasurer of the 
Shipowners Claims Bureau in 1944. 


Bié Bill 
(Continued from Page 27) 


Manhattan and the architects made ar- 
rangements to purchase and close off a 
public thoroughfare street which would 
have bi-sected the two-block building 
in exchange for widening the four sur- 
rounding streets and creating ample 
plazas. . . . a substantial alteration of 
the layout and character of the heart 


of the financial (and insurance) district.” 
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Phoenix Assets and 
Surplus at New Highs 


PREMIUMS REACHED _ $91,966,365 
Until Hurricane Donna Struck East 
Figures Showed Promise of Under- 

writing Gain in 


The 1960 report to stockholders of The 
Phoenix of Hartford Insurance Com- 
panies showed net earnings from all 
sources of $4,544,805 or $4.54 a share. 
Premiums written amounted to $91,966,- 
365 and net investment income increased 
7.5% to $7,109,114. The report said that 
the statutory underwriting loss of $2,490,- 
(00 was less than the loss reserve for 
Hurricane Donna and that up until this 
unusual Atlantic Coast storm of Sep- 
tember 9-12, the figures showed promise 
of a modest underwriting gain. 

The statement to shareholders, re- 

eased by President John A. North and 
: xecutive Vice President Jack D. Taylor, 
reports that there was an increase in 
net premiums written of $940,000, or 
about 1%, after a planned leveling off 
program had been completed in 1959, 

The report said: “The keenest com- 
petition prevailed during the year in all 
classes of our business but we observed 
a good reception being accorded our 
new Careful Homeowners Policy, the 
automobile Careful Driver Policy anda 
new multi-peril policy designed for 
qualified motel owners. In addition to 
attracting desirable customers, these new 
policies produced a steadily increasing 
volume of premiums and were well re- 
ceived by our agents as competitive tools 
for holding and developing their income 
as well as ours.” 


There were 47,000 fewer claims re- 
ported during 1960 than the previous 
vear even though 9,200 claims from 


Hurricane Donna were absorbed. 

A surplus gain of more than $3.000.000 
was reported and policyholders’ surplus 
stood at $141,193,952 for an all-time high. 
Total assets for the Phoenix Companies 
amounted to $260,697,254, also an all- 
time high. 


Underwriting Results in 1960 


On underwriting results 
the annual report states 


for last year 


“Our rapidly growing —_ peril 
Homeowners business rose by 28% to net 
premiums of $10,483,440. Undoubtedly 
this amount absorbed some premiums 
formerly written specifically on fire, 
extended coverage and inland marine 
lines, as those three classes showed 


some premium re duction in 1960. 

“It is gratifying to note improved 
results in the automobile classes. Physical 
damage automobile business was actually 
profitable in 1960 with a ratio of 
48.6% and, while as yet unsatisfactory, 
the bodily injury and property damage 
categories also showed some improve- 
ment. Because of its premium volume 
and importance in our economy, auto- 


loss 


mobile insurance is still a bothersome 
problem. Automobile Assigned Risk 
Plans are unprofitable in every state, 


and almost unbearable in certain ones, 
vet we are compelled to participate in 
these plans in order to be permitted to 
write the other automobile business. 

“The keenest competition prevailed 
during the year in all classes of our 
business but we observe a good recep- 
tion being accorded our new Careful 
Homeowners Policy, The Automohile 
Safe Driver Policy, and a new multi- 
peril policy designed for qualified Motel 
Owners. In addition to attracting desir- 
able customers. these new policies pro- 
duced a steadily increasing volume of 
premiums, thereby offsetting some of the 
husiness which we deliberately curtailed. 
These new developments were well re- 
ceived by our agents to whom they af- 
forded competitive tools for holding and 
developing their income as well as ours. 
Not all these forms have been approved 
in every state as yet but we expect that 
thev will be in due course. 

“Agency commission cost, which com- 
prises our principal sales expense, con- 
tinues to present a controversial prob- 
lem to companies of our type. A better 


JOHN A. NORTH 
Chairman of Board 


realization of the important facets of 
this matter by both company executives 
and agents seems to be gathering a more 
realistic and wider acknowledgment. 
“Mention has already been made of 
the growth in multi-peril classes, partic- 
ularly Homeowners. The increase in 
volume of 28% called for additions to 
the unearned premium reserve, and al- 
though written premiums were $10,483,- 
440, earned premiums were only “$8, 325,- 


060. The earned-incurred loss ratio for 
the class was 50.5% compared to 49.4% 
last year. 


“Fire and allied 
$29,685,758 or 6.2% less 
loss ratio improved 
54.9% last year. 

“Extended coverage not only dropped 
in volume to $8,312.529, about 13%, but 
due to Hurricane Donna the ratio 
jumped from 41% to 51.7%. 

a ‘ 

Inland marine volume was off over 


lines accounted for 
than 1959. The 


to 52.3% against 


loss 


5% with a loss ratio of 50.4% versus 
52% in 1959. However, ocean marine 
premiums increased 2.6% to $4.411,826 


and gained nearly 7% points by dropp'ng 
its loss ratio from 68.9% to 61.3% this 
year. 

“In the casualty field the principal class 
is automobile. The physical damage sec- 
tion showed up well. On a volume of 
$6,201,947, about 2% under last year. 
the loss ratio came down for the second 
vear in a row from 49.7% in 1959 to 
48.6% in 1960. 

“Automobile bodily injury and property 
damage 


were somewhat better but not 
as yet profitable. The loss ratio was 71% 
versus 767% in 1959 for bodilv injjury 


and 53.2% versus 62.3% 
property damage. 

“In workmen’s compensation there was 
a 3% increase in volume to $2 693.180 and 
the loss ratio declined from 64.1% to 
63.8% this vear. Bodily injury other 
than automobile increased 16.1% to $2.- 
888.039 in net premiums, but the loss 
ratio increased from 435% to 55.4% in 
1960. 

“Summarizing the underwriting exhibit. 
it can be said the over-all incurred 
losses to earned premiums produced the 
same combined loss ratio as last year. 
namely, 54.7%. However. the earned 
nremiums dronped from $97.950,000 to 
$94,312,000 in 1960 due to the fluctuations 
in the unearned premium reserve. This 
would also account for such a small drop 


in 1959 for the 


in the loss adiustment expense ratio 
from 7% to 6.7% even though actual 


dollars expended for this service declined 
by over $500,000. 

“Our 1960 experience in Canada and 
also on the Pacific Coast showed marked 
improvement. Both areas produced their 
first underwriting profit in several years. 
We withdrew the Equitable Fire and 
Marine Instrance Company from Canada 
at the end of the vear. leaving only 
The Phoenix and The Connecticut to- 
gether with our native Canadian com- 
panv. the Reliance. 

“We withdrew entirely from Cuba in 








JACK D. TAYLOR 
New President 


August 1959 and reinsured our risks 
there. Puerto Rican business, which is 
reported directly to Hartford, was again 
profitable this year. 

“All other foreign business we acquired 
through the American Foreign Insurance 
Association which writes through one or 
more of its members companies entered 
in 90-odd foreign countries. Their volume 
of premiums transacted is over $55,000,000 
and covers all classes except Life. The 
combined results were profitable and our 
7.5% participation in their undertakings 


produced a very satisfactory net figure. 


Phoenix Elections 


(Continued from Page 1) 


E. Shippee, chairman, Connecticut Bank 
and Trust Co.; Robert E. Barrett, Jr., 
president, Holyoke Water Power Co.; 
Lyndes B. Stone, president, Phoenix 
Mutual Life; Charles J. Zimmerman, 
president, Connecticut Mutual Life. 

Chairman North, a native of New 
Haven, was graduated from Hotchkiss 
School at Lakeville, Conn., and from 
Yale University in 1925. He entered in- 
surance as a special agent of the Phoenix 
in Texas and in 1929 was transferred to 
the New England field. He was made 
assistant secretary in 1936, secretary in 
1939, a director of Phoenix and Con- 
necticut Fire in 1943, executive vice 
president in 1948, and president in 1951. 

Mr. North has had a distinguished 
career in insurance and has been a leader 
in many insurance organizations. He is 
now president of the National Board of 
Fire Underwriters, one of the highest 
posts to which a company executive can 
be named. He was the first president 
of the American Institute of Property 
and Liability Underwriters and now a 
life trustee. A member of a family well 
known in insurance Mr. North has a 
brother, David A. North of New Haven, 
a prominent agent there and former 
president of the National Association of 
Insurance Agents. 


Burr F. Gongwer Dies 


Burr Franklin Gongwer, vice president 


since 1925 of the Firemen’s Mutual in 
New York, died last week at Palm 
Springs, Calif., after a long illness. He 


was 64 years old. He also was vice pres- 
ident of the Union Mutual Insurance Co:, 
president and a director of Union Asso- 
ciates of New York, and a director of 
Murray, Vander Poel & Baker, Inc., also 
a New York insurance firm. 

Mr. Gongwer, who began his insurance 
career in 1917 in Providence, R. I., also 
had worked in Detroit and Chicago. He 
attended the University of Pennsylvania 
and: Western Reserve University. A 
member of the American Society of 
Mechanical Engineers and the Ohio 
Society of New York, he belonged also 
to the Union League and Cloud Clubs 
there. 


Reliance Acquires 
Standard Fire of N. J. 


Kenneth B. Hatch, president, Reliance 
Insurance Co., announces that 94.7% of 
the outstanding stock of the Standard 
Fire of New Jersey had been turned in 
to the Trenton Trust Co., exchange 
agent, pursuant to an exchange offer 
made by Reliance to Standard stockhold- 
ers on February 2, 1961. 


Mr. Hatch states that although the 
exchange became effective upon the ac- 
ceptance by the holders of 80% of the 
stock, he hoped that the .remaining 
stockholders of the Standard Fire of er 
Jersey would take advantage of the ex- 
change offer prior to its expiration on 
April 10. 


Conference March 9-10 
At Ohio State University 


Insurance company management 
sales personnel will join with insurance 
buyers at the Twelfth Annual Insurance 
Conference to be held Thursday and 
Friday, March 9 and 10, at the Ohio 
Union, on the Ohio State University 
campus. For the first time, a separate 
session will be devoted to problems of 
corporate risk management. Scheduled 
for ‘March 9, this will include a discus- 
sion of insurance for nuclear risks, and 
a visit to a nuclear reactor. 


and 


The conference program is sponsored 
by the College of Commerce and Ad- 
ministration of Ohio State University. 
Dr. David L. Bickelhaupt, associate pro- 
fessor of insurance at Ohio State, is 
conference chairman. 


Whitaker Chairman NFPA 
Electrical Code Comm. 


The National Fire Protection Associa- 
tion has appointed Baron Whitaker of 
New York as chairman of the NFPA 
National Electrical Code committee. The 
committee is responsible for the prepara- 
tion of the National Electrical Code, most 
widely used of the 185 fire safety stand- 
ards developed by the international non- 
profit organization. 


Mr. Whitaker, who is a vice president 
f Underwriters’ Laboratories, Inc., suc- 
ceeds Merwin Brandon of Chicago. Mr. 
Brandon, president of Underwriters’ 
Laboratories, will continue to head the 


NFPA committee on electrical field 
service. 
he NFPA electrical committee and 


code making — are now at work 
on recommended changes to the current 
1959 edition of the National Electrical 
Code. The next edition is scheduled to be 
published in 1962. 

A committee change 


also announced 


by Le dog is the appointment of Louis 
LeFehr, chief electrical inspector of Al- 
hambra, * Calif. as a member of the 


electrical correlating committee. He suc- 


ceeds W. L. Gaffney of Tacoma, Wash.. 
and his alternate N. E. Cannady of 
Raleigh, N. C. 


Producer’s License Bill 


New York State Senator John J. 
Marchi, Republican of Richmond County, 
has introduced a bill which would add a 
new section 120-b to the Insurance Law, 
to permit the Insurance Superintendent 
to issue a temporary agent’s or broker’s 
license, or both, without a written exami- 
nation or other qualifications, to the next 
of kin of a person who becomes totally 
disabled and prevented from the duties 
of occupation and who was a licensed 
accident and health insurance agent or a 
licensed insurance agent or broker, at 
the commencement of disability. 


The measure fixes the period of the 
term and makes provision for renewal. 
The bill was referred to the Insurance 
Committee. 
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Retiring From Travelers, 
Enters State Legislature 


GEORGE J. 


Malloy has 


MALLOY 


retired from 
The Travelers Insurance Companies 
after serving more than 30 years as an 
engineer in the fire and marine depart- 
ment. Mr. Malloy is well-known as a 
speaker on plant fire protection and has 
given many talks throughout the United 
States on the importance of fire preven- 
tion in manufacturing plants and haz- 
ards in industrial plants. He has been 
active as a member of the fire preven- 
tion committee of the Hartford Chamber 
of Commerce and was one of the original 
members of the committee. He also 
worked closely with the Hartford fire 
chief on fire f measures for the 
city 

Following his retirement from the in- 
surance field, Mr. Malloy will apply his 
versatility to his new political career as 
a representative to the General Assembly 
from Avon, Conn. Mr. Malloy is a mem- 
ber of the Avon Zoning Board of Ap- 
peals, presently chairman of the Avon 
Building Code Committee and is presi- 
dent of the Avon Lions Club 

Mr. Malloy is a graduate of the Uni- 
versity of Rhode Island with a BS. de- 
gree in mechanical engineering and is a 
licensed professional engineer in New 
York and Connecticut. He is a member 
of the Connecticut Society of Profes- 
sional Engineers, the engineering com- 
mittee of the Furriers Customers Syndi- 
cate in New York City, the Conference 
of Special Risk Underwriters, the Nu- 
clear Energy Committee of the Factory 
Insurance Association, and the execu- 
tive committee of the Nuclear Insur- 
ance Rating Bureau 


(reorge ] 


Satety 


General Dsiees? Forum 


March 8 on Auto Changes 

Charles M. Dorfman, president of the 
General Insurance Brokers’ Association 
ot New York, Inc., announced that the 
association will sponsor an open forum 
on the subject of the new changes and 
regulations relating to automobile li- 
ability insurance in New York State. 
The affair will be held March 8, at 7:30 
p.m., in the Washington Room of the 
Statler Hilton Hotel. All persons in- 
terested in learning more about the new 
safe driver plan are invited to attend. 

The session will feature a question and 
answer period and a panel consisting of 
Brokers and representatives of the Na- 
tional Bureau of Casualty Underwriters 
and the National Automobile Under- 
writers Association. It has been indicated 
that William H. Brewster and William 
S. Gillam of the National Bureau and 
Michael P. Anstey of the National Auto 
mobile Underwriters Association will be 
members of the panel. 

PHOENIX DIVIDEND 

Directors of the Phoenix Insurance 
Co. of Hartford have declared dividend 
#393 for 75¢ a share. The dividend is 
payable April 1 to stock of record March 9. 





Gernert Joins Atlantic 
Companies in New York 


Archibald Gernert has joined the 
Atlantic Companies (Atlantic Mutual and 
Centennial) as supervising underwriter 
for workmen’s compensation and public 
lines 
partment of the home office, it was an- 
nounced today. 

Mr. Gernert, a CPCU, underwriter, 
had been previously employed in field 
and supervisory underwriting capacities 
for stock and mutual casualty companies. 


liability in the metropolitan de- 





America Fore Loyalty in 
New Los Angeles Branch 


Operations of America Fore Loyalty 
Group insurance companies in the Los 
Angeles area are now consolidated in the 
new branch office building at 1520 Wil- 
shire Boulevard. The new building, an 
eight-story structure, adjoins the two- 
story building used for several years as 


He was most recently an assistant vice 
president for a large brokerage firm. 
Mr. Gernert was graduated from Dart- 
mouth College. 


the Los Angeles branch office of the 
Loyalty companies. 

America Fore Loyalty Group will oc- 
cupy about 70%, or 70,000 square feet of 
the usable area. The remainder will be 
leased. 

The Los Angeles operation, which is 
the group’s largest branch office, em- 
ploys a staff of 500. Business is reported 
to the autonomous departmental office at 
San Francisco under the managership of 
Howard D. Vore, vice president, who 
supervises the eight Mountain and Pa- 
cific states, plus Alaska and Hawaii. All 
told, the group thas a salaried staff of 
some 2,000 people in California. 
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Security 


...and Security-Connecticut 


spells success 


As a man with family responsibilities of your own, you know that Security is one of the 


most rewarding by-products of success in business. 


And the reverse is true—in your business, Security stands for success: Security- 


Connecticut. You know that Security is the one multiple-line company pledged to the 


American Agency system — offering to agents contingent-commission and _ profit-sharing 


contracts for qualifying business, policies priced to meet direct writer competition, shaped 


to sell with modern features like monthly payments and deviated policies. 


Your clients and your prospects alike think of Security-Connecticut as the name to 


remember when it comes to protecting the fruits of success, and guarding the people who 


make striving for success worthwhile . . . securiry-connecTicuT — the single source for 


all these lines: life * accident * fire * casualty * group * automobile * marine * bonds and 


all other forms of personal and business insurance. 


The 


ea a ee 
Security - Connecticut 


Insurance Group 
New Haven 6&6, Connecticut 
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SECURITY IS 
OUR PRODUCT 
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Security Insurance Company of New Haven 
Connecticut Indemnit 
Founders’ Insurance : 
Fire & Casualty Insurance Company of Connecticut 
Security-Connecticut Life Insurance Company 
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Survey Discloses Fine Response to 


Public, Institutional Property Plan 


“PIP,” the new and modern insurance 
coverage plan for public and institutional 
property, has already been approved and 
is available in 42 states, the Insurance 
Information Institute reports. Enthusi- 
astic response to the plan and its grow- 
ing popularity is evidenced by a recent 
survey conducted in several states by the 
Inter-Regional Insurance Conference, 
l.L.L. said. 


The survey, 
land (except New Hampshire), 


which included New Eng- 
Alabama, 


Florida, Georgia, South Carolina, West 
Virginia, North Carolina, New Jersey, 
Middle Department, Illinois, lowa, Min- 


nesota and Ohio, disclosed that 2,128 ap- 
plications for the plan have been re- 
ceived by the rating organizations. 
“PIP” applies to educational institu- 
churches, hospitals and certain 
lasses of city and state-owned property. 
designed to recognize the public 
quasi-public interest of those classes 
hich are principally supported by taxes, 
lonations or bequests, and not operated 


tions, 


It is 


as commercial ventures for profit. 

Since its introduction last June the 
plan has rapidly gained the reputation 
s being a major step forward in fire 
nsurance and related lines. Properties 
vhich meet its requirements can obtain 
up to 25% reduction in fire rates and 
'C% on extended coverage rates, except 
in certain coastal areas. 

\ highlight of the recent survey, edd 


said, 


niately 


disclosure that approxi- 
50% of the applicants used the 
replacement endorsement, thus as- 
suring restoration of the facilities in- 
volved in a loss irrespective of any pos- 
sible limitation on tax funds or deprecia- 
tion reserves. 


\n outstanding feature of the plan 
rovides for an inspection program de- 
gned to promote fire safety and com- 
ol ance with reasonable recommenda- 
tions to reduce fire hazards in the inter- 
est of protecting life and property. Thus, 
the plan is advantageous to those in- 
sureds who are interested in maintaining 
ood standards of prevention and 


was the 


cost 


loss 


Perkins a Director of 
esos Mutual Fire 


Dwight A. Perkins, assistant vice presi- 
lent of Pan Worcester Mutual Fire, was 
elected a director of the con ipany at the 
directors’ following 


meeting the com- 
pany’s 137th annual meeting. Mr. Perk- 
ins has been with the Worcester Mutual 
for 30 years, was named assistant sec- 


retary in 1948 and secretary and assistant 
vice president in 1956. He is the officer 
in charge and head of the underwriting 
lepartment. 


Arthur S. 


Gay, CPCU, was named 
agency secretary. Mr. Gay joined the 
Worcester Mutual staff one year ago as 
agency manager. He was formerly a 
special representative in the New Eng- 
land area for the Central Mutual In- 
surance Co. He is past president, past 
secretary and treasurer, and formerly a 


director of the Boston Chapter, Society 
f Chartered Property and Codes Un- 
lerwriters. Mr. Gay is at present a 
trustee of the School of Insurance, 
Boston, 


N. Y. BOARD LOSSES HIGHER 
There were 1,047 incurred losses for 
$2,901,100 assigned in January to the 
committee on losses and adjustments of 
the New York Joard of Fire Under- 
ee This compares, says Secretary 
. Niver, with 871 claims for $2,549,- 
70. in January, 1960. The 20% gain in 
number of claims brought an increase in 
amount of nearly 14%. In January this 
year extended coverage and_ sprinkler 
leakage losses were higher than a year 
igo, due to the severe winter weather. 





who will cooperate in a continuous fire 
Salety program. 


rhe plan calls for a $100 deductible per 


building, subject to a limit of $1,000 per 
occurrence, on all losses except those 
from fire and lightning. Policies also 


must cover at least 90% of the 
value and the 
at least $1,000. 


property 
annual premium must be 





Why You Should 7 
Represent 
Companies 


1 


Texas Insurance Men to 


Work With State Board 


In response to a request from Tom C. 


the Texas State 


representatives of 


Ferguson, chairman of 
Board of Insurance, 
all the 
insurance business in 


casualty 
met with 
the members of the board with the view 


segments of fire and 


Texas 


of forming a committee to work with the 
members of the State Board and its staff 
in solving some of the problems involved 


In- 


Texas 


in efficient operation of the 


surance Department. 


for such specialized fields as: 


© 


Rate Engineering 
Public Utility Risks 
Business Interruption 
Boiler and Machinery 
Accident and Sickness 
Bonds and Burglary 


Chairman Ferguson expressed his ap- 
preciation of the response of the com- 
pany representatives, officers of state 


associations, 
addition to 


local 
representatives of 


and of agents. In 


officials 


of a number of companies, the presidents 


and other officers of the Texas Asso- 
ciation of Insurance Agents, Texas As 
sociation of Mutual Insurance Agents, 
and representatives of the Texas In 
surance Advisory Association attended 

After an all day session, the repre- 
sentatives of the various insurance 
groups decided to hold another session 
wi-hin 30 days 


You'll be assured of fast and efficient service 
through a nearby America Fore Loyalty Group office. 


You'll have prompt and fair claims service 








You’ll have outstanding facilities for practically every 
kind of insurance you'll ever write and exceptional service 


available locally and wherever your clients may travel 
in the United States or Canada. 


You’ll find policies carrying the America Fore Loyalty 
Group seal enjoy high acceptance because of our 


outstanding reputation for strength and dependability. 


sade tse 


The Continental Insurance Company ° 
Niagara Fire Insurance Company = « 
NVilwaukee Insurance Company of Milwaukee, Wis. 
Seaboard Fire & Marine Insurance Company 


=P 


Firemen’s Insurance Company of Newark, New Jersey 
The Fidelity and Casualty Company of New York « 


Niagara Insurance Company (Bermuda) Limited 


Contact our nearest office for a fieldman to give you all the facts. he 


. Fidelity-Phenix Insurance Company 


National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
¢ Commercial Insurance Company of Newark, N. J. 


The Yorkshire Insurance Company of New York 
Royal General Insurance Company of Canada 
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Duffus Sees Some Co. eee 
honoris Buyers, Costly to Agents 


An agent who is frankly critical of 
some present insurance company prac- 
tices is Roy A. Duffus, vice president 
of the well known James Johnston 
Agency, Inc., of Rochester, N . and 
past president of the New York State 
Association of Insurance Agents. He 
also admits agents have their faults, too, 
and it is the duty of companies to point 
out such faults so producers can do a 
better job. “By the same token,” he 
writes, “I think we should remember that 
we have an obligation to our companies 
to help make them more effective. It is 
not a one way street by any means, 
and no one in this business should get 
smug.” 

Telling how he feels some companies 
are hindering efforts of local agents and 
making their work harder because of 
company rules and practices Mr. Duffus 
States: 

“Some of our great insurance com- 
panies have in their home offices many 
people who have never solicited nor 
written insurance as does a local agent 
As a result, they sometimes have the 
impression at the agent and the com- 
pany are not in competition for business, 
but that it comes to the agent without 
undue effort on his part, and I assure 


you that such is not always the case! 








“My comment is in connection with 
the automobile liability policy, where our 
companies have in many instances set up 
a pi i cy writi ng procedure and a p icy 
form which require the premium for 

each owned automobile, and then a ‘total 
premium’ column which repeats the same 
figures. 


Policyholders Confused 


“About 90% of all family automobile 
policies are on one car. Therefore, the 
column for the second automobile is not 
neeeded, nor is the total premium column 
needed. Only one car is involved, and 
duplication of the premium figures gives 
the assured the impression that he is 
paying twice as much for his insurance 

hose double rows of figures overwhelm 
him, and especially so since rates have 
increased. 

“It is my opinion that our companies 
are placing a psychological barrier in 
the paths of their producers, who, es- 
pecially on renewal, are face d with 
presenting a policy form on which there 
are so many figures indicating premium 
charges that the assured is confused 
He is overwhelmed by the amounts, and 
is tempted to look elsewhere for some 
thing which costs less even though at 
the sacrifice of some service 





ROY A. DUFFUS 


“IT believe that our companies should 
give more consideration to the agent 
and the assured when they plan their 
policy forms and procedures. 

“Our companies should consider changes 
which will be in the interest of produc- 
tion, and not increase the number of 
problems which the agent must solve. 

Renewal Certificates 

‘Another instance of this problem is 
in the renewal certificate, whereby some 
companies claim they save perhaps 10¢ 
to 30¢ per policy by renewing on a cer- 
tificate form. Other companies which use 
machines for renewal polices save per- 
haps the same amount or more. With the 
renewal certificate the agent is often 
compelled to spend a substantial amount 
of time explaining it to a confused as- 
sured. How much simpler it is to deliver 
a renewal policy 

“When a company considers saving 
10¢ where the agent may possibly be 
faced with several times that cost in 
explaining the company’s procedure, it 
is not fair to the producer who is trying 
his best, despite the fact he is faced 
with more and more detail and overhead, 
and reduced commission 

“Perhaps the only solace we can find 
in these situations is in this fact: the 
problems presented by our companies 


N. J. AGENTS MEET MARCH 14 


Merit-Demerit Auto Plan and Freedom 
Of Contract to Feature Mid-Year 
Session at Haddonfield 
Two leading issues will spotlight the 
68th mid-year meeting of the New Jersey 
Association of Insurance Agents, at 
Cherry Hill Inn, Haddonfield, N. J., on 
March 14. James F. Ryan, Paterson, 
NJAIA president, announces that merit- 
demerit auto insurance and freedom of 
contract legislation will head the two 

general business sessions. 

John N. Stevens, Bloomfield, chairman 
of the agents’ legisl: ative committee, will 
team up with Harold D. Feuerstein, New- 
ark, association counsel, to discuss legis- 
lation on “Freedom of Contract,” at the 
end of the first business session, accord- 
ing to Mr. Ryan. 

The merit-demerit automobile insur- 
ance will be discussed by a three-man 
panel in the afternoon session.On the 
panel will be: William S. Gillam, re- 
search manager, National Board of Cas- 
ualty Underwriters; Ned Parsekian, 
New Jersey's acting director of Motor 
vehicles, and Louis P. Siegel, CLU- 
CPQOU, president of the Independent In- 
surance Agents and Brokers Association 

f Philadelphia and Suburbs. 

The morning session will also include 
the mid-term report of President Ryan 
and committee reports. In the afternoon 
Maurice G, Herndon, NAIA Washington 
liaison officer, will summarize insurance 
activities in the national capital. 

The traditional dinner for county vice 
presidents and the executive committee’s 
meeting will be held the previous eve- 
ning, March 13. This is the first time that 
the state association has held one of its 
two yearly conclaves in the Camden area. 
Last year it met in Trenton, in 1959 in 
Newark. Prior to that the midyear 
meeting was always held in Asbury Park. 
This schedule of rotation in various sec- 
tions of the state was developed in order 
to bring the state organization closer to 
the general membership in the respective 
areas, 


Marsh & McLennan Makes 
Changes in Buffalo Office 


Marsh & McLennan Inc., brokers, has 
promoted two members of its Buffalo 
office staff to assistant vice presidents. 
They are Alfred M. Deuel, service and 
production co-ordinator who joined the 
company in 1950, and Fred P. Kerner, 
who went to Buffalo from the New York 
office last August as manager of the 
property department. 

Robert G. Crean has joined the Buffalo 
office in the Marine Trust Building as 
manager of its expanded group depart- 
ment. He is a former chairman of the 
Western New York Health Insurance 
Council. 

A. Philip Spangler, employed in Marsh 
& McLennan’s New York office for 
10 years, has joined the Buffalo office’s 
pension department as actuarial super- 
visor. L. B. Brawley has been transferred 
here from Cleveland to service marine 
accounts in the Buffalo and Toronto 
offices. 


and regulatory authorities on compul- 
sory filings and rating plans create extra 
work and call for extra attention on the 
part of the agent. Those who fail to 
explain and handle this detail may lose 
business to those agents who are doing 
their best despite an ever increasing 
burden.” 
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Va. Agents Assn. Permits 
Mutual Representation 


Membership of the Virginia Association 

[ Insurance Agents, met in special conven- 
tion on February 17 in Richmond, and 
effected a change in the associations’ 
constitution and by-laws to permit mu 
tual company representz ition by its mem- 
bers. The Virginia Association was or- 
ganized in 1899 and incorporated in 
Virginia in 1935. It is wholly composed 
of indepedent insurance agencies and 
until the amendment was made, mem- 
bership was limited to those agencies 
who solely represented capital stock in- 
surance companies. 

Under the amendment, members must 
still represent stock companies, but may 
also, represent agency mutual carriers. 
The special convention was iior direc- 
tion of President H. H. Coiner of Arling- 
ton. 

President Coiner noted that VAIA is 
dedicated to supporting right principles 
and opposing bad practices in insurance. 
Liberalizing of the membership require- 
ments will give a better opportunity to 
serve the business and “our communities 
through united strength,” he said. The 
Amendment was passed by 91.5% of those 
agencies present and voting. 
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Branch Offices of THE AMERICAN 





“Being in 31 places at once helped me 
wrap up an *18,000-plus premium!” 


by a Milwaukee insurance agent 


“One day I received a call from a large manufac- 
turer asking me to submit a competitive quotation 
and form for a transportation floater. But when he 
told me that he needed it in a few days, my jaw 
dropped. I knew the far-flung nature of his opera- 
tions made this deadline all but impossible. 


“Then I remembered that Len Ashack, Marine 
Manager for The American, had asked me for a 
‘toughie’ . . . just to prove to me what his company 
could do. I phoned Len and explained my dilemma. 
He wired The American’s branch offices located from 
coast to coast, 31 in all, and collected all the perti- 
nent underwriting information along with a maze of 
fire authorizations and rates. Meanwhile, he pre- 


pared and approved a form of policy right in his 
own office. 


“In just a few days, I had the rate and form in 
the prospect’s hands. Not only was I the first one in 
with the quotation . . . I was the only one that made 


the deadline! After a few days, notice came that I 
had been awarded the transportation floater with a 
premium of over $18,000. That’s when I realized how 
much it helps to be in 31 different places at once... 
with The American!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services . .. offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business... MORE 


BUSINESS FOR YOU. Zz 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH »AUTOMOBILE+ BONDS~+ BURGLARY> FIRE & ALLIED LINES» GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE + MULTIPLE PERIL » WORKMEN'S COMPENSATION 
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Elected Vice President 
Of Federal Insurance Co. 





H L. HODGETTS 

| H. L. Hodgetts as a vice 
presidel Federal Insurance Co. 1s 
a unced by Percy Chubb 2nd, presi 

nt. Mr. Hodgetts was formerly man- 
ager of the Chubhb & Son Inc. office in 
Los Angeles and vy heads a new mul- 

ple p \ leparin ent at the home 


Blackford Resents Bureau 


Criticism on Rate Ruling 
Frank Blackford of the 
rtment hit back vigorously 
at the Michigan | Bureau tor 

‘ritical 1 ti f a turndown on 


Commissioner 
} 


nspection 











i pose n for larger 
ins tot the proposal, 
public an yperties devel 
ping a nual premium ot 
$1,000 or more would be eligible for 
ate ranging n 25 37%. This 
prog een ap] ed in many 
st i nation 
This is a ] mpt,” charged the 
(Commissionet vy the Méchigan Inspection 
Burea Ave e Department fight 
eir competitive battle with mutual 
mpames Who ay een receiving a 
greater portion of this business as gov- 
ernmental entities utilize competitive bid 
Pp il ey torget we represent 
t] bureau or any 
Pp rment of the industry 
mitted a gimmicked-up rate 
h could have had _ the 
yorer school districts 
hool districts. This 
nent in reverse and 
r said the bureau h 





ions whicl 
May, that the 


“discriminates against 


iscuss 









similar risks in the same category and 
agains hers w need relief from 
hig e insurance rates.” He said, 
further, that he resented “the implica 
ti it the Department sat on the 
bureau’s filing for months,” explaining 
: staff put less hours in 
( erence with bureau personnel check 
g records in the department of public 
struction and er activities.” After 
rresp mndence id conferences, he said 
e plan was rejected Sept. 14, 1960, as 
unfairly discriminatory” and unlikel) 
produce adequate rates 


THEALL JOINS EMPLOYERS 


The Employers’ Group of Boston an 
nounces appoir if Robert C. Theal 
as brokerage vis in the Boston 

fice. He ente insurance in 1952 
nd his most assignment was as 





field supervisor for the Hartford Life 


Boston University 


Lambert Brothers Jewelers Inc.; and one 


Bladen Board Chairman Trinity Universal Gains 


new vice president, Charles W. V. : . ne <a ge j 
N. Y. Board of Trade Meares, vice president, New York Life ee ae On ailinte Univer- 
; re. nite ‘ Insurance Co. Robert B, Magnus, Sr, sal of Texas and its affiliate, Security 
Philip F. Swart, vice president, Mor- ; : > National. < > 3,774,849 | 
cotuain Teuat ts. OF ee «gael vice president, Magnus, Mabee & Rey- ‘ational, amounted to $53,77 and 
te aranty Trust Co. of Ne ork, ; se pee 
gan Gu rend uetident of the New Hard, Inc, was elected treasurer and surplus to policyholders was $14,409,128 
York me noe ig Si, ot rte tors’ Francis X. Scafuro, vice president and 4S of December 31, 1960, according to 
ork oar< ot rac alt 4 r slease , 
pe: ny Ashi -E Bi: de 1, vi r sid nt, manager, Bank of America, was elected annual statement figures released by 
r oreaig e shby © rs A Tr set appre assistant. treasurer, Richard Kulze, at- Gordon S. Yeargan, president. Premiums 
tn surance 0. @ I . . 
0 _ Lar ~ “% ss Heaconae =e <peanis m9 and torney, was continued as secretary, with mot year reached a new high of $30,640,- 
as cha of its surance section ; 7 > ’ 
. pre Te He Aces sueheh veeek. alaiied Jack A. Dorland, New York manager, 52 
s S1¢ { L « >, as At . . . . 
ealation “ar the tonal Dow Chemical International Ltd., S. A. ———————- eeemeacmnetet 
Vice presidents elected were Stanley as assistant secretary; J. S. Seidman, Otterbourg, of Otterbourg, Steindler, 
I. Clark, vice president, Sterling Drug partner of Seidman & Seidman, account- Houston & Rosen, was elected general 
Co., Henry L. Lambert, vice president, ants, was elected auditor, and Edwin M. counsel. 
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The Hartford’s National Roadside Program works 
all day, every day for local Hartford Agents! 


Three years ago The Hartford Insurance Group launched its National 
Roadside Sign program. Today, Hartford Agents throughout the entire 
country are participating in it—forming a powerful and impressive net- 
work of advertising that can be seen along the nation’s busy highways. 


Through this program, Hartford Agents’ names — displayed prominently 
with the famous Stag trademark—are kept before the public’s eye on a 
round-the-clock basis. It helps build prestige. It helps build business. 


Another big plus, Agents say, is the “‘tie-in’’ value the program provides. 
The program gives Hartford Agents an opportunity to identify them- 
selves with The Hartford’s national advertising which appears regularly 
in Life, Look, the Post and other major magazines. 





bast r| ae F : , 
Simply stated, The Hartford’s Roadside Sign Program is one more way THE HARTFO RD 
The Hartford works for the benefit of Hartford Agents everywhere. i . 

; INSURANCE GROUP 


Hartford 15, Connecticut 
HARTFORD FIRE INSURANCE COMPANY + HARTFORD ACCIDENT AND INDEMNITY COMPANY « HARTFORD LIFE INSURANCE COMPANY «+ HARTFORD LIVE STOCK INSURANCE 
COMPANY ¢ CITIZENS INSURANCE COMPANY OF NEW JERSEY « NEW YORK UNDERWRITERS INSURANCE COMPANY e¢ TWIN CITY FIRE INSURANCE COMPANY 
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American Bureau of Shipping on 


Shipbuilding Activities in 1960 


“At the shipyard of Willy H. Schlieker 


Activities of the American Bureau of 
Shipping in 1960 were reviewed by Pres- 
ident David P. Brown in his report to 
the recent annual meeting in New York 
City. Part Il of his report was presented 
in these columns last week, and Part III 

llows: 

“A total of 27 vessels of 309,600 gross 
tons were finished to Bureau Class in 
Italy during the past year. These in- 
cluded nine tankers, five freighters, 
seven bulk carriers, one combination pas- 
senger and cargo liner, one hydrofoil 
passenger boat and four launches. Eight 

’ these vessels were constructed for 
export and 19 for Italian owners. 


Progress in Italy 


“Among the many vessels finished to 
Bureau Class in Italy was the 30,500 
gross ton luxury passenger liner ‘Leon- 
ardo Da Vinci,’ built at the Genoa yard 
of Ansaldo for the Italian Line. Also 
completed to Bureau Class at the An- 
saldo shipyard were three tankers and a 
freighter. The latter was the Diesel 
propelled ‘Nando Fassio,’ a vessel of 
10,500 tons. The tankers were the 50,750 
ton ‘Egeria,’ built for ‘Egeria’ Soc. di 
Navigazione per Azioni, the 31,500 ton 
‘Maria Adelaide’ for Eagle Trading and 
Shipping Co., S.A., and the 31,500 ton 
‘Alberto Bennati’ for ‘Cosarma’ Com- 
pagnia Sicula Armamento. 

“The Ansalado-Muggiano (LaSpezia) 
yard finished the 31,500 ton tanker ‘Cris- 


tina d’Amico’ for Armatori D’ Amico, a 
similar tanker, the ‘Maria Fassio’ for 
Villain & Fassio E Compagnia Inter- 


nazionale Di Genova and two bulk car- 
riers, the 19,300 ton ‘Golfo di Palermo’ 
for eee Sicula di Navigazione 
S.p.A., and_the 16,000 ton ‘Corallina’ for 
Insulare Compagnia Sicula di Arma- 
mento. The Leghorn yard of Ansaldo 
completed a similar ship for the same 
owner, this being the ‘Acquarius.’ 

“At the Monfalcone yard of Cantieri 
Riuniti dell’Adriatico the tanker ‘Esso 
Roma’ of 35,600 tons, ordered by the 
‘La Columbia’ Societa Marittima per 
\zioni, was completed to Bureau Class. 
The tanker ‘Maina Morasso,’ of 19,000 
tons, was also finished at this yard for 
Navigazione Mercantile S.p.A. The 12,- 
400 ton cargo vessel ‘llice’ was finished 
by Cantieri Navali Riuniti at the An- 


cona Yard for Navigazioni Arenella 
5.p.A. 
“The Cantieri Navali Riuniti yard at 


Palermo, Sicily completed the 35,500 ton 
tanker ‘Acradina’ for Armatrice S. 
Rosalia, S.p.A. The Cantieri del Me- 
diterraneo finished the 16,750 ton bulk 
carrier ‘Thuredrecht’ for N. V. Stom- 
vaart Mij ‘De ‘Maas.’ 

“The bulk carrier ‘Portovado’ 
finished for ‘Scicinaviglio’ 
Navale Breda, Venice. It 
deadweight tons. 

“In Italy there is now 
890 gross tons of merchant shipping 
building to Bureau Class, this repre- 
senting an increase of 123,485 tons from 
the January, 1960, total. Most of these 
new vessels are for Italian owners and 
registry. Of this total, approximately 
275,000 tons is scheduled for comple- 


tion in 1961, 
Shipbuilding in Germany 
“In Germany 19 vessels 


was 
by Cantiere 


is of 15,800 
a total of 785,- 


were com- 


pleted to Bureau Class, these aggregat- 
ing 281,255 gross tons. Finished at the 
\. G. Weser Bremerhaven shipyard 


were two of the three freighters of 10,- 
20) deadweight tons ordered by Com- 
pania Maritima San Basilio, S.A. These 
were the ‘Eurymachos’ and the ‘Eury- 
lochus,’ 





K.G., Hamburg, two sister ships were 
delivered to Petroleum Shipping Co., an 


affiliate of the Standard-Vacuum Oil, Co. 
These were the tankships ‘Stanvac Ad- 
venture’ and ‘Stanvac Progress,’ of 13,- 
800 deadweight tons each. Also com- 
pleted at this yard was the ‘Ruhr Ore,’ 
the last of four duplicate bulk ore car- 


riers ordered by Transatlantic Bulk Car- 
riers, and the first three of four similar 
vessels for Ore Carriers of Liberia, the 
‘Tees Ore,’ ‘Clyde Ore,’ and ‘Mersey 
Ore,’ each of 29,000 deadweight tons 
“The 47,500 ton tanker ‘Esso Leige’ 
was completed for Esso Belgium S.A. by 


Howaldtswerke Hamburg A.G 
“The Deutsche Werft A.G. shipyard 
at Hamburg finished four tankers to 


Bureau Class. Three of 
36,100 tons each. The 
and ‘Esso Nurnberg’ 
Tankschiff Keederei, while the ‘Inter- 
continent’ was for Titan Tankers, Inc. 
The ‘Nebo’ of 24,400 tons was ordered by 
Overseas Tankers, Inc. 

“The A. G. Weser shipyard at Bremen 
finished the second of two oil tankers 
of 48,000 tons, the ‘Esso Essen,’ for E 
Tankschiff Reederei. 

“The Kieler Howaldtswerke A.G. 
shipyard at Kiel delivered the 65,300 ton 


these were of 
‘Esso Hannover’ 
were built for Esso 


Esso 


‘Naess Spirit’ to the Norcape Shipping 
Co., an affiliate of the Naess Shipping 
Co, This is the first of three tankers of 


this size. 

“The Bremer Vulkan yard at Vegesack 
delivered the first three of six duplicate 
6,200 ton refrigerated cargo ships to 
Surrey Shipping Co., an affiliate of the 
United Fruit Co. These were the ‘Tena- 
dores,’ ‘Tetela’ and ‘Turrialba.’ 

“About 748,800 gross tons of merchant 
ships are now on order in 
be built to Bureau Class. 
crease of 237,000 tons over the total last 
year. Of these vessels, some 257,000 tons 
should be completed this year. 


Germany to 
This is a de- 


Activity in France 


‘Centaure’ 
51,500 tons each, 


the oil tankers, 
vessels of 


In France, 
« ‘Raa ’ 
and ‘Bearn, 


x * 


Casually » . 


Me JUNE * 


* 
* 
* 
* 
* 
* 
* 
* 


COMPLETE 





were completed by Chantiers Navals de 
la Ciotat. The former was for Cie des 
Messageries Maritimes and the latter for 
Societe Francaise de Transports Petro- 
liers. 

“The Ateliers and Chantiers de Dun- 
kerque and Bordeaux (France-Gironde) 
shipyard at Dunkerque finished the larg- 
est tanker built so far in Europe. This was 
the 72,700 ton ‘J. Paul Getty,’ built for 
the Tidemar Corporation, an affiliate of 
the Tidewater Oil Co. 

“Chantiers and Ateliers de 
delivered the ‘Stigmaria,’ 
17,250 tons, to Societe 
fretements and Union Navale. 
bulk carriers of 17,300 
tons were finished at the Bordeaux ship- 
yard of Ateliers and Chantiers de Dun- 
kerque and Bordeaux (France-Gironde). 
These were the ‘Vulcain’ for Soflumar- 
Vins, and the ‘Oppelia’ for Union Navale. 

“Of the 390,300 tons now build- 
ing to Bureau Class in France, all but 
four vessels are for French interests and 
registry. Included is the 60,000 gross 
ton, 2,000 passenger, luxury passenger 
liner ‘France’ ordered a the French 
Line from Chantiers de l’At lantique, the 
keel for which was laid in October, 1957, 
and is now scheduled for completion this 
year. Approximately 167,000 tons 
of new merchant shipping is scheduled 
to be completed to Bureau Class in 
France in 1961. 


Belgium and Sweden 


Provence 
a bulk carrier of 


Nationale d’Af- 


“Two similar 


gross 


gross 


“In Belgium two more of the ten cargo 
ships ordered by Compagnie Maritime 
Belge to be built to Bureau Class were 
completed by S.A. Cockerill-Ougree. 
These were the ‘Moliro’ and ‘Montalto,’ 
vessels of 12,000 tons, Diesel propelled. 
At the same shipyard the bulk carrier 
‘Crusader,’ of 34,500 tons, was delivered 
to Alcoa International, Inc. About 124,- 
850 gross tons of merchant vessels are 
now on order here to be built to Bureau 
Class and all but two will be registered 
in Belgium 

“In Sweden, one of 
tankers in existence, 
Parkhurst, a vessel of 


the largest oil 
the ‘George L. 
68,100 tons, 


was 
completed by Sorviksvarvet for Cali- 
fornia Transport Co., subsidiary of the 
Standard Oil Co. of California. Two 
sister ships are on obi for the same 
owners together with two for Cities 
Service Oil Co. 

“The Uddevallavarvet shipyard at Ud- 
devalla, Sweden, finished the 42,400 ton 
tankship ‘Trinity Challenger’ for the 
Trinity Navigation Corp. This is the 


third of five duplicate vessels, three of 


which were for Trinity and two are for 
Gulf Oil Corp. 
“Kockums Mekaniska Verkstadts, Mal- 


mo, Sweden, completed the 40,800 ton 
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“and similar covers a 
j nw ivsiceotclall 


tankship ‘Esso Brussels’ for Esso Stand 





J q 


1rd (Belgium) S.A 
Holland 
“In Holland 13 vessels were completed 
to Bureau Class last year. The Neder- 
landsche Dock shipyard at Amsterdam 


finished the 47,600 t. ad tanker ‘N; Less En- 
deavour’ for Anglo- ‘rican Sh 


lipping 





Co., a Naess Shipping C d. ‘affiliate and 
the 24,950 ton tanker ‘Adler’ for the 
Black Sea State S. S. Line 

“The De Schelde shipyard at Flushing 
finished the 32,000 ton tankship ‘Baren 
drecht’ for N. V. Stoomvaart Mij ‘De 
Maas.’ C. van der Giessen and Zonen’s 
shipyard delivered the second of two 
duplicate 35,70) ton tankers to Esso 
Nederland N. V. This was — ‘Esso 
Amsterdam.’ Also completed at this yard 
was the 11,200 ton cargo ie ‘Boven 
kerk’ for United Netherlands Naviga 
tion Co. 

“he Rotterdamsche Dock shipyard de- 

livered the 31,600 ton tankship ‘Chel 
wood Beacon’ to the i 


Medomsley Steam 


Shipping Co, London 








Fijienoord oe at de- 
livered the ‘Calte Amst erdam, first 
two 31,750 ton cenlas for Nederland 
Pacific Tankvaart Mij. 

“Two 7,500 ton cargo ships were com 
pleted to Bureau Class in Spai ing 
1960. These were the de 
Pereira’ and ‘Ciudad de Armenia’ for 


Flota Mercante Grancolombiana S.A. In 
Denmark, a 9,500 ton bulk sugar carrier 
was finished to Bureau Class. This was 
the ‘Domino Ascuna 
Shipping Co 

“Completed to Bureau Class in Turkey 


Crystal, for the 


was the 6,500 ton cargo vessel ‘Abidan 
Daver,’ for D. B. Deniz Naklizati. 
“The second of the two largest vessels 


ompleted un ler 


the supervision of the Bureau's survé 
ors at Taiwan by Ingalls Taiwan Ship 
building and Dry Doc ‘k Co. This was the 
36,000 ton oil tanker ‘Freedom,’ owned 
by General Tanker Corp 


ever built in China was c 


United States 
“In the United States 
of 348,313 gross tons 
weight tons were completed to Bureau 
Class during the past year. Included was 
the 50,265 ton ‘Texas Sun,’ second of 
two similar tankers built by the Sun 
Ss 5. & DD. Co. for ~ Sun Oil Com- 
pany and registered in the United States 
“Eight additional tankships were 
finished to Bureau Class, these ranging 
in size from 29,200 up to 48,000 tons. Two 
of these were 48,000 tankships ‘Esso 
Baltimore’ and Boston,’ - It by 
Newport News Ship Building and Dry 
Dock Co. for the Humble Oil and Re 
fining Co. Nine high speed cargo vessels, 
two container ships, and a survey vessel 
were also completed in the United States 
“On the Great Lakes two big bulk 
carriers were delivered. The 27,200 ton 
‘Arthur B. Homer’ was built by Great 
Lakes Engineering Works for the Beth- 
lehem Steel Co. The ‘Edward L. Ryer- 
son,” of 26,000 tons, was delivered to In- 
land Steel Co. by Manitowoc S! 1ipbuild- 
ing, Inc. 


vessels 


, 23 large v 
and 523,981 dead- 


the 


Esso 
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Standard Accident Net 
Earnings Went Up $2 M. 


SHARES REACHED $7.18 IN 1960 


Consolidated Assets Including Two Sub- 
sidiaries Increased $3,457,279 to New 
High of $149,111,684, Kirk Reports 


L. K. Kirk, president of Standard Ac- 
>t 


announced in his annual report 


cident, 
to stockholders that the consolidated net 
f Standard Accident 
ly owned subsidiaries, Planet 

Detroit, and Pilot In- 


oronto, were $7.18 


earnings after taxes 
and its whol 
Insurance Co. of 
Co. of T 
1960 


per share in the 


surance per 


share in including an increase of 


$1.43 


unearned 


equity in the 
The com- 
$4.39 


including $2.93 per share trom 


premium reserve 


arable earnings for 1959 were 
ver share 


he unrealized equity 


nck — uae 
The net premiums $75,426,703, ex- 
ludin special reinsurance accepted, 
g | i 
vritten by the companies were at the 


level attained in 1959 
Consolidated net earnings 


tions after income 





taxes were FA 
in 1960, compared with net earnings 
$724,453 in 1959. There was a net under 
writing loss of $877,090 in the vear. The 
ratio of losses and loss expenses in 
~urred to earned premiums was 60.7% in 
1960 compared with a ratio of 63% in 


1959. The ratio of underwriting expenses 
incurred to written premiums was 39.1%, 
-ompared with 38,3% in 1959. Thus there 
was an indicated underwriting profit 
0.2% in 1960 compared with a loss 
13% in 1959 


>». > present 
annual dividend of $2 per share is covered 
three and one half times by inve 
earnings 


The cons lidated 


stment 


assets of Standard 


Acciden Planet, and Pilot increased 
$3,457,279 to a new high of $149,111,684 
at December 31, 1960. Standard Acci 


lent’s policyholders’ surplus was $32,- 
I 7 2 d 
619,998 at December 31, 1960, an increase 
f $1,958,701 in the year 
The 1960 net operating profits of 
Accident and Planet which 
would have been taxable were 





r net operating losses of previous 
years. There remain unused net operat 
ing losses of approximately $8,400,000 
which may be carried forward to be 


applied against operating profits within 





e next few years 
The regular quarterly dividend of We 
was declared by the board of 
payable March 3 to stock 
f record February 20 





ELECT CLARKE A DIRECTOR 
Edmund W. Clarke, vice president and 
assistant to the president, Transamerica 


Corporation, San Francisco, has been 
elected a director of the American Sure- 
ty of New York. Mr. Clarke joined 


the staff of E. F. Hutton & Co. at Los 


Angeles in 1946. A year later he opened 
and was named manager of their Bakers- 
field, Calif. office In 1960 he joined 
Transamerica Corp. and was elected a 


vice president 


He is also a director of the Pacific 
National Fire, The American Life of 
New York and Surety Fire Insurance 
Co., all of which are members of the 


Transamerica Insurance Group. Other 
this Group are Occidental 
Life of California and Premier Insurance 
Co 


members of 





Borst Joins White & Camby, 
N. Y. Agency, as Vice Pres. 





Matar 

CLARENCE A. BORST 
Edward I. White, president of White 
& Camby, Inc., 50 East 42nd Street, New 
York, 


cies in the city, announces that Clarence 


one of the oldest and largest agen- 


\. Borst has joined the agency as vice 
president, effective March 1. 

Mr. Borst has been vice president of 
the United States Casualty since 1944 in 
metropolitan N. Y. under- 
writing, production and general admin 
istrative duties at New York office, 60 John 
nm Page 42) 
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AEC UPS NUCLEAR LIAB. COVER 


Insurance Industry Nuclear Syndicates’ 
Protest Upheld, Higher Coverage 
On Reactors Ordered 
The Atomic Energy Commission has 
upped the amount of liability 
that located 
in more highly-populated areas will have 
to carry in order to be eligible for Gov- 


private 


coverage nuclear reactors 


ernment excess-coverage indemnity. 

The increase was in response to pro- 
tests made by the two insurance industry 
nuclear syndicates—Nuclear Energy Li- 
ability Insurance Association (stock com- 
panies) and Mutual Atomic Energy Li- 
ability Underwriters (mutual compan- 
ies)—that the financial protection re- 
quirements set forth by the AEC last 
year were too low. 

The Commission left unchanged the 
minimum amounts of financial protection 
needed to qualify under the Price-An- 
derson reactor indemnity statute for 
Government excess coverage of up to 
$500 million per nuclear incident. These 
require $1 million for smaller reactors, 
with the amounts to be required for 
larger reactors not covered by a statu- 
tory requirement determined under a 
prescribed formula. 

Also unchanged is the requirement that 
reactors having a power level of 100,000 
electrical kilowatts or more must be cov- 
ered by the maximum amount of insur- 
ance available from private sources 
now $60 million. 

Under the amendment to AEC regu- 
lations approved by the Commission, the 
formula to be used for reactors above 
the minimum amounts and below the 
statutory requirements now call for 
somewhat higher financial protection for 
reactors located in more highly-populated 
areas. 

While the basic elements of the form- 
ula, namely, power level and location, 
are continued, the Commission deter- 
mined that the range of values previous- 
ly assigned in the formula to location 
factors did not adequately reflect rela- 
tive differences in location. 


The new formula for computing fi 
nancial protection requirements is as 
follows: 

Base amount of insurance ($150,000 





PERSONNEL 
SERVICES, INC. 


"Specializes in Insurance" 


. fe $15,000 plus 
Looking for that brand new spot? Here's an 
Eastern Mutual which is starting a fire op- 
eration. 10+ years exper. & admin. ability. 


CASUALTY MANAGERS ................ $8-10,000 
Midwest and Southern branch offices. 


UNDERWRITER—INLAND MARINE $8-10,000 
Solid inland bkgd for top NYC operation. 











UNDERWRITERS—FEE PAID ... ..-$9,000 
Top casualty & you have a futu in beauti- 
ful suburban N. J. Relocation paid! 

UNDERWRITER—HULL ....2w 2... $8,000 
Solid hull exper. & you have bright future. 

UNDERWRITER $7,500 








It's NYC and it's comp. and liability. 


CLAIMS EXAMINERS .....00000000000.... $8-10,000 
Home office or branch experience and you 
con have your pick of four choice spots. 





50 CHURCH STREET NEW YORK 7, N. Y. 
WoOrth 4-8410 











EMPLOYERS CAS. PREMIUMS UP 

An increase of $1,144,246 earned pre- 
miums was reported by Ben H. Mitchell, 
president of 


Employers Casualty of 


Dallas. Assets increased $1,513,791 to 
an all time high of $33,664,885. Stock- 
holders voted to increase the capital 


stock from $1,600,000 to $1,700,000 by the 
payment of a stock dividend on March 
24 to stockholders of March 17. 

WwW. W 
Power & 


board of 


Lynch, 
Light Co 
directors. 


Texas 
added to the 


president of 
, Was 
Other 

re-elected. 


officers and 


directors were 


times the megawatt rating of the re 
actor) multiplied by the location factor 
(1 to 2). The location factor formerly 
used was 1 to 1.5. In arriving at a loca- 
tion factor within the prescribed range, 
the Commission takes into account the 
total population of the area surrounding 
the reactor and the proximity of that 
population to the reactor site. 








AMERICA'S 


INFORMAL 


BUSINESS CAPITAL 


Boston, 


ing, YU 2-6905 
Joseph Vance 


RI 1-6814 « 


Also reservation offices: 
73 Tremont St., 
ington St., RA 6-0624 ¢ Washington, D. C., Investment Bldg., 
RE 17-2642 ¢ Glen W. Fawcett: San Francisco, 1029 Russ Build- 
Seattle, 726 

Building, 
2-1981 ¢ Dallas, 211 N. Ervay, 
Los Angeles, 510 
West Sixth Street, 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 

Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1961-FEB. 28, 1962. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sales. 


New York, 630 5th Ave. JU 6-4500 
LA 3-4497 ¢ Chicago, 77 W. Wash- 
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Fewer Disabling Work 
Injuries in 1960 


U. S. DEPT. OF LABOR REPORT 





Injuries Per Thousand Down From 31.2 
To 30.5 Last Year; Death Figure 
Held at 22 per 100,000 





Disabling — injuries declined slight- 
ly in 1960 to 1,960,000, with deaths re- 
maining unchanged at 13,800, according 
+ preliminary estimates released by the 

S. Department of Labor’s Bureau of 
yes’ Statistics. 

The slight decline, coupled with an in- 
crease in the number of men and women 
at work, reduced the injury rate from 
31.2 per 1,000 workers in 1959 to 30.5 in 
1960—a favorable indication of improved 
safety measures in employment, the pre- 
liminary report states. 

The death figure—22 per 100,000 work- 
ers—held at the record low of 1958-59 
despite somewhat higher employment in 
1960, the report points out. The 1958-60 
figure, it declares, is the lowest on rec- 
ord since the death rate series was be- 
gun in 1936. 

In addition to the deaths, about 83,000 
injuries resulted in some degree of per- 
manent physical impairment, ranging 
from the partial loss of the use of a 
finger to complete inability in the future 
to work in any gainful employment. The 
remaining 1,863,200 resulted in no per- 
manent ill effects, but each caused an in- 
ability to work for a day or more. 

Altogether, these work injuries and 
deaths resulted in about 41 million man- 
days of disability in 1960. When the 
future effects of the deaths and _ per- 
manent impairments are evaluated and 
added to the immediate loss, the report 
concludes, the total will amount to ap- 
proximately 167 million man-days of dis- 
ability. This is equivalent to a year’s 
full-time employment of about 540,000 
workers. 


CRUSADE SEEN ABANDONED 





Michigan Secretary of State Hare Stops 
Playing Compulsory Auto 
Ins. Law Theme 

James M. Hare, Michigan’s Secretary 
of State, apparently has abandoned his 
crusade to place a compulsory automo- 
bile insurance law on the statute books. 
Mr. Hare was active in support of such 
legislation for several years following 
his injury in an accident involving an 
uninsured motorist. 

In an address before the Albion Ro- 
tary Club, Mr. Hare said the problem 
of uninsured drivers is a “knotty” one 
but that he knows of no ready solution. 
He estimated the number of licensed 
Michigan motorists who lack liability 
coverage at 10 to 11%. Among the un- 
insured, he said, perhaps 70% lack any 
assets against which to levy in event 
of judgment. 

Michigan has a financial responsibility 
law, he noted, similar to that of 40 other 
states, under which unpaid judgments 
result in revocation of license unless in- 
surance is supplied. After the three- 
year term of this requirement, however, 
he said many motorists again drop their 
coverage because of the premium ex- 
pense. 

Compulsory laws in some other states, 
notable Massachusetts and New York, 


have “bred law suits and virtually tripled 
insurance costs for car owners,” Mr. 
Hare admitted. Other states have en- 


acted unsatisfied judgment laws, creating 
state funds from which claims could be 
paid. These have not been entirely satis- 
factory in their operation, however, he 
said, and both insurance companies and 
labor unions oppose them. 


Carr Named Special Agent 
Robert G. Carr has been appointed 
casualty special agent for the State of 
Maryland. He has reported to The 
Fund’s Washington, D. C., branch office 
where Frank Griffiths is superintendent 
for automobile and casualty lines, under 
Group Manager Francis Edwin Pastor. 


Reveal Oregon, Washington 
“Safe Driver” Rate Changes 


Minor changes “improving the safe 
driver insurance plan” for Oregon and 
Washington have been announced by 
the National Bureau of Casualty Under- 
writers and the National Automobile 
Underwriters Association. The changes 
became effective February 15, and have 
been approved by both Insurance De- 
partments. These revisions may be sum- 
marized as follows: 

(1) The Plan shall not be applied to 
automobiles written under the Oregon 
and Washington Automobile Assigned 
Risk Plan. 

(2) Basic manual rates shall apply if 
the applicant or principal operator of 
the automobile has not been licensed for 
three years and if no points are charge- 
able as the result of accidents or con- 
victions 

(3) The Plan more clearly spells out 
situations under which points are to be 
assigned as the result of major traffic 
violation convictions. 

The National Bureau also announced 
average statewide changes in Oregon for 
commercial cars of plus 6% for B.I. and 
minus 13.5% for P.D., giving a combined 
decrease of minus 2.1%; and for garage 
risks purchasing division I coverage of 


plus 13.3% for BJ. and minus 16.4% 
for P.D., giving a combined increase of 
0.3%. 


In Washington, the National Bureau 
announced average statewide changes for 
commercial cars of plus 26% for BI. 
and minus 16.3% for P.D., giving a com- 
bined decrease of minus 6.8%; and for 
garage risks purchasing division I cover- 
age of plus 1.3% for B.I. and minus 12% 
for P.D., giving a combined reduction of 
minus 4.7%, 


F. & D. DECLARES DIVIDEND 


Directors of Fidelity and Deposit Co. 
of Maryland have declared a stock di- 
vidend at the rate of one share for each 
nine shares presently held, payable April 
20, to holders of record March 15. 

In announcing this action, President 
B. H. Mercer stated the board indicated 
its intention to continue the present 
quarterly dividend of 50 cents a share 
after distribution of the stock dividend, 
if justified by earnings. This will be 
equivalent to an annual rate of $2.22 on 
the shares now outstanding. 

In May, 1959 the company’s stock was 
split 2 for 1, followed by a 121%4% stock 
dividend and thereafter the present quar- 
terly rate of fifty cents was established. 
The distribution of the stock dividend 
declared will increase the outstanding 
capital stock of the company from 900,- 
000 shares to 1,000,000. 


O’Grady Joins Stuyvesant 

William J. O’Grady has joined Stuy- 
vesant Insurance Co.’s bonding depart- 
ment. He will aid and service brokers 
and attorneys in the production of sur- 
ety and fidelity bonds. 


WOULD HALT JR. CAR LICENSES 





Speno Bill in N. Y. Assembly Stipulates 
State-approved Driver Course for 
Minors 
No person under 18 years old will be 
licensed to drive unless he or she has 
completed a state-approved driver educa- 
tion course, under terms of a bill in- 
troduced recently by the N. Y. Joint 
Legislative Committee on Motor Vehicles 

and Traffic Safety. 

“The ultimate effect will be abolish- 
ment of most junior licenses, but more 
important is the fact no youngster will be 
permitted to drive until he has been 
adequately prepared for this responsi- 
bility,” said Sen. Edward J. Speno of 
East Meadow, L. I., committee chairman. 

The long-range effect, Sen. Speno said, 
would be in the direction of producing 
future generations of prudent, courteous, 
defensive drivers. 

Sen. Speno recommends extension of 
the driver education courses within adult 
education programs because, without 
state subsidy, adult education will be 
the only avenue for many students and 
non-student who want driver education. 
The student or his family in this manner 
will pay directly for the benefit received. 


“An expansion of the adult education 
program,” Sen. Speno said, “to meet 
the requirement for successful comple- 
tion of a driver education course would 
provide the best possible vehicle for 
making the driver education courses 
available to all students attending both 
public and non-public schools. The 
courses could be given evenings, week- 
ends and during the summertime so as 
not to interfere with the regular curri- 
culum and educational requirements of 
the students.” 

The approximately 160,000 junior licenses 
now used by 16 and 17 year olds would 
be allowed to terminate as scheduled 
and would not be cancelled, although 
none of these youngsters has completed 
driver education. After the bill’s effective 
date (October 1, 1962) new junior licenses 
would be issued only to youngsters who 
have completed these courses. The bill 
was given a 1962 effective date to provide 
sufficient time for youngsters to com- 
plete a driver education course. 

The bill leaves in force the current 
law under which a 17-year old who has 
completed driver education is eligible to 
receive a full operators license. It main- 
tains 16 years as the minimum age for a 
junior license. 

Two areas which would not be affected 
by the bill are New York City and Nas- 
sau County where junior licenses would 
continue to be invalid. A 1960 law, in- 
troduced by Sen. Speno, abolished junior- 
licensed driving in Nassau County. 


FRANK LANG A NEW FATHER 

Frank Lang, president of Frank Lang 
and Associates, Inc., New York-Chicago 
management consult: ints, is the pr oud 
father of a baby girl, Julia Lorraine, 
born recently in New York. This is 
the Lang’s first child. 
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An Excellent Opportunity 


Executive position open with a multiple-line stock com- 
pany for a man experienced in all facets of insurance 
sales and sales promotion. Must be competent to handle 
agent and broker relationships and have proven ability to 
work closely with them. College preferred. Write fully, 
including salary requirements, to President's Office, 
General Fire And Casualty Company, 1790 Broadway, 











Amer. Fore Names Booth 
Sec’y, Manager at L. A. 


THREE ASSISTANTS APPOINTED 





Dodds, Hofstatter and Marsh Will Assist 
M. A. Booth Who Becomes Man- 
ager of Los Angeles Operations 





Maxwell A. Booth, who has been sec- 
retary of Loyalty Group companies and 
branch office manager at Los Angeles, 
has been appointed, in addition, secre- 
tary of the domestic America Fore com- 
panies and assumes management respon- 
sibility for the Los Angeles operations 
of America Fore Loyalty Group. 

Mr. Booth’s first assistant will be T 
Keith Dodds, who has been manager 
of the America Fore fire companies at 
Los Angeles; Frank W. Hofstatter, who 
has been manager of Fidelity & Casu- 
alty’s operations there and Robert D 
Marsh, who has heretofore been assistant 
manager of the Loyalty operations. 


Careers 
_ Mr. Booth has been actively engaged 
in the insurance business in California 


since 1937 when he joined Loyalty com- 
panies at their San Francisco office. 

After service in the Pacific Theater 
during World War II, he separated from 
armed service in 1946 with the rank of 
Major and reassumed his duties with the 
a companies as a special agent in 

San Diego. Mr. Booth was later manager 
of the ‘San Diego office and in 1952 
went to Los Angeles as assistant man- 
ager. 

He was appointed an assistant secre- 
tary of the Loyalty companies in 1953 
and a secretary in 1958, when he assumed 
managerial status at the Los Angeles 
office of the Loyalty companies. 

A native of Eureka, Colo., Mr. Booth 
was educated at University of California 
and the Polytechnic College of Engineer- 
ing, Oakland. He is a member of Blue 
Goose; Southern California Fire Under- 
writers Association and the Casualty 
7 Association of Los Angeles. 


Keith Dodds has been with America 
Fore since 1923 when he started in the 
San Francisco office. A veteran of 38 
years, Mr. Dodds transferred from om 
Francisco to Los Angeles in 1934 and 
in 1941 was made a special agent of all 
America Fore fire companies. Mr. Dodds 
assumed management duties in the Los 
Angeles office in 1958. 

He has been active in the Southern 
California Fire Underwriters Associa- 
tion. 

Frank Hofstatter has been 
America Fore organization since 1940 
A native of New Rochelle, N. Y., he 
started as a rater for Fidelity & Cas- 
ualty of New York in the New York City 
Metropolitan office. During World War 
II he served in the United States Army 
in India and China. He was discharged 
with the rank of Captain. 


with the 


On his return from service in 1946, 
Mr. Hofstatter was assigned to the Los 
Angeles branch office of The F. & C. 


as an underwriter. In 1949, he advanced 
to special agent in the Los Angeles 
territory and in 1952 became agency 
superintendent of the Los Angeles 
branch office. From this post he was 
advanced to resident manager, three 
years later. 

Mr. Hofstatter has been president of 
the Casualty Insurance Association of 
Southern California and also served as 


secretary-treasurer and vice president 
of that organization. 
Robert D. Marsh, CPCU is a native 


of Wendel, Idaho. He started his insur- 
ance career with the Western Adjust- 
ment and Inspection Co. in Chicago in 
1935. He joined the Loyalty companies 
in 1945 as a staff adjuster at Los Angeles 
and was made a special agent for the 
Los Angeles metropolitan area in 1949 
Mr. Marsh was appointed district 
manager at San Diego in 1956 and as- 
signed to the Los Angeles office in 1958. 
He was educated at Beloit College and 
Akron University and also attended the 
University of California at Los Angeles. 
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“Here and There” Observations on 


Trends in Insurance Shares Market 


By SHELBY CuLLom Davis 
Managing Partner Shelby Cullom Davis & Co., New York, N. Y. 


Back from a month's trip abroad during which he visited with insurance company 
fficia n France, Germany, Belgium and Switserland, Mr. Davis in the following 
ure f insurance shares trends in the first two months of 1961, takes an optimistic — $647 per share from $4.71; Jefferson W. t C &S Hit 50M 
ny range outlook. He pots to higher earnings in 1960 fire-casualty annual statements Standard went up 19% to $3.40 from estern U, - Fil $ . 


lespite Hurricane Donna. He notes that many life companies last year showed better $286 Franklin jumped 16% to $4.07 During Its 50th Year 
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AT HIS FINE RESTAURANTS 


23 PARK ROW 213 PEARL og 
Near Ann St., N. Y. Near Maiden Lane, N. Y. 
Phone: WOrth 2-2514 Phone: Digby 4-2348 


Diners Club, American Express, Hilton Carte Blanche 
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EMIL PANGAL On WQXR (Cocktail Hour) 5 p.m. every other Saturday. 
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Why These Insurance Shares Are operations of better than 20%. Slower nounces. expense equity in the increase in_un- 
Favored rates of growth in insurance in force pre Mr. Siedenburg joined Farm Bureau earned premiums, were equivalent to $4.27 
While insurance stocks must compet: vented rises in total adjusted earnings Insurance Services in. 1949 as agency ‘ged share on the 650,000 shares —— 
. ; ; - from matching the increases in net earn- manager for Jones County, Iowa. In ing pursuant to the one-for-twelve stock 
with AA bonds yielding approximately ings, but the gains were still excellent 1951, he was appointed division manager dividend distributed October 14, 1960 
44% and mortgages returning even more, Total adjusted earnings of Monarch for Northeast lowa. He was appo'nted This compared with $4.16 for 1959 ad- 
savings bankers have studied forecasts Life (subsidiary of Springfield) soared associate sales director for the com justed to the present number of shares 
that within approximately seven years 59%. Life of Virginia jumped 37% to panies in 1955. Consolidated assets at December 31, 
the 12 eligible insurance stocks should 196) were a record $79,392,447, up $5,- 
iis intemal: Se Tere = 619,074 from a year ago. Policyholders 
Se ee er ee ae ee surplus, the total of capital and surplus, 
ipproximately 3% at today’s cost. Such rose $612,481 to a new high of $19,619,- 
in increase in dividends over the next PRITCHARD AND BAIRD 596, after an increase of $5,006,593 in 
seven years would be accompanied by a reserve funds and after payment of 
rise in market price. Therefore, insur $827,500 in cash dividends at the rate 
nee shares are beginning to find favor REINSURANCE of $1.40 per share. 
verge Bly “a S jong Massachuse me Consultants and Intermediaries Stockholders equity, or estimated 
Best performer on the Massachusetts liquidating value, was $50.78 per share 
Savings Bank list in 1960 was Reliancc F iI d h h > on the 650,000 shares outstanding at 
up 22% followed by Aetna Fire up 21%, ully prepare t rougn iong experience to serve year-end, The comparable figure for 
Home up 19%. Insurance Co. of North : ; : 1959, adjusted to the present number 
America up 17% and St. Paul up 15% intelligently those Underwriters who demand the ae SAREE, We See 
Northwestern National of Milwaukee de ee 
clined 11% while Northern was un- ) + 
changed est. PACIFIC EMPLOYERS IN ARIZ. 
Merchants had the biggest dividend As a step toward expanding its opera- 
inorease last year, up 33%, and is the “WE ARE WHAT WE DO" tions in Arizona, Pacific Employers In- 
highest yielder, returning 41%. New surance Co. has established a branch 
Hampshire _ re ene 3.7% and is the office—its first in the state in Phoenix. 
cheapest in relation to investment in W. E. “Wes” Schroder has been ap- 
ome, selling at only 11 times, Aetna Firs 123 William Street, Now York 38, 0. Y. pointed resident manager of the office, 
is selling at 12 times last year’s invest WoOrth 4-198! which will serve PE’s 65 agents in the / 
ment income. Highest priced in this state, in charge of production and under- 
regard are Insurance Co. of North Armer- (jp writing i 
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New State Farm Management Teams 


Management teams for the State 
Farm Insurance Group’s two new re- 
gional offices have been partially se- 
lected, and personnel shifts in other re- 
gional offices have resulted. 

Fred A. Gates, presently regional vice 
president at the East Central office in 
Newark, Ohio, has been named to head 
the new Lake Central office at West 
Lafayette, Ind. He has served as re- 
gional vice president at East Central 
since it opened and will assume his new 
duties July 1. Edward F. Lukes, current- 
ly manager of the Southern’ Indiana 
division of State Farm’s Midwest: office 
at Bloomington, will be a deputy re- 
gional vice president at West Lafayette. 

Replacing Mr. Gates as regional vice 
president at East Central will bé Nor- 
man R. Sleight, new deputy regional vice 
president there. Clifford L. Carter, 
agency director at East Central, will suc- 
ceed Mr. Sleight. 

Carl W. Bockhorst and Duane M. Paul 
will be deputy regional vice presidents 
for the Northeastern office now being 
constructed at Wayne, N. J. They will 
serve with James M. Tindall, who last 
month was named regional vice presi- 
dent for that office. Mr. Bockhorst is 
now deputy regional vice president at 
the Mid-Atlantic office in Springfield, 
Pa., and Mr. Paul is agency director for 
New Jersey. 

Other Mid-Atlantic shifts resulting 
from the appointments are Richard L. 
Meyer, from West Pennsylvania division 
manager to New Jersey division manager ; 
John J. Roberts, from New York division 
manager to West Pennsylvania division 
manager; Robert D. Zehrung, from New 
Jersey division manager to New York 
division manager. 

John T. Sules and David D. Kerlin, 
both assistant agency directors, will be- 
come agency directors for New Jersey; 
Frank Knoll, Jr., will move from Mid- 
Atlantic personnel manager to a similar 
position at Northeastern. He will be 
succeeded by Charles F. Harradan, who 
moves up from assistant personnel man- 
ager at Mid-Atlantic. Erskine J. Hall, 
assistant administrative services super- 
intendent at the Southern office at Bir- 
mingham, Ala., will become Northeast- 
ern’s administrative services superin- 
tendent. 

Other Appointments 


Other Lake Central office appoint- 
ments include: Milford B. Cox, Robert 
R. Slaughter and Robert E. Dender, Jr., 
all to be agency directors for Indiana. 
Mr. Cox is currently acting state direc- 
tor; Messrs. Slaughter and Dender are 





CASUALTY MANUALS COURSE 


The Insurance Society of New York is 
now accepting registrations for another 
casualty manuals course scheduled to 
begin March 7. This course, improved 
and refined each year during its 19 year 
history, has provided efficient training 
in the use of the casualty manuals for 
more than 1,100 checkers, raters, agents, 
brokers, and underwriters. 

Classes meet on Wednesdays from 
6:00 to 8:00 p.m. An afternoon class is 
also available on Tuesdays and Thurs- 
days from 1:00 to 2:00 p.m. Classes will 
continue for 15 weeks and the tuition is 
$45. Since this course is not creditable 
toward the Society’s Certificate or Dip- 
loma, it is not necessary that candidates 
be high school graduates. 

Registration may be completed at the 
Society’s office, 225 Broadway (25th 
floor), New York City (WOrth 2-4111). 


90.3% FOR N. C. AUTO LIAB. LAW 

A poll of more than 5,000 North Caro- 
lina motorists shows overwhelming sup- 
port for continuing the state’s automobile 
liability insurance law. The North Caro- 
lina State Motor Club- conducted the 
poll. Results showed that 90.3% of those 
polled favored continuing the financial 
responsibility law. 


assistant state directors. Neil C. Thomas, 
now assistant personnel manager at the 
Michigan office will be Lake Central’s 
personnel manager. Norman D. Wilder, 
assistant superintendent of administra- 
tive services for Missouri-Kansas, will 
become superintendent of administrative 
services at Lake Central. 

Other promotions and transfers an- 
nounced by State Farm include: Ca- 
nadian Office, Toronto, Ont—D. Ronald 
Harcourt, from Ontario State Farm 
agency to agency records superintendent. 
Home Office, Bloomington, Ill—Jack C. 
Carr, from public relations supervisor to 
public relations superintendent; John 
Krizek, from public relations assistant 
to public relations supervisor. 

Missouri-Kansas, Columbia, Mo.—Joe 
R. Minor, from assistant claim superin- 
tendent to claim superintendent. North 
Central, St. Paul, Minn.—James Stens- 
gaard, from assistant claim superintend- 
ent to claim superintendent. Southern 
California, Santa Ana—Delor Benoit, Jr., 
from assistant claim superintendent to 
claim superintendent. Southwestern, 
Dallas—George Koudsi, from assistant 
claim superintendent to claim superin- 
tendent. 


Employers Mutuals Closes 
Its Rehabilitation Center 


Employers Mutuals of Wausau, which 
in 1928 
company 


“opened the first insurance 
rehabilitation center in the 
nation,” achieved a unique goal recently 
when the center was officially closed be- 
cause there no longer was a need for the 
public services it offered. 

“The Wausau rehabilitation center was 
originally set up with the idea that it 
would be a pilot operation to encourage 
other communities in establishing such 
centers,” J. E. Linster, vice president, 
claims department, pointed out. “Our 
objective was to bring rehabilitation to 
the patient instead of bringing the 
patient to rehabilitation. 

“With well-established centers now 
operating in 90 communities throughout 
the state of Wisconsin, and with re- 
habilitation under the direct rn sion 
of a patient’s own doctor possible in 
most of the larger communities in the 
state, including Wausau, we have suc- 
cessfully completed our mission and 
are therefore ‘closing up shop,’ proud 
that we have made a substantial con- 
tribution to the field of rehabilitation,” 
Mr. Linster said. 


N. Y. State Mutual Casualty 
Cos. Assn. Elects Baier Pres. 


At its annual meeting, the Association 
of New York State Mutual Casualty 
Companies adopted a resolution express- 
ing its opposition to any amendment that 
may be recommended or proposed to the 
rate filing provisions in Section 184 of 
the New York Insurance Law that is 
designed to permit filed rates to be used 
prior to the waiting period prescribed 
in such section for the Superintendent of 
Insurance to review filings. 

The following officers of the 
ciation were nll sec for a tert 
one year: Milton L. Baier (Merch: 
Mutual)—president; Emanuel Morgen- 
besser (Cosmopolitan Mutual)—vice 
president; Edwin A. Cook (Interboro 
Mutual Indemnity)—treasurer, and Mi 
chael J. Murphy—general manager and 
secretary. 

Exchange Mutual Insurance Co. and 
the Utica Mutual Insurance Co. were 
elected to the governing committee for 
a term of three years. 





Rouse Elected a Sines 
Merl L. Rouse, president of American 
st Insurance Co., has been elected to 
he board of directors of the New York 
Board of Trade 
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NBCU’s Fuller Gets Nationwide Post 


Harry H 


branch of 


manager of the mid- 
the National 


Underwriters, 


Fuller, 
western Bureau 


of Casualty has been ap- 


pointed to represent the rating organiza- 
insurance 


United 


general man- 


tion in its relations with state 
departments throughout the 
States William Leslie, Jr., 
ager, announced 
“Until Mr had the 


responsibility of representing the bureau 


has 


now, Fuller has 


in its relations with state supervisory 


authorities only in states in the midwest- 
Mr 


will assume 


ern region,” Leslie explained 


“Hereafter, he 


a countrywide 


these respon- 


sibilities on basis, making 


his offices 


his headquarters in present 


In order to his and 


panded 


managership of the 


perform new ex- 


juties he will relinquish the 


midwestern branch 
his successor can be 
assume that responsibility. 
joined the bureau as 


ince as 
pre pared to 


Mr. Fuller 


soon as 


spe- 


cial representative in the midwestern 
branch in 1951 and was named manager 
in 1952. A native of Chicago, he at- 


tended the University of Michigan. He 
connected with the claim_depart- 
ment of the Chicago Railways Co. from 
1910 to 1914, when he entered the claim 
department of Zurich General Accident 


Was 


GIVES 4-PT. SUCCESS PLAN 
Voulelis Addresses Aetna Casualty Sales 
Grads; Battles, Amott, Touchton, 
Morgan Led Class 

\ four-point program for success in 
the general insurance business was out- 
lined for graduates of the 188th class 
of Aetna Casualty & Surety sales course 
by Stanley L. Voulelis, a representative 
f the company at Middleton, N. Y. Mr. 
Voulelis, a 1945 graduate of the course, 
spoke at the graduation dinner in Hart- 
ford that concluded the 

Mr. Voulelis said that today 
general recognition of the need for in- 
surance and that the agent’s primary 
concern is to convince people they should 
buy it from him. He listed these steps 
toward that goal: 

1. Establish a reputation for profes- 
sionalism through use of comprehensive 
survey methods and by emphasizing new 
developments and coverage features when 
insurance with prospective 


session 
there is 


discussing 
clients 

2. Whenever possible, 
the-spot” by using Aetna Casualty’s ad- 
justment authorization that enables 
agents to settle many claims up to $200 
inumediately 


pay claims “on- 


3. Build personal prestige by being ac- 


tive in community affairs and civic or- 
ganizations. 
4. Give genuine personal service by 


making yourself available to your policy- 
holders at any time they need you. “Even 
if all you can do at the moment is offer 
moral support, always be willing to do 
so,” Mir. Voulelis said. “Be fair with 
your policyholders and protect their in- 
terests. If you make a mistake don’t 
hesitate to admit it.” 

Amplfying his fourth point, Mr. Voule- 
lis said the personal relationship between 
the agent and his clients was perhaps 
the most important single factor. “You 
should know most of your policyholders 
by their first names and meet their fam- 
ilies when possible. Give them the feel- 
ing that they can come to you with any 
problem whether it concerns insurance or 
Then you can be sure they'll come 
to you with insurance matters, 

Blue ribbons for high scholastic stand- 
ing were awarded to Melvin L. Battles 
Ill of Norwalk, Ohio; Joseph D. Amott 
of Newport News, Va.; J. Thomas 
Touchton of Charlotte, N. >, and Billy 
B. Morgan of Benton, Ky. Messrs. 


not 


too 


Touchton, Morgan and Battles also won 
gold ribbons for demonstrating outstand- 
ing soliciting techniques. 


& Liability. He was placed in charge 
of the agency department in 1917, was 
appointed assistant U. S. manager in 
1928 and was named deputy manager in 
1935. He was also vice president and 
secretary of Zurich Fire of New York, 
American Guarantee & Liability and 
Zurich Life. He retired from the Zurich 
late in 1950, 


Cited for Photography by NAIC 


Last December, Mr. Fuller made the 
news columns of insurance industry pub- 
lications when the National Association 
of Insurance Commissioners, meeting in 
New York, adopted a re solution express- 
ing appreciation to him “for his unoffi- 
cial acts in the field of photography” 
and thanking him “for his splendid 
photographs which serve as such excel- 
lent mementos of our meetings.” 

This resolution was recognition of Mr. 
Fuller’s record of 40 years as “unofficial 
photographer” of the NAIC. While he 
was with the Zurich, he started - attend 


the meetings of the NAIC and to take 
pictures of the personalities at these 
gatherings. For years these pictures 


have appeared in insurance publications 
over this customary caption: “Photo- 
graphs by courtesy of Harry H. Fuller, 
midwestern branch manager of the Na- 
tional Bureau of Casualty Underwriters.” 

Mr. Fuller was also the subject of a 
previous resolution, adopted by the 
NAIC at its Miami Beach meeting in 
1956, expressing regret at his inability 
to attend. This was the first annual or 
mid-year meeting of the NAIC in 40 
years that Mr. Fuller did not attend. 
The reason: he was confined to a hospi- 
tal bed. 

Mr. Fuller has been active in Masonic 
affairs for many years. He is a Shriner 
and was elected to the Royal Order of 
Jesters in 1939 and to the Royal Order 
of Scotland in 1941. In Chicago in 1941, 
he was Sovereign of St. John’s Conclave 
(Premier Number One) Knights of the 
Red Cross of Constantine, an interna- 
tional honorary ‘Masonic order. For eight 
years he was a member of the board of 
governors of the Shriners Hospitals for 
Crippled Children (Chicago Unit). He 
was elected an active member-at-large 
ot the Grand Council of the Internation- 
al Order of De Molay in 1950. He re- 
ceived his Thirty-Third Degree in the 
Ancient Accepted Scottish Rite of Free- 
masonry in 1949, 

Mr. Fuller is married to the former 
Lillian L. Herring, who for many years 
was the executive secretary of the TIIli- 
nois Association of Insurance Agents 
and the executive secretary of the In- 
surance Federation of Illinois. 


Allstate Adds Third Large 
Building in Skokie, Iil. 


Allstate Companies’ continuing rapid 
growth has resulted in expansion into a 
third large office building in Skokie, III. 
President Judson B. Branch has an- 
nounced 

Mr. Branch disclosed that 
purchased a 40,000 sq. ft. building at 
8324 Skokie Blvd., a few blocks north 
of the home office building at 7447 Skokie 
Blvd. 

3eginning early in March the new All- 
state building will house its “fast grow- 
ing” special accounts division, which 
has been quartered in the home office 
location. The special accounts staff has 
quadrupled in the past two years, Mr. 
Branch explained 


Allstate has 


KRESS TRANSFERRED TO H. O. 


David T. Kress has been transferred to 
the home office casualty and property 
claim department of Standard Accident, 
where he will serve as a claim examiner. 
Mr. Kress was formerly claim repre- 
sentative for the company’s Detroit 
branch office. He attended University of 
Detroit and served as a staff sergeant in 
the U. S. Air Force. 











Claure H. Mahan to Join 
Jos. Froggatt & Co., Inc. 





CLAUDE H. MAHAN 

Joseph Froggatt & Co., Inc. nationwide 
public accountants and consulting actuaries, 
announces that Claude H. Mahan, who 
was recently granted early retirement 
by I.B.M., will join its organization on 


April 1 as manager of the systems 
engineering department. 

For 27 years Mr. Mahan has been 
manager of I.B.M.’s fire and casualty 
special industry department. Prior to 
that post, he held executive positions 


with fire and casualty insurance com- 
panies for 13 years. 

“His broad knowledge and vast ex- 
perience acquired during the past 40 
years working in and with the industry 
well qualifies him for management and 
systems consulting work,” said Executive 
Vice President Scott Harris of Froggatt 


& Co. this week. 


Mr. Mahan has conducted numerous 
systems and procedure seminars for 
I.B.M.’s customers in E ndicott and 


Poughkeepsie, N. Y. and San Jose, Calif. 
He has also actively participated in the 
insurance association meetings and con- 
ventions. 


Hawkeye-Security Launches 
H. O. Education Program 


Hawkeye-Security Insurance Company, 
in a move to provide the most modern 
facilities for instructing its employes, 
has announced the formation of an edu- 
cation and training division at its home 
office. 

The company is a member of the in- 
surance group of Financial General Cor- 
poration. 

William L. Cobb, president, also an- 
nounced that George C. Schultz, manager 
of administrative services, is in charge 
of the new division, and Kenneth Fair- 
child, former chief safety engineer at 
the company’s Springfield (ill.) branch, 
is the coordinator of education and 
training. 

“After extensive studies we developed 
a broad four-part program to meet the 
need for improved instruction facilities 
for employes,” said President Cobb. It 
follows: 

1. Detailed outlines and guides of every 
employe position in the company. 

2. A six-part orientation program for 
new employes. 

3. A number of formal study courses 
on the principles of insurance. (These 
courses will be mandatory for technical 
personnel and optional for others.) 

Product knowledge courses, com- 
posed of special classes covering the 
various lines of insurance offered by the 
company. 

Before joining the insurance company, 
Mr. Fairchild taught for a number of 
years in public schools. He is a graduate 
of Iowa State Teachers College, where 
he was elected student body president. 


Scott Harris Marks 40th 
Milestone with Froggatt Co. 





SCOTT HARRIS 


Scott Harris, executive vice president 
of Joseph Froggatt & Co., Inc., New 
York, will celebrate his 40th anniversary 
with the organization on March 7. Wide- 
ly traveled and well known, Mr. Harris 
has held his present post ever since 1941 
and is the Froggatt executive in charge 
of its main offices at 74 Trinity Place, 
New York. 

After attending Cornell University, Mr. 
Harris joined Joseph Froggatt & Co. in 
1921 as a junior accountant. In the next 
20 years he served in various poenorees 
in the New York office and shouldered 
increased responsibilities. Thus, he was 
ready in 1941 to step into the executive 
vice presidency. 

Mr. Harris has devoted considerable 
of time outside of business to college 
work. He has been chairman of board of 
trustees of Panzer College, East Orange, 
N. J. for many years and in the same 
capacity with Bloomfield (N.J.) College 
He has long been a member of the Board 


of Education of East Orange,, and in 
1958 was awarded an honorary LL.D 
degree by Panzer College. 

His affiliations include Sons of Amer- 
ican Revolution, Casualty Actuarial So- 
ciety (associate), Conference of Actu 
aries in Public Practice, National Asso- 


ciation of Casualty & Surety Executives, 
Bankers and Lawyers Clubs, New York. 
He holds a CPA certificate in California, 
Connecticut, Illinois, Michigan, Missouri 
and New Jersey. 


TRADERS & GENERAL RESULTS 


Traders & General Insurance Co. re- 
ported that 1960 premium writing totaled 


$8,628,823; admitted assets were $8,296,- 
329 and surplus to policyholders was 
$2,220,615. Directors declared the 10st 


dividend of 
17 to stock- 


consecutive quarterly cash 
25¢ per share payable Feb. 
holders of Feb. 10. 


New Post for Borst 
(Continued from Page 38) 


Street. He is a past chairman of the 
Casualty Managers Association of New 
York, past president of the Casualty & 
Surety Club of New York, currently 
first vice president of the Insurance 
Federation of the State of New York 
and a member of its legislative commit- 
tee. He is also a member of the execu- 
tive committee of the Insurance Section 
of New York Board of Trade and its 
liaison representative with the Young 
Men’s Board of Trade. 

Mr. Borst, a member of the board of 
governors of the Drug & Chemical Club, 
pw recently elected president of that 
clu 
















































insurance benefits, Alan M. 
ond vice president and associate actuary 





Group Non-Duplication 


Benefits Discussed 


A. M. THALER SEES NO CURE-ALL 
Prudential Executive Tells New York 





Chapter of American Society for Ins. 
Management, Solution Sought 


There is no magic cure-all for sub- 
rogation and non-duplication of group 
Thaler, sec- 


for The Prudential, told the New York 
Chapter of American Society of Insur- 
ance Management last week at the 
Sheraton-Atlantic Hotel. 

He added however, that what the in- 
surance industry is doing in a voluntary 
way is “the right answer,” although the 
answer might be termed a “long-range” 
one. 

The problem, one Mr. Thaler believes 
is concentrated in over-insurance, has 
been under scrutiny of the industry for 
some time. “The HIAA is currently 
making a study of the 130 million cov ered 
under group insurance benefits in an 
attempt to halt the increasing number 
of duplications,” he brought out. 


HIC Made Pilot Study 


In 1959, he said, the Health Insurance 
Council made a pilot study of 12 hospitals 
in seven major cities. Results indicated 
10% of the patients had duplication of 
coverage. This average was the result 
of figures as low as 5.6% in a hospital 
in Tennessee and 16.2% in a California 
hospital. 

“In hospital policies today, little has 
been done in basic coverage. Insurance 
companies have not attempted anything 
in the hospital-surgical field. Major 
medical is another story. Most companies 
recommend a non-duplication contract 
provision. You will see more in the 
future.” 

Mr. Thaler added that “you often 
find a recovery clause to adjust claims 
if a duplication is found.” He emphasized 
however that some employes and em- 
ployers don’t want a_non-duplication 
provision. “To impose such a provision 
means taking something away from the 
employes. This might be desirable from 
the employers and insurance company 
standpoint, but most employers don’t 
want to face employe dissatisfaction.” 

Pointing out that employes who con- 
tribute for group insurance see no need 
for it to “be cut back,” Mr. Thaler 
admitted that enforcement is rather dif- 
ficult. He cited questions in the claim 
form asking about other coverage and 
remarked that companies must go under 
the assumption that most people are 
honest anyway. 

A second means of discovering dupli- 
cation of coverage is through asking on 
the claims form where the _ person’s 
spouse is employed. That way the com- 
pany can check the spouse’s insurance 
coverage. 

“We could have an inter-company re- 
porting system,” Mr. Thaler asserted, 
“but something like that would be ex- 
pensive and not compatible with low-cost 
group insurance employers desire.” 

The speaker then explained the prime 
carrier rule which goes into effect “when 
policies clash head on.” This rule, em- 
ployed by most group-writing companies, 
rules that the company insuring the 
affected employe pays off first. Then, 
the spouse’s company steps in and settles 
the difference. 

“Some companies believe the pro-rating 
technique in which pre-determined levels 
of benefits are agreed upon and each 
carrier pays off as if there were no 
duplication is right. Well, there are good 


(Continued on Page 46) 


SET UP INSURANCE VENDORS 


Stuyvesant Life to Sell Travel Accident 
Policies Through Secure Your Trip, 
Inc. Machines 


A plan to sell travel accident insurance 
through vending 
launched by Stuyvesant Life. 
president, Maurice 


machines has been 
Company 
Olson, announced 
that the non-renewable term policy in- 
volved provides indemnity for loss of 
life, limb or sight resulting from bodily 
injury due to accident. 

Already approved in approximately 30 
states, the Stuyvesant policy’s principal 
sum of $5,000 is pavable for loss of life, 
both feet or both hands or both eyes, 
one hand and one foot, one hand and one 
eye or one foot and one eye. One half 
of the principal sum is paid for loss of 
one hand, foot or eye. The insured, who 
may buy up to four policies to enjoy 
maximum coverage amounting to $20,000 
pays 50 cents per policy for seven days 
coverage. Passengers also may buy pol- 
icies and coverage may be provided for 
additional policy periods. 

Mr. Olson pointed out that the new 
program is being arranged through resi- 
dent agents who may obtain the vending 
machine from the supplier, Secure Your 
Trip, Inc., of New York City. In some 
of the states the operation of the estab- 
lishment in which the vending machine 
is located must hold a limited travel acci- 
dent license. The plan is under the man- 
agement of Calvin C. Majerle, assistant 
treasurer. 


Metcalf Introduces Bill to 
Aid Indigent In New York 


New York State Senator George R. 
Metcalf, Republican representing Cayuga, 
Tompkins and Tioga Counties, has in- 
troduced a bill amending the Social 
Welfare Law and the Insurance Law. 

The bill would authorize the necessary 
medical care for indigent persons 
through insurance or other prepaid plans 
when appropriate in accordance with the 
rules of the State Social Weliare Board. 

The bill would authorize the Insurance 
Superintendent to approve any form of 
group insurance policy to be issued to the 
Public Welfare District, under certain 
conditions. 

The measure would also provide that 
group contract issued by hospitals serv- 
ice, dental or medical expense indemnity 
corporation need not require issuance 
of individual certificates and may omit 
or modify certain other required provi- 
sions. The bill has been referred to the 
relief and welfare committee 


Wisconsin Judge Liquidates 
Federal Mutual Casualty 


Wisconsin Circuit Judge Michael T. 
Sullivan has liquidated Federal Mutual 
Casualty of Milwaukee and transferred 
its 40,000 health and accident policies to 
Union Life. The “Milwaukee Journal” 
reported: 

“The action came after a stormy, two- 
hour hearing in a packed courtroom 
over the disposition of the Federal Mu- 
tual firm, which State Insurance Com- 
missioner Charles Manson said was in- 
solvent. 

“Mr. Manson stepped in to ask liquida- 
tion of the firm to protect the assessable 
policyholders—including 12,000 state em- 
ployes—and the general public, he said 
ina petition.’ 

The liquidation order went into effect 
despite a last-ditch fight by Atty. Herbert 
Usow, representing Federal Mutual. 


Annis Debates Reuther Over Aged 


Medical Care on “Face the Nation” 


By Stwwney S. WHIPPLE 


Like spinach, the American Medical 
Association is beneficial, if not univer- 
sally palatable. As it was fashionable in 
the thirties to knock spinach, the A.M.A. 
has recently become the object of some 
non-objective ribbing from “New York 
Herblock, so-called 
beatnik comedian Mort Sahl, and yes, 
even the doctor’s loyal waiting-room 
jester—‘“Esquire” Magazine. (Cartoon in 
the March issue has two doctors being 
driven away in a fin-tailed limousine. 
One is saying to the other: “Of course 
I believe in unions. Where do you think 
we doctors would be without the 
A.M.A. ?”) 

Last Thursday evening however, on 
CBS Television’s “Face The Nation,” the 
A.M.A. found a Popeye. Locking horns 
with United Auto Workers’ Walter R. 
Reuther over medical care for the aged, 
Dr. Edward Annis in an hour’s time told 
Mr. Reuther and the nation why social 
security has no business in the medical 
care field and how the Kerr-Mills_ bill 
and not the Kennedy plan will reach 
those over 65 who cannot manage their 
own health insurance needs. 

The lesson did not go unimpeded. 
There was Mr. Reuther, one hand 
jammed in pocket, the other ramming 
home points—the gesticulating hand has 
become the musket of the New Frontier 
—that the A.M.A. was against social 
security in its infancy, and that the 
charge of socialized medicine was a 
“smoke screen”. 

The Question of 


Mr. Reuther even produced the old 
saw that elderly people should not be 
subjected to the “indignity” of a means 
test as required in the Kerr-Mills bill. (It 
rarely occurs to proponents of social 
security financed health care that dignity 
is something earned, not ladled out by 
the Government.) 

Last week’s program on film was a 
continuation of an earlier debate con- 
ducted by Howard K. Smith. At the end 
of the allotted half-hour CBS had wisely 
kept the cameras grinding just as Mr. 
Reuther was asking Dr. Annis to get 
together with those advocating the social 
security approach to find a good mechan- 
ism to promote aged health care. “You 
know the Kerr-Mills_ bill ca do the 
job,” he was saying. 

Dr. Annis began Round Two, by re- 
plying that legislation of the Kerr-Mills 
bill, which entails Federal-state match- 
ing funds, takes time. “Many state legis- 
latures haven’t met yet,” he added. 

The A.M.A. spokesman said further 
that private enterprise was to a large 
part responsible for the high quality of 
medical care in America today. He 
pointed to the fact that four million 
elderly people wouldn’t be covered under 
the Kennedy plan, while the Kerr- Mills 
bill will help people who can’t help 
themselves. “Under social locus every- 
one over 65 whether he needed medical 
care or not would receive benefits,” he 
stressed. 

Mr. Smith then asked Mr. Reuther 
f doctors’ standards would be lowered 
if the Kennedy plan were passed. Snap- 
ped Mr. Reuther: “That’s an unfounded 
fear, part of an A.M.A. propaganda 
campaign.” Mr. Reuther rustled through 
papers strewn on the rostrum before 
- and came up with a quote from 

W. Tramberg, New Jersey Commis- 
ious of Welfare. 


Kerr-Mills Bill a “White Elephant” 


“Mind you,” Mr. Reuther told Dr. 
Annis, “this is from one of President 
Eisenhower's former advisors.” Mr. 
Reuther read Mr. Tramberg’s statement 
appearing in the January 30 issue of 
“Medical Economics” that “the Kerr- 


Post” cartoonist 





“Dignity” 


Mills bill is a White Elephant,” that it 
is so tough to administer it needs a 
larger bureaucracy, and that it was 
created as “an end run to block the 
social security program.” 

Dr. Annis replied that the quote was 
another example of “verbiage you have 
been throwing out.” He said Sen. Brvd 
of Virginia was behind the Kerr-Mills 
bill and added: “We'll show you in 
Florida (Dr. Annis’ home state) how 
the Kerr-Mills bill can be implemented.” 

Mr. Reuther told Dr. Annis that labor 
had not pulled for a compulsory bill. 
“We have worked hard through volun- 
tary plans,” he said, “but we are talking 
about the aged now. With the social 
security approach Blue Cross won't go 
bankrupt and non-government plans will 
be strengthened because they won't have 
to handle old age insurance.” 

Mr. Reuther brought out that the 
A.M.A. had once called Blue Cross 
“socialism.” Dr. Annis admitted some 
local chapters had. “But would you damn 
all union leaders for the actions of a 
few?” he asked with a smile. 

Mr. Reuther in turn admitted that his 
program was compulsory in that all tax- 
ation is compulsory. “Not insurance,” Dr. 
Annis countered. 

In re-stating that social security “was 
the rational approach to a national 
problem,” Mr. Reuther said “when old 
folks go south to Florida their new com- 
munity will have to raise funds for them 
under the Kerr-Mills bill. These people 
become an economic burden. Under the 
social security approach their benefits 
would follow them.” 

Dr. Annis answered that most elderly 
people coming to Florida hold lifetime 
savings. “They want to live with self- 
respect. They are no drain on Florida’s 
economy. Under the Kerr-Mills bill the 
government will help people not as 
fortunate, those who are a liability.’ 

Mr. Reuther decided to follow another 
tack. He smiled. “What’s wonderful 
about a free society,” he said, “is that in 
a few years you will change your mind. 
The A.M.A. has really not accepted 
socialized medicine yet. Twenty-five 
years ago they were saying the same 
thing.” (Here Mr. Reuther’s expression 
became serious as the camera moved in 
for a close up.) “No law has given more 
happiness, security and freedom. It has 
taken care of basic needs, given millions 
a sense of hope and dignity. Medicine is 
simply another step forward.” 


Social Security No “Bible” 


It was Dr. Annis’ turn to smile. “You 
refer to social security as a Bible.” he 
said. “This it is not. It is also not ‘insur- 
ance. Already there have been eight in- 
creases since its enactment. By 1969 it will 
claim 10% of the worker’s payroll.” He 
continued : 

“In a dynamic society only if we have 
people working can we have a healthy 
Social Security System. Many are un- 
employed now. The only way they can 
keep getting their social security checks 
is to keep employment up.” 

“Ts Blue Cross an insurance program ?” 
Mr. Reuther interjected. 

“Yes,” said Dr. Annis. 


“Ts it actuarially founded?” asked Mr. 
Reuther. “No. Everytime they get into 
difficulty they ask for more money. 
Social security is just as much insurance 
as Blue Cross. 

“That,” Dr. Annis replied, “is not true 
When President Kennedy, ‘The New 
York Times’ or anyone else is for a 
system that taxes workers whether they 
want it or not, that changes term of 
contract without discussion, that, sir, 1S 
socialism—and not insurance. 

Mr. Reuther leaned forward slightly. 
“You are probably for free choice,” he 
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Gifford Hits Ribicoff ‘Cliche’; Says 
Kennedy Plan Not Actuarially Sound 
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states that the use 

* in connection 

h soci j a misnomer and 

should be avoided. The final one attacks 

the needless expansion of social security, 

pointing out the already encumbered 
position of the trust fund 

In the r to CBS, Mr. Baskin 

states the “Business of Health’ program 


‘had all the earmarks of a grossly biased 


propaganda piece for the advocates of 
government paid medical care.’ He lists 





several areas in which the program is 
prejudiced in favor of the compulsory 
approach over the voluntary one,” Mr. 
Gifford concluded. 


New York IAHU Chapter Notes 


Health Insurance Institute Vice Presi- 
dent James R. Williams, a guest at the 
luncheon meeting, spoke briefly, urging 
members to watch the TV debate on 
“Face The Nation” concerning medical 
care for the aged (reported elsewhere 
in this issue) Julius Ullman, presi- 
dent, W. Perrin & Son Agency, said 
his committee was “off to a good start” 
laying groundwork for the national con- 
vention to be held June 11-14 in New 
York. “We are getting good publicity,’ 
he added, “and believe this is an op- 
portunity to put the image of health in- 
surance in front of the public in a 
constructive way’ Sen. Kerr, who 
has vowed: “They will pass the Ken- 
pony health care bill over my dead body,’ 
is scheduled to be a guest speaker at 
the annual convention in June, Mr. 
Hurley announced George Monks, 

& S. claims manager for New York 
Life, will be guest speaker at the next 
chapter meeting March 21. 


Mutual of Omaha is Sponsor 
Of Chet Huntley News Show 


Mutual of Omaha is now sponsoring 
e Sunday afternoon news analysis of 
Chet Huntley, NBC-TV commentator 
The program will be heard at 5:30 P.M 
(E.S.T.) over the NBC-TV network. 

\ Mutual of Omaha spokesman said 
the Huntley show was chosen because 
of its appeal to adult listeners and its 
iavorable time schedule. Mr. Huntley 
has been the recipient of many television 
awards for his news programs and 
his portion of the Huntley-Brin 
week-day news program 


for 
kley 


ADVANCE MILLER IN TULSA 
Sheffy Miller has been named distric 
manager for Provident Life & Casilants s 
new group insurance office in Tulsa 
He will supervise all group insurance 
sales and service in this area. A graduate 
of University of Tennessee. Mr. Mille: 
joined Provident in 1956. Prior to | 


transfer to Tulsa, he was Group repre- 
company’s 


Knoxville 


sentative in the 
othce 
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The Committee on Health Insurance 


Terminology Adopts New Definitions 


Two new defini tions were adopted by 
the Committee on Health Insurance Ter- 
minology at its recent meeting in New 
York. 

Accident insurance was defined as, “a 
form of health insurance against loss 
by accidental bodily injury,” and sickness 
insurance was defined as, “a form of 
health insurance against loss by illness 
or disease” It was also decided that a 
footnote should be appended to the de- 
finition of sickness insurance to point 
out that illness and disease should not 
be construed to include accidental bodily 
injury but that they do include preg 
nancy 

Both of the new definitions relate back 
to the committee’s previous definition of 
ealth eesin ats as “insurance against 
loss by accidental bodily 
injury,” thus establishing that term as 
the proper generic name for the field, 
superseding “accident and health,” “ac- 
cident and sickness,” and other variations. 


sickness or 


Over 100 Companies Calling it “Health 
Insurance” 


E. J. Faulkner, president, Woodmen 








Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 








Accident & Life, chairman of the com- 
mittee, reported that over 100 companies, 
including many of the largest, already 
abide by such usage or have agreed to 
adopt “health insurance” as the generic 
term. In addition, The International As- 
sociation of Accident and Health U nder- 
writers at its li ist annual meeting changed 
its name to “The International Associa- 
tion of Health Underwriters,” and the 
Life Underwriter Tr aini ng Council has 
decided to change to the term as rapidly 
as it reprints its text material. 

The committee further —— that 
health insurance as a field breaks down 
into two broad divisions of benefits: 
Disability income and medical-expense 
coverage; and it voted to call the two 
divisions by those names. 

Most of the day-long meeting was 
devoted to refining the details of a 
classification system worked out at the 
committee’s previous meeting in July 
Under the system, the “dimensions” of 
health insurance are recognized to be 
“perils,” “contractual arrangement,” 
“types of loss,” “basis of payment,” 
“types of benefit,” “kinds of insurer,” 
“continuation provisions,” and “methods 
of distribution.” 

The meeting in New York decided to 
add a ninth category to recognize the 
difference between compulsory and vol- 
untary coverage but to leave the defini- 
tion of the area to the “committee on 
general insurance terms,” which com- 
mittee has jurisdiction over terms com- 
mon to all lines of insurance. 





Decided to Break Committee Down 

The final move of the committee was 
to decide to break the whole committee 
down into six subcommittees, each to be 
assigned a category with which it will 
work out definitions to be submitted to 
the committee editor, R. W. Osler, Un- 
derwriters National Assurance, India- 
napolis, for dissemination to the full 
committee. 

The next meeting of the committee 
which operates under the C eee on 
Insurance Terminology, Davis W. Gregg, 
The American College, chairman, estab- 
lished by the Amevicnn Association of 
University Teachers of Insurance, will 
be in New York on October 20. 

Present at the February 13 meeting, 
in addition to E. J. Faulkner, chairman, 
were Dr. Dan M. McGill, University of 
Pennsylvania; Dr. Ralph Blanchard; J. 
Henry Smith, The Equitable Society; ‘Dr. 
O. D. Dickerson, Florida State Univer- 
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problem of reaching understanding be- 


Killion Urges Greater Expansion of 9m mg imstidt) Sia,7gtee Adopt New Definitions 


oe 
and determination. (Continued from Page 44) 


: eel Mr. Killion believes a “major problem” 
HI State Committee Activities in hospital relations should be anticipated sity; Armand Sommer, Continental Cas 


The Health Insurance Council’s state 
committee activity “must be expanded 
and accelerated at the fastest possible 
pace,” HIC Chairman-Elect Raymond 
F, Killion, second vice president, Metro- 
politan Life, has stated. 

Mr. Killion said one of the reasons 
for the increased activity was that the 
next few years will determine whether 
the voluntary health care system “Is 
to continue or whether it is to give way 
to government.’ 

His remarks were included in a kev- 
note address prepared for delivery in 
San Francisco at the recent first western 
regional meeting of HIC state committee 
personnel. Prevented by a snowstorm 
in New York from attending the meet- 
ing, the substance of Mr. Killion’s re- 
marks was delivered at the meeting by 
Albert V. Whitehall, HIC vice chairman, 
and director of health insurance for the 
Life Insurance Association of America. 

Mr. Killion reported that HIC state 
committees have been established in 49 
states and the District of Columbia, with 
more than 500 insurance company repre- 
sentatives in active participation. 

Has Made “Tremendous Contributions” 


He said the state committee program 
has made a “tremendous contribution to 
the understanding and cooperation of all 
elements playing a part in the total ac- 
tivity concerned with providing health 
care for our citizens.” He added: 

“However, our work is only just begin- 





Greenberg Elected Director 
Of American Home Assurance 





MAURICE R. GREENBERG 


Maurice R. Greenberg has been elected 
to the board of directors, American 
Home Assurance of New York. 

Mr. Greenberg is a vice president of 
C. V. Starr & Co., Inc., senior company 
of American International Insurance 
Groups, one of which is the American 
Home Group. Widely identified with the 
development of senior citizens’ health 
insurance and other programs of Con- 
tinental Casualty, Mr. Greenberg came 
to New York to join the worldwide 
American International organization at 
the beginning of this year. At age 33 
he became, in 1958, the youngest man 
ever to hold the position of vice president 
in the 62-year history of Continental. 

A member of the New York Bar, Mr. 
Greenberg serves on many insurance in- 
dustry committees and is widely known 
among accident and health underwriters 
and State Insurance Department officials. 


as a result of the reorganization of the 

Blue Cross-American Hospital Associa- a 
4 >* A si “verett 7 > ) le sale 
ning. As more and more people come _ tion relationship. He said one purpose Life: A. T. Everett, The Prudential ; 
under health insurance plans and as the’ of the new organization is to improve its George Bugbee, Health Information 
coverage increases and expands—as it competitive position, and added that “the Foundation: George N. Watson, Crown 
should—to provide broader and more _ insurance industry is of course prepared a >t , rays 
: hanciva. benakia. if ae Life, and Robert W. Osler. William 
comprehensive benefits, the need for to cope with fair competition which is, of 
mutual understanding becomes greater after all. a dominant characteristic within Halverson represented W. A. Milliman, 
and greater, while at the same time the our industry.” FSA, Seattle. 


When You’re Ready To Build Your 
A&H CASTLE-IN-THE-AIR 


On Terra Firma... 


ualty; Raymond F. Killion, Metropolitan 





First thing to do is talk over your aims with people who know the Accident and Health field, 
people who can make your castle bigger than you ever dreamed it could be. 


Hundreds of general agents have asked for and received A&H counsel from the 
Disability Division at Combined Insurance Company of America, 5050 Broadway, Chicago. 
Many, subsequently, have moved up to extraordinary success, representing one of the 
growing, prospering companies in the Combined Group. Quite likely, 
when you make your decision to build, you will want to avail yourself of the 
experienced direction we offer, at no obligation. 


COMBINED GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dollas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


Exclusive Specialists in 
ACCIDENT, SICKNESS, HOSPITAL, MEDICAL INSURANCE 
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Award Winning Agents of Combined 
Cos. Get Chicago Vacation With Wives 


Amer- 
nition to five of 


The Combined Insurance Co. of 
ica, Cl 


hicago, gave rec« 


its agents who scored outstanding pro- 


duction by bringing them recently to 
Chicago for a four day, all expenses 
paid vacation, accompanied by their 
wives, and honoring them at the annual 


Distinguished Salesman’s awards banquet 
Sales- Marketing 


Chicagi ,» Inc. 


Executives of 
Sheraton 


of the 
held in the 
Towers, Chicago 


The five winners, two of whom are 


agencies in Combined’s 


James M 


representatives ot 


disability division, were Goodin, 


Charlotte, N. C.; Thomas M. Schu- 
macher, Derby, N. Y.; Jerome P. Bon- 
nett, Wichita, Kans.; Donald Beckwith 
~ Personal Compensation Agency, 
Toronto, Can., and Leo J. Fox., head 

his own agency at Fond du Lac., Wis- 
-onsin. They were the leaders in a cam- 
rue lertienl arv 3to January 28—i se. 
paign—January 3 to January 28—in which 


salesmen and 33) sales man- 


Combined Group companies 


over 1,400 
agers of the 


competed 


Acting as host for the four day vaca- 
tion, which eaggpevo round of theaters, 
supper clul restaurants and other 


sights, was W Clement Stone, president 
ot the Combined of America and three 
ther companies in the Group—Combined 
American of Dallas, the Hearthstone of 
Boston and First National Casualty of 


Wisconsin. 


Impressions Received by the Beckwiths 


Reflecting the —— pipasure and 
satisfaction of the five leading agents, 
the following eine of their trip 


to Chicago 
Mrs. Donald 


were recorded by Mr. and 
Beckwith. Greeted at the 
’Hare by Jack Olson, a 
president of the Combined, Mr 
truly a lucky man 
“I’m here as a result of a sales record 
that wasn’t really made by me, but 
rather by my wife and our three teen- 
age children, Clyde, Marilyn and Wayne 
| sold sure, but they 
were the ones who supplied the motiva 





vice 
> 1 

Beckwi 
because 


said he was 


the policies, to be 


tion and kept me aware of the daily 
schedule I had to follow and the objective 
to be reached.” 

Mr ag gy tng tng. highspots 
of the four day trip to Chicago—the 
“Flower Drum Song” at the Schubert 
Theatre; dining at the best restaurants 
dining in the Empire Room in the 
Palmer House, and in the Congress 
Hotel, Sheraton Towers and — 
restaurants; night club visits, and shop- 


ping at Chicago’s famous Marshall Field, 
Carson’s and other department stores. 
when Mr. Beckwith, 
winners, appeared 
audience in the 


The » climax 
wi th the four 
before large 


came 
other 


banquet 





Sheraton Towers to receive their Dis- 
tinguished Sales awards as top sales- 
men of the Combined. Similar awards 


also were present ed to the leading sales- 
men of other companies and industries. 


An Insurance Salesman for Only a Year 


What was significant about the DSA 
award for Mr. Beckwith was the fact 
that he had been an insurance salesman 
for only a year. 
business is a 


“For me, the insurance 


field in which one can perform an im- 
portant service with a genuine product 
backed a good, reliable company,” he 


explains 


Since leaving the Royal Canedian 
Engineers in 1945, he had worked in 
various jobs, and in recent years had 
been a salesman in other — He 
decided to enter the insurance business 
because he felt other fields of salesm-n 
ship too limited 

Prior to wining the DSA award, Mr. 


numerous other 
year as a Com- 


Beckwith had won 


honors during his first 


Thaler. 


bined salesman. “My greatest satisfac- 
tion comes not so much from the awards 


themselves, but rather from the sense 
of well being in having exerted great 
effort during the many weeks and 
months. It is like competing with 


oneself. It is the sense of personal 
achievement that means the most. 


His Record Was Achieved 


How did Mr. Beckwith achieve such 
a record for Combined Insurance in only 


How 


one year? “For one thing, I carefully 
plan my work, and then make certain 
that I adhere to that plan. Mrs. 


Beckwith and the children help me stay 
on top of the job tl hrough their constant 
interest in my work.” 

A major technique he follows is to 
do most of his work in the evening 
Thus he is able to talk with the husband 
and wife at the same time. He explains: 
“Wives are more security minded than 
men. The husband is inclined to take a 
chance. There also is likely to be pro- 
crastination and buck- passing if the 
wife is not present.” But, perhaps most 
important, Mr. Beckwith says his con- 
nection with the Combined, feeling that 
as an insurance salesman he is perform- 
ing a highly important role in the life 
community. 


ELECT BEERY PRESIDENT 


Arlie E. Beery has been elected pres- 
ident of the Denver Group Men’s Asso- 
ciation, a statewide organization of acci- 
dent and health insurance men. Richi ard 
1). Croutt was named “Man of the Year, 
and George J. Kaufman, branch leader 


N. J. BLUE SHIELD SETS MARK 

Medical-Surgical Plan of New Jersey 
(Blue Shield) set an all-time record for 
benefits during 1960, incurring $31,516,- 
019 in claims for care of subse ribers and 
their dependents, Dr. Royal A. Schaaf, 
plan president reported. That figure 
eclipsed the 1959 volume by just over 
$1.6 million 


Thaler’s ASIM Talk 


(Continued from Page 43) 


arguments for both sides,” said Mr. 

The Prudential follows the prime- 

carrier rule. 

Prudential Found Subrogation Not 
Desirable 


next to subrogation, the 
speaker declared: “We at Prudential 
have not found it desirable or practical 
to include a subrogation clause (enabling 
the company to file suit) because the 
claim is a small part of the total damage 
award and there are legal questions as 


Turning 


to its actual effectiveness.” When asked 
by employers, “we do add a non-duplica- 
tion provision to take care of this con- 


“This —_ a recov- 
purpose Sead 


tingency,” he added 

ery clause serves the 
Mr Thaler brought out that most em- 

ployers who ask for the provision also 


ask for a signed form together with the 
claim which binds the employe to re- 
imburse his company when the _ third 


party pays off. 

“Most employers do not want a third 
party liability non-duplication provision,” 
Mr. Thaler remar ‘ked. ‘And those few 
who do, use it. For one thing, enforce- 
ment and law suits take too long.” 

Asked if a claims clearing house would 
be feasible, Mr. Thaler said it would 
be extremely costly and would have to 
have universal acceptance. At the same 
time, he revealed the HIAA over-insur- 
ance subcommittee is continuing their 
studys and will make beers Mr ons 
to the National Association of Insurance 
Commissioners this June. 


NEW BOOKLET BY OSLER 


“9 Uses of Business Health Insurance” 
By Underwriters National President 
Stresses Tax-free Provisions 
In “9 Uses of Business Health Insur- 
ance,” a new booklet by ‘Robert W. 
Osler, president, Underwriters National 
Assurance Co., Indianapolis, and former 
vice president and editor, Rough Notes, 

Co., the author states: 

“There has been much discussion of 
the need for Government help in 
meeting health-care costs. Actually, 
the Government has been ready ta 
help both employers and employes 
for several years. 

With this as his theme, Mr. Osler dis- 
cusses how an employer can help tie 
employes to his company by guarantee- 
ing them tax-free income while they are 
disabled, how the company can give these 
benefits and still discount a large portion 
of the cost to set up such an insurance 
contract, and how various business- 
owners and stockholders themselves can 
benefit from such coverage. 

He sets forth nine specific benefits of 
business health insurance each hingeing 
heavily on the unique and favorable tax 
treatment accorded health insurance by 
the tax laws and regulations. In order 
to give a more comprehensive picture of 
the advantages, Mr. Osler gives case his- 
tories demonstrating how business health 
insurance can benefit both employes and 
businessowners in situations recognized 
by most of us. The nine uses of business 


health insurance discussed by Mr. Osler 
are: 

1. Give Employes a Valuable Fringe 
Benefit. 2. Arrange $100 a Week Tax- 
Free Income. 3. Give Employes Tax- 
Free Raises. 4. No “Discrimination? 
Test. 5. Overhead Expenses. 6. Pay 
a 0a al Bills with Tax-Free Dollars. 


7. Tax-Free Income for Sole P roprietors. 
8. Tax-Free Income for Partners and 
9. Corporate Stockholder-Employes. 
One of the first books to outline health 
enreere coverage for 
this 3 2-page booklet 
reading for every 
ney, accountant, 


business uses, 
“should be required 
businessowner, attor- 
trust officer, tax adviser 
and all others who regularly counsel 
businessowners, part-owners, and close 
corporation stockholders.” 

Copies may be ordered from 
search & Review Service of 
Inc., 123 West North Street, Indianapolis 
9, Ind. Prices: Single copy, 65¢ each; 
2 to 9 copies, OO¢ each; 10 to 49 copies, 
. 
B 


The Re- 
America, 


5¢ each; 50 to 249 copies 50¢ each. 


arger quantity prices on request. 





Hirst to Develop Maine 
For All American L. & C. 


Irving “Bud” R. Hirst has been ap- 
pointed as agency builder to develop the 


state of Maine for All American Life & 
Casualty, Chicago. 

From 1949 until affiliating with All 
American, Mr. Hirst was associated with 


Mutual of Omaha as district manager 
and agency consultant. Prior to 1949, he 
represented Boston Mutual Life. For 


15 years he has sold insurance in Maine. 
SOLIDGE ELECTED CMS PRES. 
The Connecticut Medical Service board 

of directors at its 12th annual meeting 

elected John Coolidge, of Farmington, 
president of the Blue Shield Plan for 

Connecticut. Mr. Coolidge has served as 

a member of the CMS board of directors 

since 1953. He held the office of vice- 

president in 1958 and 1959 and was vice 
president and secretary in 1960. He suc- 

ceeds Louis F. Middlebrook, Jr., M.D., 

who is retiirng. 


BLUE CROSS RATE HIKE 

New York State Insurance Superin- 
tendent Thomas Thacher has approved 
the application by Hospital Plan, Inc. 
(Utica Blue Cross) for subscriber rate in- 
creases on its three standard contracts 
and for rates on new “economy con- 
tracts.” 

The new rates will take effect April 1. 
The rates on the three standard con- 
tracts will be raised by an overall aver- 
age of 27.5%. Rates will not be changed 
on the plan’s recently adopted contract 
for new subscribers over age 65. 


OK 


53,000 Policy-Matic Machines 
To Operate by Year’s End 


A survey conducted by licensees of 
Policy-Matic Corp. of America, manu- 
facturers and distributors of the patented 
coin-operated land travel insurance ma- 
chine, reveals that the Policy-Matic ma- 
chines will be automatically issuing land- 
travel insurance in more than 53,000 lo- 
cations across the country by the end 
ot 

“More than 94% of all those contacted 
by our licensees have agreed to provide 
up-front space for Policy-Matic ma- 
chines, as a convenience for trav elers and 
as a sources of additional income,” said 


William D. Reese, Policy-Matic presi- 
dent. 
The Policy-Matic machine, first to 


meet the requirements of State Insurance 
Departments, offers for $1 a 7-day policy 
that insures the applicant instantly for 
$7,500 plus $500 for medical and hospital 
expenses. 

It is expected that by the end of 1961, 
more than 7,000 insurance agents will be 
a part of the Policy-Matic organization 
placing and servicing the machines in 
gasoline stations, supermarkets, hotels, 
motels, bus and railroad terminals. 


Annis-Reuther Debate 


(Continued from Page 43) 


said making a relatively safe assumption. 
“Do you contend that under this social 
security bill a person would not have 


‘free choice’”? 
Not Opposed to Social Security Principle 
“We 

opposing 


Dr. Annis smiled. 
that yet. I’m not 
security principle which provides old 
people with money to spend as they 
choose. I am opposing a ‘service’ whether 
people want it or not. You are saying, 
‘we are going to provide you with medical 


don’t know 
the social 


care and the government will pay the 
bill’.” 

Said Mr. Reuther: “In Blue Cross, a 
person gets coverage, not money. If 


that’s sound, why not extend it to social 
security beneficiaries ?” 

“In Blue Cross,” Dr. Annis explained, 
“a certain amount is paid into an insur- 
ance fund and set up on an actuarial 
basis. What you are talking about w'll 
irreconcilably cost less and _ provide 
more.” 

Mr. Smith asked both men for a sum- 
marization. Mr. Reuther said the A.M.A. 
has not accepted “the tried and true 
principle of social security which ought 
to provide a way to meet heavy costs 
in later years. Under the Kennedy plan 
people would pay for their own benefits 
in their productive years not as charity, 
but for human dignity.” 

Dr. Annis reiterated that the A.M A. 
was not opposed to the Social Security 


System. “The system,” he said, “provid>s 
necessary purchasing power for older 
people. Medicine however, is a strict 


departure from it which eventually might 
bankrupt social security. Most people 
can and want to take care of their own 
needs; those that cannot will be helped 
under the Kerr-Mills bill.” He con- 
cluded: “This we think is sound, this we 
think is just, this we are for.’ 

Mr. Smith at the end of the program 
read several letters and telegrams com- 
menting on an earlier TV show: “Busi- 
ness of Health: Medicine, Money and 
Politics.” The opinions ranged from con- 
gratulations on “exposing the A.M.A. 
for what it really is,” to the “Des Moines 
Register’s” terse telegram: “Fie on 
CBS?” 

But by then in a certain Forest Hills 
apartment Mr, Smith was receiving sec- 
ond billing. A normally soft-spoken 

young housewife who had grudgingly 
relinquished “The Untouchables” for the 
evening was angrily exclaiming: 

“That’s unfair! Why should we 
more taxes for everyone over 65. 


NV 


We 


already have a large enough tax burden.” 
Mr. Reuther take heed. 
stuff, voters are made. 


Of such stern 








RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 
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